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NEARER! That Enterprise Home 
Butchering Supplies Promotion 


Enterprise's annual promotion, that rang the bell year 
after year before the war, will be back next year— 
and more effective than ever in moving from your 


shelves products used at butchering time. 
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When the housewife shown here 
steps aside, you'll see a much-improved 


chopper on her table. 


You'll find, in the new Enterprise food 


machines, still greater efficiency added to 
the exclusive Enterprise System of Cutting. 

We're happy to report, too, that though 
our choppers and presses still are ‘‘short,’’ 


they'll be more plentiful soon. 


The ENTERPRISE MFG. CO. of PA. 


PHILADELPHIA 33, PA. ___ 
79 YEARS’ EXPERIENCE BEHIND THE MODERN ‘“‘ENTERPRISE”’ 








Foss-seET NYLONS - 


WOOSTER’S LATEST 


® WOOSTER FOSS-SET NYLON BRUSHES are 
made only as Wooster makes brushes. These 
remarkable brushes are bristled with du Pont 
nylon tapered monofilaments specially processed 
by Wooster for better spreading and holding 
qualities. The nylon monofilaments are tipped 
and ground by men experienced in making the 
finest in painting tools — then blended into a 
tested and proved formula of graduated lengths 
in accordance with Wooster’s high standards 
established by 94 years of quality brush manu- 
facture. What’s more — they’re made by the 


famous Foss-Set process. 


In Wooster Foss-Set nylon Brushes you will , 
find tools that are a revelation in painting excel- 
lence — that will wear three to five times longer 
than hog-bristle brushes—resilient, tough, strong 
—capable of resisting all types of paint ingredi- 
ents, brush cleaners, and similar solvents. Avail- 


able from authorized Wooster distributors. 


WOOSTER W252:R BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 


BRUSH MANUFACTURERS SINCE 1851 
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Honorally Discharged 


FROM THE ARMED FORCES 





ean Honorably Hired er YALE 


Above are some of the Yale & Towne employees 
who, until recently, were serving in the Armed Forces. 
Now, at Yale, they are continuing to serve their country 
by helping to produce parts that are urgently needed by 
their buddies on the fighting fronts. 

YALE is proud to have these honorably discharged 
veterans on the payroll. We are doing everything possible 
to locate each veteran in work that causes the least strain 
— particularly those veterans who are partially handi- 
capped by wounds or tropical diseases. 

We, at YALE, will continue to serve the war effort to 
the very best of our abilities as long as the military lead- 
ers need the services and experience that YALE is especi- 
ally qualified to supply. The honorably discharged veter- 
ans on our staff of employees strengthen our resolve to 


THE YALE & TOWN 


make the greatest possible contribution to Victory. 


After Victory ... we will all work together 
again — as friends and partners in peace. Wx 





The name YALE helfis make the Sate 
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Will Make Possible | , 
Increased Shipments! 
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With each PRESTO COOKER, 112-page ag 
Recipe Book is included. A beautifully illus- = 
trated, highly colorful, interesting 112-page we 

& e AT U a E 4 book, containing many fine recipes for the 
preporation of vegetables, meats, fowl, fish, W 

. <7 ee = —— =, tA 
like these make COOKER and PRESTO Cooking. Hi 
to 
Dneslo COOKERS de 
The Most Remarkable Cooking ¥ 
Utensil Ever Invented a 


Drcslo has the patented HOMEC 
Seal! ... merely bringing the handles 
fogether forms a perfect, pressure- 
tight seal! 


t 
Dreslo has the unique Indicator inne » Ex, 
? 
Weight which shows and controls the toy "Alun, ° 


pressure and tells exactly when to 
start counting cooking time. 


Drcsle has the Indicator Weight 
Snap Ring that automatically holds 
the weight in position when steam is 


Promote “640 COOKERS today 


released. 

DPresle has a specially designed, .-+ for Greater Volume Tomorrow 
specially grooved, stainless steel MAKE YOUR STORE Dneslo HEADQUARTERS 
Vent Pipe for long, efficient use. 

Puc was © Necprene Over ' The tremendous demand for PrestO COOKERS far exceeds 


the immediate supply. This situation will continue for some 
time to come. Housewares dealers are urged fo register 
names of interested prospects for PRESTO COOKERS... and 
to keep one sample of each model on display. Customers 


Pressure Plug and Anti-vacuum Valve 
which is an additional safety factor... 
and prevents loss of juices from foods. 





Preile is backed by 25 years of should be supplied in the order in which their names are 

scientific research, thorough testing registered. Production will increase rapidly from now on, 

and ingenious manufacturing. and shipments will increase accordingly. 

Preile is manufactured by the For complete "PRESTO Order Registration Kit” con- 

World's Largest Manufacturer of taining registration blanks, display sign, brochures, 

Pressure and Canning Utensils. otc., write: ; ‘ 


Copyright 1945, by NATIONAL PRESSURE COOKER COMPANY 
National Pressure Cooker Company Eau Claire, Wisconsin 


(Canodian Factory: Wallaceburg, Ontario) 





World's Largest Manufacturers of Pressure Cooking and Canning Utensils 
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Of all the pies you’ve 
ever ogled with wide-eyed an 


ticipation, none can quite compare 






gram, and baked it to a 
rich, golden hue. And we’ve 


come up with the tastiest sales-and- 





to the luscious pie we’ve cooked up for 

aggressive home appliance merchants. “Profit-Pie,” 
we call it— L&H Profit-Pie! Just how is it made? 
Why is it so good? What makes it so tempting? 
Here’s a recipe that adds new zest, new greatness 
to a time-honored household favorite—and you 


don’t have to be told twice to recognize it! 


We’ve taken a seasoned reputation for quality pro- 
ducts, a very generous portion of customer-goodwill, 
an attitude of progressiveness, a complete line of 
up-to-the-minute cooking and heating appliances, 
added an aggressive sales and merchandising pro- 

















profit dish imaginable. It’s hard to beat 


70 years of alert, successful experience, like L&H’s. 


Appliance merchants who have featured L& H 
products know what it means to enjoy the glorious 
flavor of L&H “Profit-Pie.” Theirs is the enthu- 
siasm that comes from first hand knowledge. Get 


a taste for some yourself. There’s a big, savoury 


slice of it waiting for the dealer with an honest-to- 
goodness appetite for profitable 





sales. Just say the word 
and we'll gladly tell you 
the complete L&H story. 
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THE SHERIDAN 
ELECTRIC 
, THE BILTM 
gg WATER HEATER 
f A. 5. LINDEMANN & HOVERSON CO. 
MILWAUKEE 7, WISCONSIN 
tees ot < 
Meavfactere?s of ELECTRIC RANGES + ELECTRIC WATER HEATERS + GAS RANGES + GIL STOVES + PORTABLE OVENS + GFL BEATERS + WICKS 
|: AGE || NOVEMBER 22, 1945 , 
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NGRAHAM 


CLOCKS AND WATCHES 


Arter long years of war production for which we 
have three times been awarded the Army-Navy 
“E,” we are now producing limited quantities of 
clocks and watches. 

We're still a long way short of supplying the 
demand but the quantity will increase as our huge 
plant hits its stride. 

These dependable timekeepers will soon be 
making new friends and more sales for you. 





THE E. INGRAHAM COMPANY 
Bristol, Connecticut 


€—Square — l-day alarm Wrist-Fit No. 10—rug- 
clock. Popular reasonably ged dependable wrist 
priced quick turnover watch with chromium 
item, 45%" high and 4” plated case, wrist-fitting 
wide. Modern dial, smart back, non-breakable crys- 
open hands, top stem shut- tal and attractive tapered 
off and loud enclosed bell. leather strap. 


: 


twice for 
War 
Production 


Broadcast — In- 

graham’s fa- 

Sedeeteh wontet. 

K-21—a simple eas- ~ e jesta model, 

ily cleaned 8-day . 42 dial, radium 

kitchen clock, 7” in tipped hands and 

diameter with smart hour markings. 

modern cutout numer- . 4 Mellow toned bel! 

als and clear white and top stem shut- 
dial. olf. 


Viceroy—a very 
popular pocket 
watch. Thin model 

in attractive dust- 
tight case with clear 
unbreakable crystal, 
silver plated dial and 
pullout stem set. 
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There'll be modern magic at your finger-tips with the new 
Wear-Ever Pressure Cooker in your kitchen. You'll cook foods 
that will get rave notices from your family—and in tiny fractions 
of former times . . . Want specific examples? The Wear-Ever 
Pressure Cooker quickly reaches proper temperature, then cooks: 


Peas in 15 seconds—Lima beans in 1 minute—Beef stew in 15 


You'll save money, too! Because of amazing fuel saving, and 
because less expensive meats can be cooked to delicious 
perfection, this quality cooker soon pays for itself. Ask for 
~ Wear-Ever, the Aristocrat of pressure cookers, at leading depart- 
‘toned tee ment, hardware and house furnishings stores. 
yp stem shut- Keep aluminum gleaming the easy way. 
Use Wear-Ever Cleanser. At all stores. 


Made of the metal that cooks best easy fo clean 


WEAR-EVER 


ALUMINUM PRESSURE COOKER 
with the palented 


—it can’t be removed while pressure is on 
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What we mean is — it's time to "talk turkey", both 
calendar-wise and appliance-wise. 


Brushing aside the well-seasoned dressing in the form 
of high-sounding claims and flowery descriptions we 
come to this bit of white meat: 


When the customer buys an electrical appliance, she 
wants one that looks attractive, is well made, works 
well and can be had at a reasonable price. 


The fact that the sales curve on Dominion appliances 
has been climbing steadily (except for the war period) 
leads us to believe that purchasers of our appliances 
do feel that way about them. It kind of helps to perk 
up the tail-feathers, too. 

* * * 


Reconversion is going ahead full speed. Assembly lines are be- 
ginning to form and feeder lines have grown where bombs re- 
cently blossomed. Keep in touch with your distributor who will 
have up-to-date information on when appliances will again be 
available. 


DOMINION ELECTRICAL MFG. INC. 
MANSFIELD, OHIO 
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TRADE MARK 





PRODUCTS 


Flat Irons 
Toasters 
Waffle Irons 
Sandwich Toasters 
Grid-A-Bouts 
Table Stoves 
Heaters 
Poppers 
Hair Driers 
Mixers 
Heating Pads 
Infra-Red Lamps 


Fans 


pz 


HARDWARE AGE 


pam aie a a 














NOT AVAILABLE YET...BUT 


” _they’re on the way! 


i | 


> Gaily decorated, durably built, these Androck Flour triple sifting screens, durable metal cases, colorful lac- 


‘5 Sifters will sell—and sell—and sell! You'll find they're quered handles, one-hand or two-hand operation. Watch 
oY : : P ed ; 
the same high quality as in prewar days: double or for news on deliveries and prices! 
Wes WASENBSUIRN COMPANY rockrord. miinois 
ROCKFORD, ILLINOIS 


ASSOCIATED COMPANY: MICHIGAN WIRE GOODS COMPANY, NILES, MICHIGAN 
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YOU GET ACTION WITH 





ANDROCK 


HOUSEWA 





FLOUR SIFTERS 


OVER 60 YEARS OF MERCHANDISING EXPERIENCE 














Room 7 24 CHICAGO HOUSEWARES SHOW, 
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7 TABLE RADIOS 


every group, the Arvin line 

you a broad spread of cus- 

buying interest—with excep 

1a ales appeal in the features 
elale Ml ola aol Mm -telasMiilelsi-1| 

Seven table radios from 4 to 6 

bes, including two battery sets, in 

il, practical cabinets. And top 

ight small set performance will win 

ales for the larger Arvins. Here 

1 wide range of selling opportuni- 

Tole (-Maele lol tooo] ME time olala-1% 


10 to $30.00 approxi- 


6-TUBE AC-DC Model 666 
Walnut Wood Finish Cabinet 


Youll Profit 
with ARVIN 


seems TERE eae ed ry 


ivory or Wainut Finish 
Non-bréakable Cabinet 


Sehehmsnon dy he ammnal'd 


5-TUBE AC-DC ‘Model 555 


Wainut or Ivory Plastic Cabinet 





4-TUBE BATTERY Model 5418 
+ .-:Weldet Wood Finish Cabinet. 


‘2 . ti4 ot 
3 TIRG Pie raaeee sees) Sr 


- Se em . 
5-TUBE AC-DC Model 544 
ivory or Walnut Plastic Cabinet 


6-TUBE AC-DC Model 66 


Wainut or Ivory Plastic Cabinet 


5-TUBE BATTERY Model 641B 
_ Walgut Wood Finish Cabinet 





ARVIN is the name on products of experience coming from 












LG 


5-TUBE Model 559 
with Automatic Changer 


Wainut Wood’ Finish Cabinet 


4 TABLE COMBINATIONS 


@ Fine phonograph mechanisms with 5 
and 6 tube radios, in cabinets to satisfy 
any preference. Two models with record 
players and two with automatic 
changers. This group will be in strong 
demand. At list prices from $25.00 to 
hWAOROLOM ol lolcoh diulohi-ih a 

Renata tt 


10-TUBE Model 888 
with Autamatic Changer and FM 
Walnut Wood Veneer Cabinet 





with Automatic Changer . 
Wainot Wood Finish Cabinet 


9 ante PS 







5-TUBE Model 558 
with’ Record Player 
Wainut Wood Finish Cabinet 


















4 PORTABLES 


@ Model 524 shown below is a 5 
tube battery-electric 3-way portable 
in attractive, durable plastic case 
Three other models in plastic and 
aluminum cases—including a pocket 
portable —complete this fast-moving, 
popularly-priced group. List 
$25.00 to $45.00 


mately. 


prices 


from approxi 
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5-TUBE Model 556 
with Record Player 
Ivory Finish Non-breakable Cabinet 


5S FLOOR MODELS 


@ Featuring this group is Model 1088 

. exquisite in styling . . . incompa- 
rable in performance. Twelve tubes; 
automatic record changer; extremely 
selective, sensitive, hi-fidelity circuit; 
multi-band, including FM. Model 
888 also has multi-band coverage 
and FM ina 10-tube hi-fidelity circuit. 
Other models give you a wide range 
of cabinet variety and performance 
features at list prices from $65.00 
to $200.00 approximately. Top 
Flight sales opportunities, now and 
for the future, are yours with ARVIN. 


6-TUBE Model 668 
Radio Console LAT 
Wainut Wood’ Finish -Cabinet 

































— 








12-TUBE Model 1088 
with Automatic Changer and FM 
Wainut Wood Veneer Cabinet 








6-TUBE MODEL 669X 
_.., With Automatic Changer 
Walnut Wood Veneer Cabinet 


NOBLITT-SPARKS INDUSTRIES, INC. © COLUMBUS, INDIANA | 











two Favorite i 
Fishing Lines 





GLADDING 


INVINCIBLE 
Silk and Nylon _. 


Again, you will be able to sell and deliver Gladding Invin- 
cible Bait Casting Lines. Both the Invincible Silk and 
Invincible Nylon Lines are once more being produced at 
full capacity. These two high quality lines are the favorites 
of fishermen the world over. 


INVINCIBLE SILK... 


Anglers know from per- 
sonal experience the casting 
ease, the durability and uni- 
form strength of this fa- 
mous black silk bait casting 
line. The Invincible Silk 
Line is hard braided and 
waterproofed by Glad- 
ding’s improved 
process. 
































MADE OF 
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INVINCIBLE 
NYLON... 


The Invincible Nylon line is of the same high quality as the Invincible Silk 
Line. Only after extensive research, actual use and tests for casting quality 
was this line judged worthy to take its place along side the Invincible Silk 
Line. It sets the standard for all nylon lines. 


B. F. GLADDING & CO. ¢ SOUTH OTSELIC, N.Y. 
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WHOEVER YOU ARE... 
WHEREVER YOU MAY BE 
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wow GET IN THE GAME «ech the/ Great 


Sprumuyfield ne oF «CY 


BASEBALLS and SOFT BALLS 
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: ( Wise in the orting goods field, nation- 
ally known for ‘‘kyow how’”’ in the national 
merchandising of sporting goods, they will 
carry the ball for SPORTING GOODS, 
; os INC. — makers of th& famous SPRING- 
manufacturing facili:  FIFTD Line of Baseballs\and Soft Balls. 


. skilled personnel — They're going to mak& SPRINGFIELD 
sought and foyfd . . . but it remained to the byword wherever ba 


secure a wige and experienced and ca- 
played . . . from sand lot to 






















d to be efficiently 


games are 
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bring the SPRINGFIELD Line to merchants And with smart merchants fro 
le Silk ... in tfwn, village and city from coast to coast the slogan today is . 
quality coast. Ahis organization we have found in 
le Silk tionally famous sporting goods sales fi 
... MUNRO SALES, Inc. Play Gall with S; 
N.Y. 


IT 1S THE PERFECT SPHERE BALL THAT COUNTS 


“see ‘3: SPORTING GOODS, INC. 


‘nc-* $8 BIRNIE AVENUE, SPRINGFIELD 7. MASSACHUSETTS 
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the safer 
no-burn heater 
most people 


prefer 


NATIONALLY ADVERTISED IN 


OU'VE never seen a heater like this! Wittie 
Portable Electric Heater provides real STEAM 


heat . . . quickly and economically. Not just “fire- 


onvm[UC OeChCU OlUCO 


place” heat . . . but uniform warmth that’s air-circu- 
lated to every corner of the room. Wittie is safer 
and cleaner, because it has no exposed glowing coils 


to cause fire or burn. In light-weight luggage design 





handsome as a piece of furniture. 


SPECIFICATIONS: 212 x 17 x 73% inches; automatic 
safety shut-off; 2-stage heat regulator ; operates on AC 
current; three attractive colors; in “Fan-Blow” or Con- 
vection models to suit individual needs, 







Established 1932. Wittie's War Role—designing, en- 
gineering, and building ventilating equipment used 
in tanks, planes, and ambulances. 


WITTIE MFG. & SALES CO. = Senera! Ofces and Plant: 1414 S. Wabash Ave., Chicage 5, IH. 


Branch Offices and Representatives in New York, Kansas City, Los Angeles, and Detroit. 
14 ? HARDWARE AGE 








Bic PETE, the new member of Peter Pulverizer’s fam- 
ily, is sure to make a big hit with gardeners! Here’s a 
fully adjustable garden cultivator that’s light and 
sturdy. Light—only 2% lbs.—to help gardeners grow 
more with less effort ... sturdy to give years of 
trouble-free service. All adjustments can be made by 


ADJUSTABLE GARDEN CULTIVATOR 






merely loosening the wing nut, and the clamp block 
holds wings rigid in all positions. Bic Pete retails for 
$1.59 (slightly higher in the far South and West). 
Write today for full details. 


iL All 
Peter Vabperisen Tres, *°i3 OA 















BIG PETE at full width (9%4") for 
preparing fine, deep seed bed; pul- 
verizing soil; cultivating wide rows. 





Adjusted to diagonal sweep for cov- 
ering seeds or hilling plants. Right 
and left hand adjustment. 











AM Middle tooth removed so that small 
plants may be straddled for hilling 


fire- soil around them; also for seed 











Adjusted for cultivating narrow rows 
—minimum width 7". Kills weeds 
and leaves a fine dust mulch. 













rcu- covering. 
afer 
oils 
ign This clamp block holds wings rigid 
in all positions. No tools needed to 
make adjustments! 
4 
le 
age 5, Ili. ADJUSTABLE GARDEN CULTIVATOR 
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MATCHED CHROME 
SOLID BRASS CABINET HARDWARE 








No. 402 
Design Patent No. 128776 





These Solid Brass Pulls are highly 
polished chrome plated, with plastic 
ends and colored lines. Drawer knobs 
are of Die-Cast Metal, polished chrome 
plated, with colored lines. 





No. 404 
Design Patent No. 128777 





No. 403 





Design Patent No. 128777 


These Hollymade designs of un- 
usual beauty are fashioned with 
the finest craftsmanship, yet are 
moderately priced for quick sales 
and turnover. They are available 
in red, black, green, ivory or blue, 
with knobs and hinges in the same 



















These Solid Brass 


pattern to match. Pulls are highly No. 304 
polished chrome 
plated with col- i All it 


ored lines. 

















1 box ( 
, envel: 
| the lo 


PACIFIC PLASTIC & MANUFACTURING CO., INC. *° 


LOS 
MANUFACTURERS OF BUILDERS HARDWARE 


No. 406 


T YOUR SALES with the 











No. 128777 











These steel pulls are 
highly polished chrome 
plated, and of finest work- 
manship. Drawer knobs 
care of Die-Cast Metol, 
No. 304 polished chrome plated. 








No. 309 








All items shown are packed one dozen in a 
| box and are individually wrapped in printed 
} envelopes to protect the finish and to prevent 
5 the loss of screws or small parts. 
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INC 4865 EXPOSITION BOULEVARD 
LOS ANGELES 16, CALIFORNIA 


ACE, COUNTER SALESMAN 


YOU PAY ONLY FOR HARDWARE APPLIED 


























This Counter Salesman will help you to increase your sales 
because it shows your customers the actual operation in 
opening and closing doors. It shows all of the colors in the 
Holly made line, and it sells matched designs by its special 
grouping of catches, pulls, knobs and hinges. ORDER YOURS 
NOW FROM YOUR JOBBER FOR IMMEDIATE DELIVERY. 














to protect the sales of our dealers 
—GEP advertisements like this 

are appearing regularly in leading 
outdoor magazines 


HARDWARE 





 Electri(Colossus 


Giant prospect for everything electrical 


ONSIDER the farmer’s uses for electricity—how far 
they outnumber the city dweller’s. Home lighting, 
a toaster, washing machine, refrigerator, radios—sure, 


all these are at the top of the farmer’s buying list. 


And, in addition, twenty or thirty appliances to make 
his business more efficient, everything from milk coolers 


to poultry brooders, feed grinders to electric fences! 































The wires carrying power to America’s farms provide a 
colossal market for American business. And the present 
is but the beginning! To the two-and-a-half million 
farms now electrified will be added almost six hundred 
thousand more rural customers during the immediate 
post-war period. Rural Electrification will 
not only create new markets, it will broaden 


old ones. 


Any wonder the electrical industry is casting 
appraising eyes on the farmer—on_ the 


farmer’s first magazine, Country Gentleman? 


For Country Gentleman farms are America’s 
first farms .. . first in income, efficiency, con- 
veniences, equipment. Even in 1940, 40.5% of 
C.G. farms were connected to power lines, as 
against a U.S. average of only 30.4%. And C.G, 
farms will be first to get new electric power, 
for 53.1% of them are already within 14 mile 


of power lines. (U. S. average is only 45.6%.) 





Yes, Country Gentleman farms are the farms 
to consider first—for farm sales. And remem- 
ber, you can’t reach these farms with non- 
farm magazines. No non-farm national 
magazine reaches more than 22% of C. G.’s 


nearly 6 million readers. 
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What business can ignore the farmer’s strength? 
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A FULL LINE of Products 
in Harmonizing Colors 





glamorize a home, inside and out. Not just 
one or two, but a complete line of colors in : | 
each product, related in blending tones for 2 | 
every purpose. They’re already in post-war a | I 
production and rapidly reaching Lucas’ ? 
dealers’ shelves in ever-increasing quantities. 


Not just paint, but decorator-chosen colors to } * 


Color Harmony Lines make one more “first” . | 
in Lucas’ long line of pioneering ventures... 
“firsts” that began nearly a century ago with 
America’s original pure linseed-oil ready- 
mixed house paint. Leadership—that’s one 
good reason why Lucas dealers are so often 
community paint headquarters. 





Can YOU get a Lucas Franchise? 


Old customers come first for the moment. That's only ~ 
fair. But increased production should soon make it 
possible to extend this fine opportunity to other 

alert merchants. If you're interested, today isn’t a 

bit too soon to write us. 


JOHN LUCAS & COMPANY, INC. = 
322 Race Street - Philadelphia 5, Pa. 
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her new ELECTRIC REFRIGERATOR 
according to a recent survey made by the 









































ucts ° 
° ° , . ° 
editors of a leading women’s magazine! e 
lors : 
7 
lors to | ° 
Ot just ; 
lors in ° . 
aie foe | WOMEN WANT... : DUAL-TEMP’S GOT ITs woe 
st-war More storage space § A built-in Freezing Locker that stores 80 Ibs. 
Lu cas for frozen foods plus ...nearly 2 bushels... of frozen food. Really 
ntities. a quick-freeze com- quick freezes meats, fruits, vegetables at 5° 
“first” partment. below zero. Makes hundreds of ice cubes. 
ae i 
oO with @eeeeeeeeeoeoeeoeooest eeeeeeeceeoseeeeeeeeeseeeeeeeeeeeees. 
ready- 
’s one 
> often | WOMEN WANT... DUAL-TEMP’S GOT IT!... 
More space for food A spacious food compartment with extra room 
. +. greater ease and for large size objects. More shelf area for 
hise? convenience in han- easier food handling ... and all because the 
it’s only dling food. usual space-stealing coils are gone! 
make it 
o other 
isn’t a e@eeeeeeeeoeoeeeeoeeeeeeeeeees peeeeeeeoeoeoeoeeoeeeeeeeeeeeeeeeee e808 
INC WOMEN WANT... DUAL-TEMP’S GOT IT!... 
“aad Less" waste’’ of food Foods stay moist and fresh in uncovered dishes! 


No moisture-stealing coils! 85% humidity 
maintained throughout food storage com- 
partment. Sterilamp protection, too! 


due to food drying 
out or spoiling 
while stored away. 


DUAL-TEMP’S GOT IT! ... 


No more defrosting! Dual-Temp has no coils 
to defrost...no evaporator tray filled to 
over-flowing! Ends the nuisance of spilled 
water... in the refrigerator or on the floor! 


WOMEN WANT... 


Better methods of 
defrosting . . . less 
fuss and bother with 
water-filled trays. 





RADIOS . . . DUAL-TEMP REFRIGERATORS . . . HOME FREEZERS . . . ELECTRIC RANGES 
Chicago 47, Illinois ONLY ADMIRAL CAN BUILD A DUAL-TEMP! 
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.. INCLUDING 
CUSTOMERS! 


with 
Modell. CHAINS 


for 


Farms, Homes and Industry 


Ea 
4 


re fe 
You know that Hodell customers every- but one objective—to get all types and 
where are repeat-customers. And you sizes of chain to customers as fast as man- 
know why. Staying-power is built into power and material will permit. Mean- 


every link of every Hodell chain. Besides, while, hold everything till your Hodell 


whatever the need, there is always the order is filled. You'll be glad you in- 


right Hodell chain to do the job. sisted on selling dependable chain—be- 


Now with priorities lifted, Hodell has cause that’s what your customers want! 





There are 157 different types of Hodell chains 


. . welded or weldless, with or without attach- 





ments. Write for illustrated literature about 


the particular kinds of chain you plan to sell. 


JACK + SASH + SAFETY - LADDER - PUMP + LIBERTY MACHINE 
PROOF COIL + STEEL LOADING + LIBERTY COIL - PASSING LINE 
BULLDOG - SAMSON + FLAT LINK + REGISTER + DREDGE 





ESTABLISHED 1886 


THE HODELL CHAIN CO. 





CLEVELAND 3, OHIO 
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Horses and mules fur- 
nish the farm power on 











dustry more than two-thirds 

F of the nation’s farms. 
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nd 
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The news gets around about the store 
that can be depended upon to have the 
leading brands of popular items. New 
customers find their way into such stores. 













Be the “Yes” Store in your community—Keep up your 
stock of Ta-pat-co Collar Pads. Your jobber has them. 
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There's no doubt that farmers need new 
fence—lots of it. Many of them will be 
buying over the next few months. When 
they come into your store to inquire about 
fence, greet them with a supply of durable, 
tried-and-proved Bethlehem Fence. 
Bethlehem Fence does a fine job of pro- 
tecting crops and livestock. It’s made of 
well-galvanized wire for resistance to cor- 
rosion ... neat-looking ... rugged... dura- 
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ble—in fact, everything that farm fence 
should be. And its hinge-joint, cut-stay con- 
struction helps make erection easy on roll- 
ing or hilly ground, because the fence ad- 
justs itself to hollows and hills, with little 
need for splicing. 

Bethlehem Fence is made in a design for 
every farm requirement. Order it from your 
jobber. And ask him, too, about the other 
popular Bethlehem products for the farm. 


4 


* BETHLEHEM FENCE - 


FENCE POSTS + BARBED WIRE + GALVANIZED SHEETS FOR ROOFING AND SIDING 
NAILS AND STAPLES + SILVER STAR BALE TIES + PIPE + BOLTS AND NUTS 


Olin Betdobenc Produ for Fon te... 


24 HARDWARE AGE 








EHEN 


EL 





OM bedi Utd IGE aleied aaa 


$ 


WER 


Peete an LOST 


\ND SIDING _ 


AND NUTS 


RE AGE 





SARE i 





, 
3 
we 
: 








WIN CHES TER 


DE MARK 


So important is this ‘“‘weatherproofing”’ feature that 
today, as in World War I, almost all U. S. military 
ammunition has been standardized to a priming mix- 
ture developed by Winchester. 


As soon as military requirements permit, Winchester 
ammunition will flow your way again in full quantities 
to supply consumer demands for the rere, | 
in the boxes bearing the famous Winchester Red 


WINCHESTER REPEATING ARMS CO. 
New Haven, Connecticut 
Division of OLIN INDUSTRIES, INC. 


Worth Waiting For... WINCHESTE 
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ED HIM.. 
— 
b ca? 


The Mallard thrives, despite extremes of 
heat and cold... thanks to the “weather- 
proofing’ Mother Nature gave him. Wary, 
wise, handsome and strong, wild Mallards 
have provided shooting pleasure from time 
immemorial. 


Weatherproofs the Shotshell That Will Bring Him Down 


Ducks and “weather” go together. Which should 
remind you that one of your biggest selling arguments 
for Winchester shotshells—metallics, too,—is that they 
are “‘weatherproofed”’. Their priming mixture retains 
its remarkable stability even under extremes of heat, 
cold or humidity. 





DIVISION OF | 





The Ammunition That’s Weatherproofed 
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Each type comes in real 
attractive counter- 
display package con- base 
taining 12 flashlights “Ev 
Y 
pea 
pric 
mid 
AND PLENTY— 
fe? = —of those famous 
r Dated-for-Freshness Th 
EVEREADY “Eveready” Flashlight 
ee 6 Batteries are available 
EXTRA 
LONG LI F E Us 
BATTERY < 
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EVEREADY 
FLASHLIGHTS 


GLEAMING CHROMIUM 





| ON A BASE OF HEAVY-GAUGE BRASS! 


SMALL INITIAL SHIPMENTS TO DISTRIBUTORS IN MID-DECEMBER 


“EVEREADY” FLASHLIGHTS at Pre-War Prices! And 
we don’t have to tell you—that’s news! No more shoddy 
“ersatz” flashlights; no more substitute cases. Here’s the 
real McCoy! ... rustproof cases of bright chromium on a 
base of heavy-gauge brass and the famous dependable 
“Eveready” switches. 

Yes, the same “Eveready” Flashlights you counted on in 
peacetime . . . to be available once again, at the old pre-war 
prices. Limited shipments to distributors will start about 
mid-December. 


NATIONAL CARBON | 
1); i 
General Offices: New York, N. Y \s 


COMPANY, INC. 
i i Ny 
Division Sales Offices: Atlanta, Chicago, Mi T 5 





Unit of Union Carbide and Carbon Corporation 
lig 
Dallas, Kansas City, New York, 


The word “Eveready” is a registered trade-mark p - 
of National Carbon Company, Inc. oe EN . l ite H T 
Pittsburgh, San Francisco 
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; | AUTOMATIC SPOT UGHT 


RADICALLY DIFFERENT 
SELF- FOCUSING 


“EVEREADY” DISPLAY PACKAGE No. 25 
Contains twelve No. 2251 Two- Cell 
Automatic Spotlights. Seamless brass 
tube... Chromium finish with rolled-on 
black decoration. Retail price—$1.25— 
complete with batteries. 


“EVEREADY” DISPLAY PACKAGE No. 21 

Contains 12 No. 210 Pen-Lights...Seam- 
less brass tube... Chromium finish. Re- 
tail price—70¢—complete with batteries. 





























In 9 out of 10 


American homes 


WOMEN KNOW BETTY CROCKER... 
SHE CAN MAKE SALES FOR YOU 


9 out of 10 American housewives use one or 
more General Mills products . . . buy them 
regularly. Betty Crocker and her Home Service 
Staff do a large part of this selling . . . by 
offering friendly practical help to homemakers, 
The million letters they write to her every 

year reveal the faith women have in her and 

in the products she recommends. 


The millions who listen regularly to Betty 
Crocker’s broadcasts prove the continuing 
loyalty of her following. This loyalty and 
confidence pay off in sales . . . 400,000,000 
packages of General Mills products last year; 

Betty Crocker’s active sponsorship of 
General Mills Home Appliances will put the 
full force of her influence directly into your 
business . . . will uncover new, growing markets 
. . . create ever-richer profit potentials for you. 












COUNT ON GREAT THINGS FROM GENERAL MILLS’ = 


Count on distinguished appliances. .. new in design... 
different in basic operating principles... with 

practical features that mean greater usability “ef f 
and value for homemakers. Count on vigorous ‘Nake. ; 


support for dealers . . . through aggressive 


> 
advertising and alert merchandising and selling OR 


action. Count on profits. 





BETTY CROCKER IS A REGISTERED TRADE MARK OF GENERAL MILLS, INC, 






GENERAL MILLS, INC., HOME APPLIANCE DEPARTMENT @© MINNEAPOLIS 13, MINNESOTA 
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PLANTS IN 25 CITIES... OFFICES EVERY WHERE 


Westinghouse 


FARM BOOK 





n 

Free to You : 
This Book Shows 
the Many Uses of r 
Electricity on the Farm 


NOVEMBER 2 










| > Westinghouse 
ric farm dealer 
‘Is ready to help 


“you get the business 


As farmers turn to electricity to solve man 
power.and production problems, dealers who 
are prepared to supply their equipment and 
appliance needs will tap a vast new profit 
opportunity. 

Your problem of meeting this demand can 
be solved if you take advantage of the full line 
of electric farm equipment and supplies offered 
by the Westinghouse distributor near you . . 
backed by a strong merchandising and pro- 
motion program. 

Westinghouse knows the farm market, and 
farmers know Westinghouse. For many years 
Westinghouse has been cultivating the farm 
market ... working with 4-H Clubs, county 
agricultural agents, extensive advertising in 
farm papers and radio, and is now distributing 
a million books on farm electrification. 

While territories are still open, why not ask 
us to tell you how the Westinghouse Farm 
Dealer Plan will help you make the most of 
this profit-making opportunity? For full in- 
formation write to Westinghpuse Electric Corp., 


P. O. Box 868, Pittsburgh 30, Pennsylvania. 
J-91709 


SEND FOR YOUR COPY TODAY 





Westinghouse Electric Corporation 

P. O. Box 868, Pittsburgh 30, Pa. 

0 Please send me a copy of “Putting Electricity to Work 
on Your Farm”, 

0 I am interested in the profit opportunities your Electric 
Farm Dealer Plan offers. 
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PREPARE FOR THE TREMENDOUS DEMAND FOR 


MASTERS PRODUCTS 
IN THE POST-WAR MARKET! 


Masters products proved themselves in the pre- 
war market. The Masters “Handi-Cart,” suc- 
cessor to the wheelbarrow, in a short time was 
a fast-selling profitable hardware item. In 
the two.years before the war we were never 


able to meet the demand of the hardware 


trade. Masters Perfect Distributor is an out- ' 


standing item. The demand for this product 


alone will give you large volume sales. The 





MASTERS PLANTER COMPANY secession. sonon sone: wen 


HARDWARE AGE 


famous Masters Piant Setter has a sales rec- 
ord of forty years. It is a time and labor saver 
for farmers. Sets up to 15,000 plants daily. 

The Masters line is destined to become a 
leader in the hardware field. With the Masters 
Planter Company's increased facilities of man- 
ufacture and post-war promotional plans, the 


complete Masters line will have unprecedented 


profit possibilities for dealers everywhere. 





+ Ady be 


Rado Rs 











BRS 





N¢ 








THEY KNOW WHAT YOU SAY 
WHEN YOU SAY... 
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A 2, 4-DICHLOR WEED KILLER 
FOR LAWNS 


Packaged to sell at 25c and $1.00. These packages are shipped 
% » to you in a small easy to set-up counter display unit. 


Risse 


Your customers are interested in a Weed Killer for their 
lawns that kills dandelions, poison ivy, poison oak, and many 
other weeds—but will not kill their lawn grass. 


triad 


PR cts 


The 25c Weed Killer package contains enough material when 
dissolved in water to treat 100 square feet of lawn. The $1.00 
seller is enough to treat 600 square feet of lawn. Both are 
applied from a sprinkling can or a sprayer. 


3 


2, 4-Dichlor contained in Dow Weed Killer is the product 
the public has been reading about—and now available to the 
home owner in convenient form. This Weed Killer in its 
display unit will be an on-the-spot-purchase this Spring. 


ST ease 


A selling aid to you! Sales clerks need only look on the back 
panel of each display unit to read in large type the answers 


to the average customer’s questions regarding a weed killer. , 

Two sizes: $1.00 seller or 25c seller. Packed in combinations iH 
as 

of: # 


24 large packages per display unit. 
96 small sellers per display unit. 
Two display units per shipping case. 


ORDER WOW / 
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COMPACT! 
These three dusts are designed to meet all the insect 
problems the home gardener encounters. Your clerks 
do not have to learn about chemistry, bugs or fungus 
to sell this line. 


READY MIXED! 


Compounded ready to use for perfect application, thus 
avoiding problems of mixing for the customer. 


EASY TO USE! 
Use in any standard duster or with the Dow Hand 
Duster soon available! Noticeable results in a garden 
insure repeat sales for you! 


picipe DUST 
An isecTicioe—PUNOICRT | 


SPECIALTY PRODUCTS DIVISION 


4 compact insecticide line 


LIS to Bef / \ 





aa 





COUNTER DISPLAY! 


First real compact counter display for an insecticide 
line. Approved by leading buyers. 


GARDENER’S GUIDE! 


A 16-page booklet attached to each Dust package 
shows in color the results of individual insect damage, 
the insect, and recommends the correct dust to control 
this damage. 


ROSE DUST 


5s ano 
CONTROLS CERTAIN Distt im 
insects ON ROSES an pants 
OTHER ORNAMENTAL 
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Curtiss-Wright blueprints include this well- -equipped galley, which pecuiiee for ‘“‘ Thermos” brand vacuum-insulated 
food containers as well as dispensers of hot and cold liquids. 


“Progressive Planning Calle {or Thermos os 


, j' 
They’re all counting on “Thermos” brand Thermos brand merchandise is returning. In c 
no, ts—airlines, railroads, ships, hotels. Every- addition to the ever-popular vacuum bottles, 
one recognizes the growing usefulness and impor- Thermos is developing many new products, new 
tance of Thermos vacuum ware. uses, improv ed designs. 

Your customers, too, arecounting on “Thermos” , Your own progressive planning should include s 
to supply smart, practical conveniences (like active promotion of Thermos—the outstanding 1 
those shown below) in peacetime. line of vacuum goods. ; 

1 
THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
I 
z « 
“a 
: 1 
4 
TRADE-MARK REG 5. PAT. OFF. 


BRAND VACUUM WARE 


FOR HOME...OFFICE...SCHOOL...-.and FACTORY 
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"She’s a wonderful dinner companion 
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|...hardly eats a thing.” 











Every cloud has a silver lining. It’s always darkest 
just before the dawn. And as Pollyanna said, you 
can always find something about something to be 
glad about. 


You’ve gone through that training period your- 
self—in wartime. If a gimmick was fragile, it was at 
least... beautiful. If a gadget worked loose in use, 
it could, however, be easily cleaned. 


But isn’t it a grand and glorious feeling to get 
back to straight selling. at long last! Washing ma- 
chines should wash clothes. Toasters should make 
better toast. Coffee makers should make good coffee 
—clear coffee—easily and quickly. 


Up here at Silex we’ve always kept our eye on the 
coffee, not just on the container. Maybe that’s the big 


“HARTFORD 2, CONNECTICUT 


rue A ILEX oo. 


TRAOEMARK REGISTERED U.S. PAT. OFF, 











reason we lead the field, are asked for more by name 
than any three glass coffee makers put together. 


Now, praises be, there’ll be more Silex coffee 
makers; we’re surging ahead in production every 
minute. And there’ll be other fine products, too, that 
can proudly bear the Silex name. Deliveries are 
already being made on the perfected Silex Duolectric 
Steam Iron. 


It’s the easy way out, of course, ta feature Silex 
products ...they’ll practically sell themselves. 


But don’t try to buck competition with any buck- 
toothed products. Insist on your share of every 
leading brand. 


Feature the leaders in every line, and you'll always 
lead, yourself! 





ST. JOHNS, P. Q@., CANADA 
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PRESELLING HOUSEWIVES - 


A PROFITABLE IDEA FOR 
WIDE-AWAKE DEALERS / 








f 8,400,000 COPIES | 

OF THIS ADVERTISEMENT 
POPULARIZE VOLLRATH WARE AS © 
THE GIFT SUBLIME — ANYTIME! 
IN 
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With keen sales foresight, the alert 
dealer who has followed Vollrath's advertis- 
ing will now do more than merely stop to 
read this message ... because... 


Here, in face of accumulated orders, 
Vollrath adds a timely selling idea to its 
steady, irresistible appeal of "PRIDE AND 
CHEER" . . . the timely idea that Vollrath ~ 
Ware is the gift sublime, anytime! 


NTs, le ee pe oe 


Here's advertising that talks about 
quality kitchen ware in a woman's language. 
Surely, you foresee its influence—producing 
more sales for you, year affer year. 


We've been 


“in the service” 





as you can see.. 
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J WW Jeu BONDS * SELL BLACKSTONES 


Conversion of Blackstone’s modern, one-a-minute productiou 






line began immediately after “V-J” day. New washers are 






now rolling off the line at a steady pace and volume will be 







further accelerated as the material situation eases. Black- 
stone’s mammoth production facilities are being readied for 
an all-time high! 







These new Blackstones are beauties. Their quality is even 








better than that of comparable prewar models—and Black- 
stone’s quality has been undisputed for three quarters of a 
century! Look for big things from Blackstone. 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


A Division of Jamestown Metal Equipment Co., Inc. 


BLACKSTONE 


PRODUCT 
AMERICAS OLDEST WASHER ‘manusactuaca 
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Kryocide D-50 (ready-mixed) 
1 th. shaker can 
Also in 3 ib. begs 





Kryocide—Natural Greenland Cryolite such as 
government agricultural authorities recommend 
for pest control—has proved its economy, effec- 
tiveness—proved its worth for years with large 
truck growers from coast to coast... proved its 
worth to thousands of victory gardeners. NOW LET 
KRYOCIDE PROVE ITS SALABILITY TO YOU! 


Twice as many large growers used Kryocide in 
“45 as used it in °44. And a brand new market— 
the home gardener—has “discovered” Kryocide. 
Finally Kryocide is backed by hard-hitting, per- 
sistent advertising. Kryocide ads appear regularly 
in farm and garden sections of metropolitan 
newspapers—in state farm papers—in ten lead- 
ing garden magazines reaching nearly 4 million 


readers. 


So stock up with this fast-selling garden insecti- 
cide. Don’t delay...order your supply of 
Kryocide early. Write to Dept. HA. 


PENNSYLVANIA SALT 


ie | 
M AN U/F TURING C PANY BZ 





1000 WIDENER BUILDING, PHILADELPHIA 7, PA. \2/ 


New York « Chicago « St. lLovis ¢ Pittsburgh © Cincinnati « Minneapolis « Wyandotte * Tacoma 
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Frying pans—Two sizes, 7” 
and 10’. Two pouring lips. 
Rounded bottom for easy 
cleaning. Thumb and finger 
grooves for easy handling. 


,..adds two new frying pans 


H':. is a great new utensil 
family styled to se//—newly 
designed by Reynolds to meet the 
requirements women want most in 
cooking utensils. 

1. Made of hard, cold-rolled 
sheet aluminum —selected by 
the same Reynolds metallur- 
gists who created “armor plate” 
for war-planes. 

. Light weight. 

. Even heat distribution. 

. Easy-to-lift handles with thumb 
grooves for sure grip. 

5. Beaded edges smoothed to 
sides so no dirt can cling. 


6. Edges rounded for easy cleaning. 


And back of these striking new 
utensils stand all the facilities of 
Reynolds—the great new source 
of aluminum. Completely quality- 
controlled from the mine to the 
shining rows of new utensils that 
brighten peacetime kitchens. 


Order through your local hard- 
ware jobber or write Reynolds for 
name of nearest supplier. Reynolds 
Metals Co., 2008 South 9th Street, 
Louisville 1, Kentucky. 


You can see these new utensils on ex- 
hibition at the Housewares Show, Palmer 
House, Chicago, Dec. 30th to Jan. 4th. 


Buy more Victory Bonds—and hold them! 


Other Members of this new Utensil Line- 
Three nesting saucepans: Matched design. 
Two pouring lips. Easy-lift handle with 
thumb grooves. 11% qt., 2 qt., 3 qt. Cooky 
Sheet: Open end and side for easy removal 
of cookies. Two handles with thumb grooves 
for sure balance and handling. Bake and 
storage pan: Straight sides, rounded edges, 
two handles for easy carrying. 4 
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The Practical Wall Paint 


FLATLUX 


— IT'S MADE WITH @ 


.. A REAL PROFIT-MAKER 















roa 


Here’s why Flatlux sells fast 


ae 


| -»»why you should have the 
sole right to sell it... 


1. Flatlux is a real paint, not a watercoating— So 
it is made with oil! 


2. It’s a practical paint—it covers wallpaper 
and most all other interior surfaces—in 


‘ 
RTL 0. Ste TR RTA, 


one coat. 





3. Only one Flatlux franchise is allotted in your 
neighborhood. You'll have ample territory 
to make a real profit! 
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4. An invitation. Write BPS today for full 
details regarding exclusive franchise in 
















your community. 
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AT YOUR tuger lyed- 


Wer 1.3500 Brushes 


Sor INDUSTRY 277 FINE ARTS 


This catalogue iiiustrates and describes 
the most complete line of brushes offered 
today. Copies available for Purchasing 
Agents, Executives, Superintendents, etc. 


Write for copy on your company letterhead. 


q#é SOLO- HORTON BRUSH CO.,INC. 


333 WEST 19TH * Dept. A-3 * NEW YORK CuTyY 
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These Diagrams Are “Sales Charts” ! 
They Show Why Victors Repeat! 


No. 1VG Stop Loss 





Study these diagrams. They’re “sales 
charts”! They show you why one sale of 
Victor Traps usually leads to another. 

Long experience has determined the shape and construc- 
tion of every Victor part so that all work together per- 
fectly. Springs are made of steel that must conform to 
Animal Trap Company’s own specific analysis. Fitting 

‘between pan and dog allows very delicate adjustment. 
“Hump” cross prevents freezing in cold weather. 

Notice especially the Victor Stop Loss Guard in the lower 
illustration. This guard greatly increases trap efficiency. 
It is furnished as standard equipment on No. 1VG and 
No. 1JG models. 

It’s these features that make it possible to guarantee 
every Victor Trap. Point them out to your customers... 
and boost your future trap sales. 


ANIMAL TRAP COMPANY OF ancrich WOR. LITITZ, PA. 


NEW CATALOG! The big, new, 48-page Victor 
Catalog is ready. Send for your copy now — it's free. 
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NEW FUN FOR YOUR FAVORITE GAME 


A noted golf authority recently said that today’s low 
scoring as compared with that of fifteen years ago is due 
largely to the introduction of the steel golf shaft. 

It is big news, then, to the golfing world that the original 
maker of the steel shaft, one of America’s foremost golf 
club manufacturers, is again pioneering with new golf club 
advancements designed to help shed more strokes from the 
average player’s game. 

Yes, BRISTOL is again stepping out ahead . . . this time 
with new clubs . . . born of the precision skills acquired in 
war productions . . . that set brand new standards of 
weight-to-balance perfection. 

It won’t be overlong now before you'll be able to get 
these new-day BRISTOL Clubs to replace the outmoded 
woods and irons in your present set. The first time you 


swing them you'll agree that they put a wealth of brand Bristol 


new enjoyment and thrills into your favorite game. BRISTOL, CONNECTICUT 





GOLF CLUBS + FISHING RODS «+ REELS * LINES 


T 0 R " ' h G YO UJ % In leading sporting magazines . . . all through the war . .. BRISTOL has 
sponsored advertisements with timely messages to golfers such as the one 
above. As your customers have read these magazines, they have been con- 
stantly reminded by this advertising of the unmatched quality of BRISTOL 


G00D SALES hy products and that they would again be available after victory. Thus did 


BRISTOL plan ahead to bring you good sales and profits quickly now ir 
these postwar days. 


C0 M I N G D AY S The Horton Manufacturing Company, Bristol, Connecticut 
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KLEINS 


CHOICE OF MEN 
WHO KNOW... 
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@ Here are two sturdy tools— back 

from the war—ready to aid electri- 

cians, linemen, good workers in every 
field with their peacetime job. 





















Some will choose the husky 201, favor- © 

ite of ‘“‘men who know good tools” for gen- | 
erations. Others will prefer the streamlined ~ 
201-NE with the rounded nose that gets into — 
confined spaces and won’t nick wires. i 
¢ 


But whichever Klein they select, they are sure of 
getting the maximum in tool life—tool comfort—tool 
quality. 

Klein Pliers are being made as rapidly as we can produce 
them, but naturally it will take some time before everyone 

can be supplied. Your best customers know that these quality 
pliers are worth waiting for, so keep them on your “want list” 


This book on the care and your jobber will fill your order as soon as he can. 
and safe use of tools 
will be sent on request. 





DISTRIBUTED THROUGH JOBBERS 
Foreign Distributor: 
——~ International Standard Electric Corp., New York 


males CE ING 


N AVENUE ( ICAGO 18 2 tO ee 
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HEAD 
Fine Tropical hard wood, 
steel clad. 
















HANDLE 
Tooth grooved collars 
swaged into bow rod. Han- 
dle can't work loose. 























































BRONZE BUSHING 
Minimizes wear and wob- 
ble of steel quili. End 
thrust smoothly carried 
against 14 ball bearings. 

















NUT AND COTTER PIN 
Locks entire chuck in 
place — no part can be lost 
accidentally. 





































ROD ; 
bee. Extra heavy steel. 
— back , 
electri- 
n every 
, favor- 
i 5 BOX RATCHET 
Dr gen- : Smooth-working—operated “4 
mlined by a sleeve ring. % 
ts into 
: CARPENTERS © ELECTRICIANS © INDUSTRIAL PLANTS @ 
SCHOOL SHOPS © PUBLIC UTILITIES © FARMERS © HOME Shes ers 
sure of Ff OWNERS * HOBBYISTS * HANDY MEN SHORTER CHUCK 
t—t ol — , With heavy duty steel 
- ... that’s just a brief summary of your broad market shell, accurately machined 
a n out — Di urns 
for Stanley Bit Braces — broad, because everybody true—machine cut threads. 
roduce who uses tools finds repeated use for a good bit 
eryone brace. Stanley Bit Braces have earned a leading 
quality place in the world of tools on a basis of quality 
at list” materials, design excellence, top-notch performance 


and long service. Prospects need no urging — once 
you show them the Stanley line! 






UNIVERSAL JAWS 
Forged, coined to size and 
hardened to insure: per- 
fect centering of shank bits 
and drills, strength against 
bending, non-jamming and 
non-slip grip on bit and 
drill shanks. 







STANLEY TOOLS, 


a” 





OR Eee ete ee 
aes a eR AS : 


, THE TOOL BOX OF THE WORLD | 
AGE |] NOVEMBER 22, 1945 “a 









A FRANK STATEMENT 
CONCERNING 
AMERICAN WIRE FABRICS 
INSECT WIRE SCREENING 


Py a 


When the war ended last August we realized that Govern- 
ment requirements would continue to be heavy as long as 
our men were in the Pacific... and, of course, these orders 
must still have preference. We were hopeful that an in- 
creasingly larger volume of Insect Wire Screening would be 
available for civilian use and that our back order situation 
could be improved. 

In spite of the fact that Wickwire Spencer and its sub- 
sidiary, The American Wire Fabrics Corporation, have 


production facilities for manufacturing a tremendous 


= 
G 


volume of Insect Wire Screening, the backlog of require- 
ments, plus current orders, make it utterly impossible to 
meet all demands. 

Nor is our company alone in this situation. The entire 
wire screening industry is faced with the same problem of 
overtaxed production capacity. 

In view of these facts we earnestly request the hardware 
distributors and dealers to bear with us. We will do every- 
thing possible to fill orders as promptly as we can and 
continue our policy of allocating available supplies as 


equitably as we know how. 


OREN - oR eee 


"eet tad 





WICKWIRE SPENCER STEEL COMPANY 


and Subsidiery, AMERICAN WIRE FABRICS CORPORATION 
500 FIFTH AVENUE NEW YORK 18, N. Y. 
Abilene (Tex.) - Beston - Buffalo - Chattanooga - Chicago - Clinton (Mass.) + Detroit + Houston - Los Angeles - Philadelphia - San Francisco - Tulsa + Worcester 
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“Scrap-Trap, she’s a regular customer for Scrap- 





| Tew. AME SELL-ON-SIGHT” 
SCRAP-TRAP! 


With The Once-A-Month, 
Every-Month Repeat Sale 
You've Been Wanting! 


Every dealer dreams of getting hold of an item 
like Scrap-Trap. For every woman can see at 
sight what it is—and knows at sight that it ends 
oue of her messiest, most hated jobs—getting rid 
of garbage. And once a customer has bought a 


Trap Bags. Your first profit is only one of many 
profits off the sale! 


WHAT IT Is! 


Scrap-Trap is a handy frame, into which you 
fasten a waxed Craft bag. Attach it at a conven- 
ient height anywhere in the kitchen and it takes 
all the garbage, bones, peelings, plate scrapings. 
Water-proof and drip-proof. 


HOW IT WORKS! 


Bag attaches to frame and clips in place. Frame opens 
at a touch, and locks open while you deposit gar- 
bage. Release spring and frame snaps shut, odor- 
proof. When bag is full, detach from frame, fold 
top over, and put bag in outside garbage pail. Never 
get hands dirty, greasy, wet from handling sink- 
strainer or inside garbage pail! 


THE “PROFIT-REPEATER’ 


Scrap-Trap bag sales repeat an average of once a 
month. You supply one 30-bag unit in original 
sale; folks buy these units from you thereafter. Fam- 
ilies usually use one bag a day. Only moisture-proof 
Scrap-Trap bags really work with Scrap-Trap—so 
users have to come back to you! 


USE THIS COUPON NOW 


Get started with Scrap-Tfap without another day’s 
delay! Dealers coast to coast are finding it one of 
the hottest sellers they’ve“had~national advertising 


ARBEE PRODUCTS CO., 


GREATER KANSAS CITY KANSAS CITY 17, 
FOOD TERMINAL KANSAS 
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is forcing demand. Send us your inquiry without delay 
so you can cash in! We'll send details of quantities, 
price, generous discounts,’by return mail. Fill out and 
mail coupon before you turn the page. 


HANDY DEMONSTRATOR WITH EACH 4-DOZ. ORDER! 
—DOES SELLING FOR YOU! 


Set it up with mass-display and it tells Scrap-Trap’s story— 
fast. Women get the idea and you do no selling—they buy! 


Use This Coupon Now To Speed Getting Scrap-Trap 


Arbee Products Co., 
Greater Kansas City Food Terminal, 
Kansas City 17, Kansas. 


Gentlemen: I want to handle Scrap-Trap! Send me com- 
| plete details of prices, discounts, and ways you help me sell! 


| Name 
| Address 


| Town 















More Timber Cut with Less Effort 
and Fewer Filings * 


..- that’s why Saw-Users order 
. 





SIMONDS Crescent-).\Ground CROSSCUT SAWS 








are no spots in the plate to cause it to bind. 
All of which means faster cutting with less elbow- 
grease...and longer periods between filings 
.. - because Simonds Crescent-Ground Crosscut 
Saws hold their keen points and stand up longer 
Simonds Crescent- under toughest cutting conditions. That’s why 
Ground Crosscut Saws start with special Simonds so many saw-users order them regularly. 
steel which is hardened and tempered in specially 
designed heat-treating furnaces. Then these saw 


blades are ground ... both sides at once... to * SIMMONDS 


assure a uniform taper all the way from the teeth 


to the back of the saw .. . which means a uniform Special Crosscut Saw Files 


kerf. So the teeth on these saws require less set. RED TANG Crosscut Files have equal width from heel to 
‘ : point, giving added filing surface for longer wear. These 
The kerf is narrow, the saw runs easier, and there files do the job faster and easier .. . and give the saws a 
keener, longer-lasting point. 











BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. Green St., 
Chicago 7, Iil.; 416 W. 8th Street, Los Angeles 14, Calif.; 228 First Ave., 
San Francisco 5, Calif.; 311 S. W. First Ave., Portland 4, Ore.; 31 W. Trent 
Ave., Spokane 8, Wash. 





PRODUCTION 
TOOLS FOR CUTTING 
METAL, WOOD, 
PAPER, PLASTICS 
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This little bolt does a big job in the compressor unit of a famous electric refrigerator. 
nce it was a problem child because it had to be machined individually from bar stock. Now 
Buffalo Bolt engineers have devised a process of shaping it out of drawn wire and threading 
it in a single, fast and economical operation. Another example 
ei = = of the versatility of our modern equipment. 
Pu «6h wk SiS 
1° GSM) 





' 
‘4 


COMPANY 


NORTH TONAWANDA, NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


Each of this battery of Buffalo Bolt roll threaders 
has a capacity of 43,000 bolts per working day. 

















HERE IS A POWER LAWN MOWER as radically different in 
principle as air travel to rail! 

Produced by Roebling, one of the world’s great names in 
industrial engineering, (pioneers in ofher fields too), this 
new power mower does “‘a terrific job!’’ 

No after-trimming, because it cuts right to the edge of 
walls or hedge... saves % of lawn cutting time. Styled by 
Walter Dorwin Teague, famous industrial designer, this 
‘‘wonder machine’”’ looks as modern as tomorrow. 

You’ll have it before the year is up. Better not sign dot- 
ted lines until you’ve heard more of the Roebling power 
mower. Your customers will be glad you waited! 

JOHN A ROEBLING’'S SONS COMPANY 


TRENTON 2, NEW JERSEY 
Branches and Warehouses in Principal Cities 


ING Bac35xMonee 
Wl soon be here! 
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: You Can Have /V Ow 


WALL TYPE FAUCET DOUBLE BOWL CHROME BRASS 
CERAMIC SINK at oo tas 
| STAINLESS STEEL RUBBER BUMPERS —"" AND TAIL PIECE 


BOUND LINOLEUM TOP 
% PLYWOOD etm ads ae ae rer 
COUNTER TOP 


| INSULATED DRAWERS 
j AND DOORS 


' e 
j CHROMED HARDWARE | 


j SELF LOCKING i asad 
DOOR HINGES on own 
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CUTLERY DRAWER 
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BREAD BOARD > = 1 — 
WITH SALAD FACING | i". ' f 
2 OIRO t 
SERVICE DRAWERS cuit |, } 
oft oe | | CAKE DRAWER WITH 
a” a ’ “> : VENTILATING COVER 
BULLET DOOR CATCHES a: : i 
aaa} ; - TOWEL BAR 
BEVELLED GRILLE | deed | ‘ 
- ow. LL i 
REENFORCED GIRDER ee , A agli 
ON WALL PANELS q _— iy ; ‘ VEGETABLE BIN WITH 
; Tt "| PERFORATED SIDES 
: | 
er ‘ alas Seana” 
* %, : 
Sone 2° : = RECESSED TOE BASE 


POWDER BASKET 





REGAL 6665 — 66 x 25 











ORDERS BEING FILLED DAILY 


The added advantage Regal 6665 has over its predecessors is the 32” x 18” 

double-bowl ceramic sink, an innovation made possible by the sudden release 

of long desired materials. 

Quick to spot a good thing, the housewife will prefer a Regal for its two-sink 

value in preparing food. 

Available in Red or Black marble linoleum top, this super-self-seller is further 
enhanced with: Sliding 
Drainboard, one large and 


TTT eee 


chrome faucet. And for your 
Paragon Utilities Corp. 50 VAN DAM ST. BROOKLYN 22, N. Y. 





convenience CRATED DE- 
LIVERIES. Be the first to 
display this really Regal unit 




















[1 RUSH PRICE LIST AND CATALOGUE OF COMPLETE LINE [i in’ Sour‘ locality 
C] SHIP- VIA . er 1 Place your order today! 
OF THE ABOVE MODEL F.O.B. YOUR 
(QUANTITY) WAREHOUSE BROOKLYN, N. Y. & —_—— 
NAME a PERMANENT DISPLAYS 
@q NEW YORK FURNITURE EXCHANGE 


ADDRESS. , seve ves * CHICAGO FURNITURE MART 


SAN FRANCISCO WESTERN FURN. EXCH. 


NOV] 
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a this leader for faster profits. Queen 


tank heaters are at peak demand now. Only 


down draft heater on the market. Eco- QUEEN FARM SERVICE LINE 


is the distributors’ —dealers’—jobbers’ dish. You 
nomical—efficient—all weather—won’t blow owe it to yourself to find out how Queen will 
give your profits a snappy boost. Write today 


° ° ° for prices, attractive discounts, literature. 
out in strongest gale! Enthusiastic owners 


sell their neighbors. Liberal discounts, ALBERT LEA FOUNDRY CO. 


Division of Queen Stove Works, Inc. 


ALBERT LEA, MINNESOTA 


OIL BURNING 
TANK HEATERS 


steady sales, assure quick,substantial profits. 
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Ready Soon - this new 
Sherman 


catalog of 


Brass Lawn 
Hose Goods 


Here are your Brass Lawn Hose Goods — a full line of them — 
Hose Nozzles, Hose Couplings, Revolving Sprinklers, Stationary 
Sprinklers, Garden Sprays, Brass Clamps, and many other items 
of genuine, high quality brass. 

This new Sherman line is surprisingly complete, including most of 
the popular Sherman pre-war fittings, and a number of improved, 
good locking new items. 

You'll want this catalog showing the Sherman goods that will be 
available for 1946. You'll want to see what Sherman has, before 
you make any new merchandising plans. 

The best way to get your copy quick is to put in your request now. 
Write us immediately and get your name on our catalog list. This 
will assure your receiving one of the first catalogs off the press. 


H. B. Sherman Mfg. Co., Battie Creek, Mich. 


Sherman 


Brass Lawn Hose Goods 
HARDWARE AGE 














60° Better 


All of the advanced knowledge 










gained during the war will be 
incorporated in Stewart-Warner radio 
receivers at the start of civilian 


production. The result will be top 






performance 


estimated at 60% 






better than in 






prewar sets. 
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—here’s the answer 







































Look what happens 








The Tremco Manufacturing Co., Cleveland, 0. 


to clogged 
fuel systems 

















Single Package . . $ .29 Sold Thru 
| eee 1.25 HARDWARE 

C (Retail list price) JOBBERS 
Higher in west and deep south 





in tank and fuel systems, removes polymerized gums and 
acts as an inhibitor against electrolysis. It is non-explosive, 
non-corrosive, non-inflammable and non-toxic. SILOO Fuel 
Oil Tank Solvent is ideal for space heaters, oil burners, oil 
stoves and kerosene lamps. 


Display and sell SILOO. It will repay you with profitable 
sales and satisfied customers. Write today. 





PETROLEUM SOLVENTS CORPORATION 


TANK SOLVENTS DIVISION 
331 Madison Avenue, New York 17, N. Y. 


¢ 
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j 
| WHEN YOU ADVERTISE We sh 
| Sales F 
REmco 
STRIP SEFC ov 
‘ erenere © + Ferm ovens 
ply inf 
Sure... sure... the cartoon is an exaggeration Glasb 
. . . but it’s NO exaggeration to say that just a nes 
small 1-inch or 2-inch ad in your local newspaper 
starts folks buying STRIP-SEAL! Send for FREE utenall 
mats and electros NOW! These smail ads tell 
your customers to “SEAL OUT COLD! Save 
Fuel with Tremco STRIP-SEAL!” you cl 
Attractively packaged in cellophane, STRIP- Every maintenance man knows that clogged pipe lines, 
SEAL, in its bright, cheery box, makes the ideal strainers, filters and burners are major causes of boiler, repres¢ 
merchandising display. Up on the counter, IT engine and turbine troubles. They know too that these 
SELLS ITSELF! petroleum residues are responsible for most of their free 
; ; 4 , service calls. That’s why dealers and users everywhere are with | 
Back it up with those small 1-inch or 2-inch ads turning to SILOO Fuel Oil Tank Solvent as the safe, sure, 
in your local newspaper, DISPLAY it on your simple and economical answer. 
. ’ ‘}. 
counter, and gather in the profits! SiLOO Fuel Oil Tank Solvent is a product of Petroleum on Gl: 
Send NOW for FREE MATS AND ELECTROS Solvents Corporation and is nationally advertised in 
twenty-five magazines. It dissolves sludge accumulation Comp: 
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Frank C. Branum Nathan Lando 


252 Wilcox Bldg. 112 Prospect Ave. 
Los Angeles (12), Calif. Room 225 

Jer Y CSC} Q Wes Continental Sales Co. Cleveland (14), Ohio 
Market Street at 10th Morris and Sam Lando 





San Francisco (3) Calif. 521 Weightman Bldg. 
1524 Chestnut Street 















































WORTH REMEMBERING Kelly and Reasner Philadelphia (2), Pa. 
1568 Merchandise Mart J 
liu Chicago (54), Ill. rae — 
x 481 
| | | UT W. E. Rothlis East Liberty Station 
Mn, 330 W. Jackson Street 416 Jonathan Court 
| Muncie, Ind. Pittsburgh, Penna. 
C. W. Naland Gilbert J. Lehman 
eee ne 304 N. Cedar Street c/o Irvington Hotel 
Abilene, Kansas Dallas (1), Texas 
Gulf States Sales Agency Rideout Sales Agency 
; Alex J. Dreyfus 268 S. State Street 
1002 Carondelet Bidg. Salt Lake City (1), Utah 
New Orleans (12), La. 
F. C. Wolf and Son 
P. D. Messenger 1920 Pacific Avenue 
ru \ 99 Bedford St., Tacoma (1), Washington 
Room No. 312 
We show herewith a list of our Boston (11), Mass. A. L. Johnson 
\ 310 Hines Bldg. 
| J. E. McCluney 916 Fifth Avenue 
es Sales Representatives who are ill! 836-640 Michigan Bldg. —_ Huntington, West Va: 
all? Detroit (26), Mich. 


" ins tia ieinis W. S. Dunlap 
_ uy U. Vavis 712 E. Knapp Street 
always most willing to sup- { Box 1064 Milwaukee (2) Wis. 
HI Minneapolis, Minn. : 
Export Representatives 
Colosso, Ltd. 
595 Broad Ave. 
Ridgefield, New Jersey 


C. L. Nippert 

1645 Hennepin Ave. 
il \ Rooms 322-23 

Glasbake and Range-tec cooking IT Minneapolis (3), Minn. 


ply information about McKee 







































My H. W. Becker Canadian Representatives 
» utensils and our other products. We suggest pots pete ae bars Sn aa 
| I St. Louis, Mo. Hamilton Streets 
you clip this page or make a note of the | ihatiais eit Vancouver, B.C. 
li 3325 North 42nd Street Cassidy’s, Ltd. 
= ‘ ‘ ‘ Omaha (3), Nebraska 20-22 Front Street W. 
oiler, representative nearest you and get in touch ° ‘Senate, Catueie 
these | Thomas G. Jones ‘ 
hones 7 a 1107 Broadway, Cassidy’s, Ltd. 
re are with him whenever you wish information | Room 909 P.O. Box 470, 
sure, : New York (10), N.Y. Place D’'Armes 
Montreal, Quebec 
a on Glass Cooking Utensils. McKee Glass pag ya on Cassidy's, Ltd 
P urnern 10 7 ° 
Ben | Bank Bldg. 168-170 Market St. E. 
apueen Company, Jeannette, Pa. Established 1853. Cincinnati (2), Ohio Winnipeg, Carada 
sive, , i! 
Fuel | | wit! 
ss i" 
table 
McKEE McKEE 
ag LASBAKE RANGE-TEL , 
OVEN WARE tug 1. TOP-OF-STOVE WARE toy 1. 
| 
(E AGE NOVEMBER 22, 1945 





HEY 


PATENTED DOWN-DRAFT FLUES =, 
























& ... feed fresh air over the fire, producing 2 IEGER 
ustomer 


improved combustion which converts  §) [actly : 
escaping gases into EXTRA heat. RESULT: ¥ oS 


urse. RI 


More heat from less fuel, plus a cleaner fire. | pore prc 


is Rotar 
he RIEG 
d engine 
evoted to 
orch furn 
» to 2500 
eel, bake 
ear; arm: 
only $3. 


pvers an 
Ihe RIEG 
hy pressu 
ter fror 
ear. The 
ith non-b 
amel, T 
There is nothing ‘theoretical’ about this a 
new Monarch down-draft feature. It 
really WORKS. It definitely gets more 
heat out of every shovel of coal... .. 
holds room temperatures at a more com- 


fortable level ..... and (thanks to the 





atures ° 
arantee 










front feed) keeps walls and curtains: ressures, 
_ clean. Production is still behind demand, ow a 
but it will pay you, nevertheless, tol. aked ena: 


write for exclusive franchise details. 








oe 
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: re ve all ’s a Noz 
a osts littl 
ust-proof 


turating 
RANGES AND HEATERS nce or a 


verts dri 








MALLEABLE IRON RANGE CO. 
2415 Lake Street Beaver Dam, Wis. [H . 
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HEY’VE GOT WHAT IT TAKES 


LES POWER FOR 1946 


' 


RIEGER SPRINKLERS are designed to make sales easy. 
ustomers choose them for their capacity to do an exact job 


xactly right! RIEGER SPRINKLERS are truly revolution- 


y in design and performance—priced to appeal to every S S 
urse. RIEGER SPRINKLERS mean more business ... mean p R I N K 4 F R P 


ore profit! : 
\" 
\ 
\ 


“~ 
is Rotary Sprinkler Sprays a Square Pattern! tenement | 


he RIEGER “ROTO-MASTER” square sprinkler was developed (* P) 





d engineered to assure entire energies of sprinkler and water being 
evoted to the lawn—and not to the side of the house, windows, 
prch furniture, side walks, etc. Distributes a square pattern of water 
p to 2500 square feet. Solid brass assembly— base of heavy gauge ¥ ep 
eel, baked enamel finish, Extra large, trouble-free spindle minimizes y 
ear; arms, screwed in and locked in the rotor hub. Priced to retail : 


B only $3.49. 
ROTOMASTER 


overs an Area of 2800 Square Feet! 4 
ihe RIEGER “ROTO-MASTER” Round sprinkler operates under LG 

hy pressure, its rotary distributing head with two arms, radiating ~) 
ater from 52 to 60 feet in diameter. Oversize spindle reduces WA 
ear. The ROTO-MASTER Square, the assembly is of solid brass, 

ith non-breakable, wrought heavy gauge steel base, finished in baked A 
amel, The ROTO-MASTER Round—sells at only $3.19 retail. * / 








Ps EGEF 4 


SPIN-MASTER 


atures The Spinning Turbine Principle! A ee ‘ 
aranteed RIEGER “SPIN-MASTER” sprinkler operates at all . L3 ¢ ; 7 
ressures, spreading water over a pattern 32 feet in diameter at 35 3 
ounds pressure. Fine misty spray. The body and spinner are of rust- 
roof aluminum, stud of brass—the base is heavy, unbreakable steel, 
aked enamel finish. Retail price—$1.89. 


MB OO ae 





i — a" ~ 


RIEGER 


ALSUSTO-SPRAY 


ls a Nozzle—it's a Lawn Sprinkler! . 
osts little more than a hose nozzle and less than a sprinkler! 
ust-proof metal with a brass spray adjustor. Produces a fine, 
turating mist or a steady stream at long range. Can be hung on a . 
nce or a clothes line for fixed target spray to gardens, The grip 
verts dripping water from hand, Retail price—$1.39. 


Som THE RIEGER MANUFACTURING CO. 


dis MIAMISBURG, OHIO 














MERRY CHRISTMAS 
fo you from PYREX WARE! 


OUR best present would be an 





easy way to make more money. 
And that’s what your Pyrex ware 
Xmas Display Kit will do if you use 
it to tie-in with our big Xmas ad 
campaign in 18 magazines and 110 
Sunday newspapers—-more than 2 
messages for every U. S. family! 


Pry 


ANA 
CONSUMER PRODUCTS DIVISION 
Corning Glass Works, Corning, N.Y. 











Ask your distributor for details on Pyrex ware’s Christmas Campaign. 
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World’s Rinest Dustmop 


SS 


\_> PRESS THE BUTTON 
>. and off comes the cotton 
swab. 


MORE and BETTER FEATURES THAN 
ANY OTHER DUSTMOP 


1 Swab slips on over a flexible steel coil spring 
that fits into the tubular, steel head, which 
locks automatically. PRESSING THE BUT- 
TON releases one end of the spring and 
the swab slips off for cleaning. 


2 Fluffy swab made of finest grade 
of mop cotton—holds more dust. 








3 Handles beautifully lacquered 
in assorted, attractive colors, 
with swab colored to match. 


4 Built for a lifetime of 
satisfactory service. 








AUTOMATICALLY 
RELEASED FROM STEEL 
SOCKET 








Chemically treated—Reversi- 
ble—May be oiled if desired. 


ALL PRICES FAIR TRADED 


Ask your jobber for particu- 
lars, or write us for literature. 

















4q 


| DUSTMASTER CORPORATION 


600-608 First Ave., North Minneapolis, Minnesota 
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COLD CHISELS 


ROUND NOSE CAPE CHISELS 


DIAMOND POINT CHISELS 
ALL STEEL WOOD CHISELS 





CONCRETE CHISELS (Bull Points) 


CAPE CHISELS 


al > 
Salil =a 
F sss i ity rn 


RIVET BUSTERS 


SPECIAL NAIL SETS 






MACHINE PUNCHES 


PIN PUNCHES 


PRICK PUNCHES 


CENTER PUNCHES 


BRICKLAYERS' SETS OR BOLSTERS 

















CUTTING NIPPERS 
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FORGED HAND TOOLS 


DASCO Tools are made of the finest 
steel obtainable. Electrically tempered 
—and Diamond Point Tested for hard- 
ness. DASCO Tools are beautifully fin- 
ished and numbered separately for easy 
reference in re-ordering. DASCO sup- 
plies a complete line in a wide variety 
of dealer displays — these sales making 
displays are furnished without charge. 
DASCO Tools are sold only through 
recognized wholesale-dealer distribution 
channels at fair prices and a profitable 
mark-up. Send for Literature. 


DAMASCUS STEEL PRODUCTS CORP. 


ROCKFORD, ILLINOIS 














PLUMBERS* CHISEL 


PLUGGING CHISELS 
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MOWER SECTION PUNCHES 





—— EEE 


DRIFT PUNCHES 
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STAR DRILLS 


er 


SCREW DRIVER BITS 


OFFSET SCREW DRIVERS 





SCREW DRIVERS 
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SCIMITER STEAK KNIVES 











BUTCHER STEELS 
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ALL PURPOSE CLEAVERS 
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Cap stud with its shiny /and between 


threads—shiny, bright mirror-finish. 


ey 


Shinylands of the usual Ferry Cap high 
quality are furnished to regular milled stud 


standards with this additional feature— 


“3 
aa 
ad 


the land between threads a shiny, bright 


mirror-finish. 





Shinylands are carried in stock in standard 
catalog sizes in bulk and in attractively 


labeled packages. Sizes, 4” dia. and under. 


Send at once for samples—see this new 


achievement in Ferry Cap stud production. 


@ This is the new name for the new Ferry 



















Simply Specify 


SHINYLANDS 


for studs with land between threads shiny, bright mirror- 
finish. 


SHINYTHREADS 


for studs with aircraft quality, bright, shiny threads. 


SHINYHEADS 


for hexagon head cap screws of high carbon C-1038 
steel, full finished, bright, shiny hea 


| The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD 








CLEVELAND 13, OHIO 


CAP AND SET SCREWS © CONNECTING ROD BOLTS © MAIN BEARING BOLTS ¢ SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS © AIRCRAFT ENGINE STUDS © ALLOY STEEL AND COMMERCIAL STUDS © FERRY PATENTED ACORN NUTS 
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FOR GEARS and WHEELS 


Of the hundreds of tools in 
the full Plomb Line, the Puller 
group alone is a complete line 
in itself. Including 22 basic 
types, it is the most versatile 
Puller assortment on the mar- 
ket. Here are a few represent- 
ative examples—and Plomb’'s 
standard interchangeable 
parts make possible many 

more variations. 
Write today for catalog. .. . 
Plomb Tool Company, Dept. B 
2225 Santa Fe Avenue, 
Los Angeles 54, California. 
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A Delco Water System sign on your store window will identify 
you as a successful, progressive dealer. Coupled with your own 
good name, the General Motors name will increase your prestige 
locally and help you establish a firm foundation on which to 
build a profitable business for years to come. 
Capitalize on the demand for Deleo Water Systems in that 
great multiple market not serviced by public water mains- 
(1) farms (2) suburban homes (3) rural, businesses. A franchise 
for your territory may still be available. Write! DeLco APPLIANCE 
Division, General Motors Corporation, Rochester 1, N.Y. : 
~ 





DELCO Shallow Well 
Water System, Model AAT42 
(illustrated) I am interested in’your plan for dealers. 
Other models for deep and 
shallow well service. 
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Our Factories are Humming 


Your share of the finest LUX Clocks ever All LUX Clocks are being distributed 
made will soon be on its way. They are under an equitable and fair allotment 
handsome, streamlined clocks incorpo- plan. Shipments to all customers within 
rating all our priceless war-gained expe- any given territory are being made si- 
rience. They are clocks of precision-ac- 
curacy ... clocks that will assure you a 
complete profit line... clocks you will be 
proud to display and recommend. io Buy More Victory Bonds! 


multaneously. 


LUX CLOCK MFG. CO., Inc.. WATERBURY, CONN. 


Sales Division » DE LUXE CLOCK & MFG. CO., Inc. 





-_. a Se, 


New York—1107 BROADWAY « San Francisco—833 MARKET ST. 





" NOV: 
HARDWARE AGE © 


. : 
OUR be _ 0% sth 
150th Anniversary - o * 





p storY OF 

WATERPROOF - HEAVY DUTY - NO SPECIAL UPKEEP 
skID-PROOF - QUIETS TRAFFIC « HUGS ANY FLOOR 
EXTRA RESILIENT © NO CEMENTING NECESSARY 
Low COST - LONG LIFE « PRESERVES FLOORS 


S. PAT. OFF 


THE 10-SECON 








YORK - SHREVEPORT, 


East Walpole, Mass. 





FACT 
ORY MANAGEMENT & MAINTENANCE 


ADVERTISEME 
ISEM NT INSTITUTIONS - MILL & FACTORY - HOTEL 
: MONTHLY 


IS CURR my. +=SCHOOL EX 
Y era & SCHOOL EQUIPMENT 
N HOSPITAL - PURCHASING assy 


APPEARING | 
) IN 
aes a & BUILDING MANAGEMENT 
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“Tinspect the POINTS... 

to make sure they are straight and 

that thread extends all the way, “inspect the HEADS... 

resulting in a sharp point.” to make sure that slots are perfectly 
centered, and of correct width and 


depth.” 



















“I inspect the THREADS... ag 
to make sure they are sharp, not 
too deep, and not too shallow.”’ 


Above inspection poe is based on wood screws. All 
other American Screw Company Products receive the 
same careful inspection. 


















Actually, American’s inspection screwsis Weighed against a counted 
system begins with checking raw _ gross... so that you are sure to get 
material before it goes to the ma- at least 144 perfect screws in every 
chines. Next, allscrews are process- box bearing the American Label. 
inspected during each manufac- That's why more and more screw- 
turing operation. Then comes the buyers are marking their orders: 
final inspection described above. ‘AMERICAN BRAND... do not 


































And lastly each newly-filled box of substitute.’ It will pay you, too. O - 
AMERICAN SCREW COMPANY 
CHICAGO Il: 589 E. Mlinois Street DETROIT 2: 502 Stephenson yore 

ve re he phor b 
“yevand here’s why you i get higihin wthete 

CUSTOMER-ACCEPTANCE for fm 
" AMERICAN’S Partitioned Package ; a? 
for STOVE BOLTS : =. 

Dealers like this novel package because names 

fb. customers like it. And customers touch 
*. .. because nuts don’t have to be turned : inte 

ee op ae. beagle ign tao 

FP ROR, SRN CRORE PONE METAL : vz nous. - nee pawn carn Mas 
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@ The matchless strength so obvious in the appear- 

ance and “‘feel’’ of a Master padlock is only part of 

the story. Husky levers, precision-built brass cylinders, phos- 

Phor bronze springs, “taper round’’ nickel silver pin tumblers and a 

ts whole series of built-in, Master-perfected security devices are still 
) other reasons why lock experts 
Point to Master padlocks as the 
world’s strongest. @ Keep in 
touch with your jobber for more 


Master padlocks. EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee. Wis.e Worlds Leading Padlock Manufacturers 
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As America begins to build on the 


biggest scale in history, the demand 


for heavy hand tools will be greater 
than ever. Take advantage of this 
market by displaying mattocks, mauls, 
sledges, bars, and picks along with 


your other tools. 


Hand forged Warren-teed tools 
help build customer good will. Make 
a note to check with your jobker sales- 


man on Warren Heavy Hand Tools. 


ene 








Top—Oregon Oval Eye 
Woodchoppers’ Maul, 
No. 112. 

Center—Nevada( Long) 
Pattern Striking Ham- 
mer, No. 75. 


Bottom—Square Head 
Wedge, No. 120. 








HARDWARE AGE 











PENNSYLVANIA 


World's Largest WMauupactarer 
OK “Teuntd Balls 
PENNSYLVANIA RUBBER CO. PENN-CRAFT PARK. JEANNETTE, PA 


Jriginator of the famous Silent Vacuum Cup Tire 


NOVEMBER 








oes not have to point to the future promising a 
Can”’ to come after the war. 

Your 
order 


Can is, and has always been, the highest quality 9°". 


orrugated Can it is possible to produce. thous 
| still § 


years of proved performance in Can production _ 
de the name WITT a symbol of outstanding su- § *.... 
y...truly assuring for your customers tomorrow's § P°" 


. today! 








= WITT cans are hot-dipped gal- 
| vanized—a hand process that 
4 the Can the thickest possi- 
"ble coating of rust-preventing 
ezine. This method, plus finer ma- 
is and workmanship, pro- 

§ the life of WITT Cans as 

wh as five times over that of 

galvanized cans. 


frugations are deep, well 
junded, and closely pitched— 
‘the super-strong rolling type 
> that assures freedom from cracks i 
6t weak spots. aes 





feavy, one-piece steel bands, at , 
and bottom of Can, provide ._¢ 
wing-like action — absorbing 
jocks and holding body of Can , 
and rigid. 





- * # 
, 
Soh > Ril eet oN 














de made in one piece, fit well, 
‘interchangeable and retain 
sir shape. 


ee mentee A cla nly Nii wii 


THE WITT CORNICE COMPANY | | 
CINCINNATI 14, OHIO : 
ORIGINATORS OF THE CORRUGATED CAN 
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The Post-war HUDSON “ADMIRAL” Duster 


nising a with New “’Sell-on-Sight” Features 


Your distributor is ready — right now—to take and ship your 
orders for the post-war Hudson ADMIRAL Duster. With a 





: quality basic design so sound that the Armed Forces used hundreds of 
thousands all over the world — with many new features and 
still further refinements—the ADMIRAL is the perfect 

duction duster for DDT and other powder insecticides and fun- 

R gicides. And because it’s packed with features your 
ling su- customers want, you'll move the ADMIRAL in 

.orrow’s profitable volume. Decide right now to have a 


stock on your counter. 
Grower, Every 


H. D. HUDSON MANUFACTURING CO. 
k and Poultry 


; r, Every 
589 East Illinois Street, Chicago 11, III, dener, 


Gar 
Every ry Livestoc 

















ARE AGE 


Branches in Principal Cities 
ees 
> 


ORDER Ges 
From Your >, 


Jobber 77 4 
V/A 


Hudson is mak- 
ing deliveries to 
a ee 


Features 
that make your 
customers want 
the ‘Admiral’: 


@ Easy Stroke — Smooth, effort- 
less action. 


@ Perfect Control — Puts dust 


where you want it. 


dM @ No Waste of Dust — Less dust 
4 does a better job. 


@ Long Reach—Keeps dust away 
from you. 


@ Directional Nozzle—Dusts up, 
down, sidewise. 


Better Homes and Gardens 
Farm Journal 
Pathfinder 


Hoard's Dairyman 
Electricity on the Farm 
New England Homestead 
American Agriculturist 
Pennsylvania Farmer 
Southern Agriculturist 
Progressive Farmer 


Timed to reach prospects in your 
community just when they are 
“duster conscious,” Hudson ad- 
vertising will pre-sell the Hudson 
ADMIRAL. Tie in with this sales- 
building powerhouse of advertis- 
ing—be ready with a stock of 
ADMIRALS to meet the demand. 


<Bupson 
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Farmer, Eve 
Raiser, Ever 


Country Gentleman 
Capper’s Farmer 
Sunset 

Prairie Farmer 
Wisconsin Agriculturist 
Wallaces’ Farmer 

The Farmer 

Nebraska Farmer 
Farmer-Stockman 
Western Farm Life 





Tested and Proved 
SPRAYERS AND DUSTERS 
HAY TOOLS AND BARN EQUIPMENT 
LIVESTOCK EQUIPMENT 
FARM VENTILATION EQUIPMENT 
POULTRY EQUIPMENT 


*Ceccceeececccsccese cess 
CO'YRIGHT 1945. H. D, HUDSON MFG. co. & 


TESTED AND PROVED SPRAYERS AN 
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American Home 
Holland's 
Flower Grower 


Idaho Farmer 
Washington Farmer 
Oregon Farmer 
California Cultivator 
American Poultry Journal 
Poultry Tribune 
American Fruit Grower 














YOUR PAINTS AND VARNISHES, without 
doubt, belong to a “royal” line . . . but 
is this also true of the bolts and nuts you 
carry? RB&W EMPIRE is a name that 
stands for the highest quality in fasteners 
which, through their consistently superior 
performance, help to bring satisfied cus- 
tomers back into your warehouse. 





WITH CLOSED EYES, a Milwaukee distributor 
took from his stock the RB&W bolt and 
nut reproduced here. Open your eyes to its 
clean-cut head, its accurate, well-finished 
barrel, its perfect threads. ..and remember 
that any other RB&W bolt and nut of 
the same type, found in any distributor's 
stock, is of similar high quality. 





MANY HUNDREDS OF THOUSANDS of dollars 
have been spent by RB&W during the 
past 100 years, in the research and devel- 
opment work that enables distributors to 
offer their customers such unusual fastener 
values. Take advantage of all that RB&W 
offers, including RB&W’s advertising 
campaign which is designed to enhance 
the value of your RB&W distributorship. 
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RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Sas 


Factories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill. 


Sales Offices at " Philadelphia, Detroit, Cis, Sie. Los yee Portland, Seattle. 
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“TM ALL SET 


for the greatest paint sales in history“’ 


BECAUSE... 


I’M LINED UP with a paint manufacturer 
who is first with the latest advances in Paint 
Science ...who is delivering new paint colors 
to me RIGHT NOW... who will supply the 
very finest paints available for the tremen- 
dous market just ahead! 


pAINtT 


18 
2 mr STORE gravice CENTER! 


1 CAN DEPEND on MY 
5 PRODUCT'S QUALITY! 


3 I HAVE EXCLUSIVE STYLE 
GUIDE AND COLOR SERVICE! 


I pe FIRST Iy my 
PPLigp: 
LIER’s CONSIDERATIoy, 


RER IS ALREADY 


U 
MANUFACT UCTS! 











by 
* 
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me | AM THE 
MY [\ SHERWIN-WILLIAMS DEALER 


whoo aww Dealers desiring to become Sherwin-Williams full-line dealers when raw materials are 
tE AGE available should write NOW to the Sherwin-Williams Company, 
Dealer Sales Department, Cleveland 1, Ohio 











SEE PICTURE 





FOR PROOF 





Yea, Man! We’re busy as beavers making 
the finest line of locos, cars, and accessories 
you have ever seen! 


You never saw such activity! Busy! — say, 
its like the war days all over again! 

Things are hopping! Everywhere you go 
you hear people say — “It’s full speed ahead 
at LIONEL!” 

New cars! New locos! New Transformers, 
tracks, switches and signals are popping off 
the assembly lines into waiting shipping 
boxes! (And we mean “popping!”’) 


Of course we won’t have enough to supply 
the demand! That's sure! But we’re doing a 
super-colossal job as you will soon see! 

And we're getting ready for 1946 with 
many sensational surprises — undreamed of 
realism in Lionel Trains! The Boys and Dads 
of your town will wear a path to your door. 

Start getting ready to promote LIONEL in 
a big way! 


THE LIONEL CORPORATION 


15 EAST 26TH STREET . 


NEW YORK 10, NEW YORK 


LIONEL 


¥ 


HEM-LAB 


Chemistry Sets 
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HIS is what we’re telling your customers in our 

national advertising. What can we tell you? Just 
this: We are now back in production of all the most 
popular items in the pre-war Taylor line. We'll an- 
nounce full details in this magazine just as soon as we 
can assure you of definite delivery dates. Along with 
this we also hope to announce an expanded advertising 
program that will tell more of your customers than ever 
before that “Taylor Instruments mean Accuracy First.” 
Taylor Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 
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ACCURACY FIRST 


IN HOME AND INDUSTRY 
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IT’S PRACTICAL... 


For the first time . . . a CORBIN UNIT LOCK for 
homes . .. a lock as smart as it's sound .. . offer- 
ing STRENGTH, STYLE and amazing EASE OF 
INSTALLATION! 

Streamlined version of the famous Unit Lock 
pioneered by Corbin in 1899 that is installed 
in hundreds of important office and public 
buildings, the new residence lock offers all the 








advantages of its commercial counterpart. 

Because the lock is a complete unit assem- 
bled at the factory and only two saw-cuts in- 
stead of drilling or mortising are required, 
installation is simple and fast. 

The CORBIN UNIT LOCK for residences offers 
new, big opportunities for profit . . . to retailers, 
jobbers. builders and contractors. 


@ Easy closing due to pivoted 
) latch 


(swinging; 
@ For 1%” thick doors 
@ Eye-appealing 2” knob 
@ Solid frame cast in one piece 
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LOWELL 


SAFET.Y..STEES 
A 


THE 
SAFE AND SURE 
REVERSIBLE RATCHET 
THAT WILL SAVE 
TIME 


AND 
MONEY 


Handles 


12 inches 
to 
5 Feet 
Long 


handle 
for a 
broken 
one 
returned 


LOWELL WRENCH CO. 


WORCESTER, MASS. 
SEND FOR CATALOG K 








Shelton 
Planes 


NON-BREAKABLE # 18 
STEEL-BODY BLOCK 

LOW ANGLE PLANE 
TOOL STEEL CUTTER 





Another Shelton Plane to 
lead the field in value. 
Write for complete 
information on 
Shelton Planes. 





Always Better Value 


| 7 
BSHELTON PLANE & TOOL Mec C0 
SHELTON, CONNECTICUT 





Respected in the Trade 


for more than 70 Years . 


THE F. E. MYERS & BRO. CO. 
Dept. F-16, Ashland, Ohio 


MORE MYERS WATER SYSTEMS ARE 
IN USE THAN ANY OTHER MAKE 
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EASIER - CHEAPER 
with A Mall SAV 


NATIONALLY ADVERTISED IN 
LEADING TRADE MAGAZINES 


bt TIME AND EFFORT-SAVING FEATURES 





| 1. Powered beyond ordinary requirements 
| 2. Light in weight and easy to handle 

3. Perfectly balanced fer safe, one-hand use with greatest weight o 
| long end of board—eliminating binding near end of each cut. 

4. 


Quickly adjusted | for depth and bevel cuts to 45 degrees. 
obber or write for Catalog 
| MALL TOOL COMPANY 7702 South Chicago Avenue, Chicago 
PORTABLE 
POWER TOOLS 
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Albany F 
Albany | 
Allison-Er 
Charlotte 
High Poi 
Goldsbor 
Asheville, 
Greenvills 
Amarillo 
Amarillo, 
Beck & ¢ 
Atlanta | 
Corpus C 
Corpus Cl 


Harper 8 
Ottumwa 


Cedar Ra 





THE NEW DAY IS HERE! From now on the manufac- 
turer with the best distribution is the one who will meet 
the competitive battle sucgessfully. 


Thats a will pay YOU, as a manufacturer, to work 
with TY DISTRIBUTORS, Here is a 10-year-old 
nation-wide organization of 24 of America’s leading Hard- 
ware Distributors who can give you IMMEDIATE nation- 
wide distribution for your lines. 1200 Liberty Salesmen 
ae on and wor ee dealers ey — 100 Mil- 
ion Dollars ($100,000,000) annually. em present 
your lines to these eager-to-buy dealers. _ 

Tone distribution problems over to LIBERTY DISTRI- 
B RS. Then you can devote your time and energies to 
volume production at lower cost. You'll want more infor- 
mation, and we will be glad to provide it. See what LIB- 
ERTY can do for you! 


14 NORTH STH ST. PHILADELPHIA 5S, PENNA 


THE BLUE RIBBON GROUP OF AMERICA 


Albany Hdwe. & Iron Co. 


Albany I, New York 


Allison-Erwin Co. 
Charlotte 1, N. C. 
High Point, N. C. 
Goldsboro, N. C. 
Asheville, N. C. 
Greenville, S. C. 


Amarillo Hdwe. Co. 
Amarillo, Texas 


Beck & Gregg Hdwe. Co. 


Atlanta |, Georgia 


Corpus Christi Hdwe. Co. 


Corpus Christi, Texas 


Harper & Mcintire Co. 
Ottumwa, lowa 
Cedar Rapids, lowa 
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Hoffman Hardware Co. 
Los Angeles 12, Calif. 

Huey & Philp Hdwe. Co. 
Dallas, Texas 
Fort Worth, Texas 
Houston, Texas 


Isaac Walker Hardware Co. 


Peoria, Illinois 
Kelley-How-Thomson Co. 
Duluth |, Minn. 
A 
Billings, Mont. 
Momsen Dunnegan Ryan Co. 
El Paso, Texas 
Phoenix, Arizona 
Morley Brothers 
Saginaw, Michigan 
Detroit, Michigan 
Grand Rapids, Michigan 


Morley-Murphy Co. 
Green Bay, Wisconsin 
Milwaukee, Wisconsin 
Wausau, Wisconsin 
Northwest Hdwe. & Steel Co. 
Portland 10, Oregon 
Orgill Bros. & Co. 
a) ll a 
Jackson, Miss. 
Rice & Miller Co. 
Bangor, Maine 
Richmond Hardware Co. 
Richmond 19, Va. 


Supplee-Biddle Company 
507 to 519 Commerce Street 
Philadelphia 5, Pa. 

Providence, R. l. 


The Emery-Waterhouse Co. 
Portland 6, Maine 

The Salt Lake Hdwe. Co. 
Salt Lake City 9, Utah 
Boise, Idaho 
Grand Junction, Colo. 


The Tracy-Wells Co. 
Columbus 15, Ohio 
Cleveland, Ohio 


Van Deren Hardware Co. 
Lexington, Kentucky 


J. A. Williams Co. 
Pittsburgh, Pa. 


Wyeth Hdwe. & Mfg. Co. 
St. Joseph, Missouri 





BG PLUS 


-with an Extra Plus : 
ia Sales-attracting — 
Features : 





STUART Closed Back and WILSON Open Back Shovels ; 


These complete hardware shovel lines have that extra plus in value that means Assured — 
Satisfaction to customers. Easy-to-see, easy-to-sell, Exclusive Construction Features | 
give that extra merchandising advantage which means more sales, better profits. 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY 
IN SHOVELS, SPADES AND SCOOPS 


WO SHOVEL MT TOOL CO. circ 
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Informal Editorial Comments ... 





Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Have a Talk With Your Congressmen 
When They Are Home for Holidays 


C ONGRESS is ex- 


pected to vote a recess which, 
broadly speaking, covers the 
Christmas and New Year’s 
holiday periods. The Con- 
gressmen’s pay goes on. 

With all of this we have no 
quarrel. We think our Con- 
gressmen should get more pay, 
and then perhaps more good 
men might be attracted to such 
activities. Asa matter of fact, 
we welcome this fine vacation 
period which will bring most 


Senators and Representatives 
to their home areas. We wel- 
come it—providing tax-paying 
and voting citizens in the hard- 
ware and other businesses, 
take advantage of this situa- 
tion to contact and tell their 
elected and paid legislative 
representatives where they 
stand on certain major issues 
confronting the hardware busi- 
ness and, in fact, our entire 
economic outlook. 

Those who oppose sound 
economic practices are invari- 
ably articulate and active and 


will make it their business to 
see these gentlemen while they 
are relaxing at home. 

If Congressmen hear only 
one side of an argument you 
cannot criticize them later for 
unsound a ctions—criticize 
yourself for your own laxity. 

In the paragraphs following 
we will outline some of the 
more important matters which 
we hope our readers will dis- 
cuss with their Senators and 
Representatives in Congress 
while many are close at home 
during the recess period. 


If You Want to Have 
“Regulation W’ Continued:— 


Most hardware dealers, 

as well as wholesalers, 
have often expressed their de- 
sire to have “Regulation W” 
continued believing it to be the 
first, and perhaps the only re- 
straint against the competition 
of uneconomic installment sell- 


ing. When expressing this opin- 


ion, the majority of commenta- 
tors have also said, in effect. 
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“But remember it is the only 
governmental war-time regula- 
tion we want continued.” 
Nevertheless, there is a well 
organized effort to repeal 


“Regulation W” with a great 
many arguments offered, some 
of which have the advantage 
of seeming to tie up with help 
for returning veterans who 
wish to establish new homes. 





We urge all hardware men 
who are truly interested to dis- 
cuss this subject with their con- 
gressmen when the latter are 
on the home grounds during 
the recess period. 

Again, let us say, it is al- 
ways well to have some others 
join with you, that your con- 
gressmen may be impressed 
with your argument. For, re- 
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member, Senators and Repre- 
sentatives know they continue 
in office only with a majority 


of votes in their favor—and 
they are quite conscious of the 
fact. Were business men equal- 


ly as aware of this elementary 
factor, Congressional action 
might often be different. 


Surplus Goods Distribution 
Could Be Improved:— 


SURPLUS goods property 
disposal on consumer 
goods is now removed from the 
Department of Commerce to 
the Reconstruction Finance 
Corp. (RFC)—but this move 
alone does not promise any 
important improvement in the 
handling of this admittedly 
gigantic disposal problem. 

It seems to us that Congress 
made the job too difficult by 
providing too many basic pri- 
orities on who could get the 
goods. Admitting that the in- 
tentions were originally good, 
we still feel that they encour- 
age inefficient distribution and 
at great cost. 

A small but typical point is 
the fact that a returning vet- 
eran who works in a garage 
could legally buy a single 
wrench from the government 
at the lowest price available. 
Every wholesale and retail dis- 
tributor knows what such 
transactions mean in terms of 


costs of handling and this is 
a basic problem to be faced no 
matter which government 
agency handles surplus goods 
disposal. 

While it may be difficult to 
prove in advance, it seems fair 
to state that giving the veteran 
the right to buy, “for business 
purposes,” anything and every- 
thing at the lowest price could 
easily make the final cost of 
handling surplus goods so high 
that even such recipients of low 
price goods would suffer “tax- 
wise.” It would truly be bet- 
ter to give such goods free in 
single item lots to veterans 
upon proper documentation. 

Many competent business 
men have come and gone from 
the scene of “surplus property 
disposal” in a short time—pre- 
sumably because their practi- 
cal ideas about handling this 
particular business problem 
were not agreeable or because 
they couldn’t stand the numer- 


ous rules that were imposed. 

Mismanagement of surplus 
property disposal could very 
easily seriously disturb a large 
segment of our entire economic 
structure. Apropos of this 
problem is a very informative 
article on this subject in this 
issue by William S. Bradley, 
which starts on page 97. As 
the recently resigned Director 
of the Office of Surplus Prop- 
erty he speaks with a thorough- 
ly competent knowledge of this 
serious problem. Also read 
Mr. Bradley’s testimony on 
this subject on page 126. 

When you see, phone or 
write your elected and paid 
representatives in Congress 
during their “recess” period, 
talk to them also about this 
surplus goods property prob- 
lem and urge them to have 
business men appointed to han- 
dle this merchandise in a busi- 
ness-like way. 


And, If You Really Want to Tax 
The Co-ops As They Should Be Taxed:— 


AGAIN, we say there never 

was a time when the possi- 
bility of properly taxing the 
Co-ops was closer to realiza- 
tion. The subject is truly 
“hot” and there are many in- 
fluential factors fighting toward 
this goal. However, the oppo- 
nents are doing equally as 
active a job in this fight. Some 
of the Co-ops’ own statements 
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indicate their grave concern 
that perhaps they will be taxed 
as they should be taxed, and 
this indicates some careful ap- 
praisal of the progress that 
has been made to date in this 
campaign. 

The Co-ops are urging daily 
that their members and those 
employed by them write their 


Congressmen and fight the idea 
of making these competitors 
of private enterprise pay their 
proper share of the tax bill. 
These opponents have not only 
written their Congressmen but 
can be depended upon to see 
them during their vacation 
period because they are keen 
on winning for themselves. If 
you are just as keen on win- 
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Normally manufactured in 5 sizes. Closer is a rack 
and pinion type with extra large, one-piece manganese 
steel shaft and pinion rotating in ball bearing. Rack 
piston and double compression chamber ground fitted 
to .0003” tolerance. Special leak-proof packing gland 
and splash chamber prevents “creep” of closer liquid 
under pressure. Finest steel spring, abundantly pow- 
ered. Regulating valves of improved design: once 
adjusted they “‘stay put.’’ 


POLYFLEX MORTISE LOCK 


@ 
@ 


PATRICIAN 


NOVEMBER 22, 1945 





BOR-LOC 


| 2 of the Lockwood Ball Bearing 
Closer represents the most thorough-going job of 
scientific ‘research and engineering in the history 
of door closer manufacture. Another example of 
Lockwood resourcefulness and ingenuity, it sets a 
new standard of door closer performance. Maxi- 
mum power, to close and latch doors under all 
conditions; important reduction in internal fric- 
tion, to make opening easy; leak-proof gland to 
eliminate leakage of closer liquid; compact design 
to economize head room; full complement of 
holder arms and attachments for every type of in- 
stallation—plus those well known Lockwood fea- 
tures of built-in quality, durability and fine ap- 
pearance. 


Architects are including the Lockwood Ball 
Bearing Closer in their plans for postwar indus- 
trial plants, banks, hotels, hospitals, schools, 
apartment and office buildings . . . and you can 
supply it with full confidence that it will live up 
to your high standards. It is featured in Lock- 
wood’s 20 pages of FINISHING HARDWARE 
AT A GLANCE, filed in 17 b 1 SWLET’S, 1945. 


There may still be an opportunity for you to secure distribu- 
tion of the Lockwood line in your area. Write for details of 
the Lockwood Franchise program. 


LOCKWOOD 


HARDWARE MFG. CO. 
FITCHBURG, MASSACHUSETTS 
Division of Independent Lock Company 


18 


UNIFAST CAPE COD BALL BEARING CLOSER 


ge 





ning your fight, be sure that 
this particular subject comes 
up when you talk with your 
representatives who are mem- 
bers of both Houses of Con- 
gress. 


Whatever else you may have 
written them or told them pre- 
viously, here is a suggested 
though for future, and imme- 
diate letters, telegrams, phone 
calls, and, best of all, personal 
talks as the basic facts are in 
these paragraphs. Paste them 
in your hat and use them every 
chance you get. Here they 
are: 





Just Among 





“The co-operatives are in 
business, competing directly 
in a great many lines of en- 
terprise. They make money. 
Their earnings are profits, 
regardless of terminology. 
It is the law of the land that 
Congress has power ‘to levy 
and collect taxes on incomes, 
from whatever sources de- 
rived.” 

“Therefore, co-operatives 
should pay taxes on their 


~ * * 


“Pay By Output and Not 
By Clock” Says Mr. Trecker— 
And We Heartily Agree:— 


XPRESSING, very con- 

cisely, an opinion we have 
long held and frequently re- 
iterated in these columns, Jos. 
L. Trecker, president of the 
National Machine Builders’ 
Association, recently told that 
group the following: 

“Workers’ wages would 
be determined more by their 
output and less by their time 
clock records. Increase the 
workers’ productivity and 
more jobs will be created. 
The idea of hourly wage 
rates arose back in the days 
when time was in fact at 
least a fair measure of pro- 
ductivity. But today this 
assumption has completely 
gone by the board. 

“The idea now is that a 
man should turn out only 
as much work per hour as 
is permitted by his shop 
steward. 

“This is a reflection of the 
overall ideology that there 
is only so much work to be 
done and that unless it ‘is 
spread out to the greatest 
possible extent there will not 


be enough 

around.” 

The profits in the operations 
of a retail hardware store are 
premised on sales volume less 
the cost of goods and the cost 


jobs to go 


‘of doing business. At no time 


does a hardware dealer enjoy 
extra compensation on a sale 
that takes longer or that re- 
quires a longer number of 
minutes to arrive at a pros- 
pect’s home. The element of 
time consumed can never be a 
determining factor in a hard- 
ware dealer’s income, nor in 
that of wholesale and manufac- 
turers’ salesmen. Always it is 
a question of accomplishment. 

For example, a dealer, or his 
salesmen, working on salary 
with a bonus for major appli- 
ance sales, makes two sales of 
any major appliance—and 
both sales could be to zealous 
union men. One sale takes 15 
minutes and the other more 
than an hour—yet the margin 
to the store and the bonus to 
the salesman are the same in 
both instances — because that 
compensation very properly is 


incomes—as corporations if 
they have adopted the cor- 
porate form of organiza- 
tion; as partnership indi- 
viduals only if they are 
partnerships. 

“Co-operative _ financial 
statements show that they 
have ample ability to pay 
taxes, which is the criterion 
set up under our tax laws. 

“There is no other issue 
involved.” 


premised on accomplishment. 
In both cases one sale was 
made and so the “take” on 
both is the same. ' 

If union men honestly be- 
lieve that time consumed on a 
job should be the determining 
factor in their wages—then 
isn’t it just as fair to ask them 
to buy their major appliances 
and everything else on the 
same pricing basis? 

Let’s say a washing machine 
sells at $137.50 and that Mr. 
and Mrs. Jones and Mr. and 
Mrs. Smith both purchase this 
equipment. The Jones family 
buy quickly and pay their 
$137.50. But the Smiths are 
slow buyers and take four 
times as much time to com- 
plete the purchase. Well if 
they expect the same price, 
when an hour’s selling and re- 
lated attention were given com- 
pared to the Jones sale which 
took only 15 minutes, how can 
they justify a “strictly time 
basis” for compensating those 
who made the machine? Rent, 
light, heat, salaries, etc., also 
go on in a retail store. 

We feel that this is a fair 
and honest argument to offer 
—yet a futile one as long as 
office-holders are afraid of 
voting reprisals from the obvi- 
ously well-organized, profes- 
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sional labor officials who have 
made themselves a very potent 
factor in our political picture 
And this observation has no 
bearing on the right of work- 
ers to exercise the advantages 
of collective bargaining—pro- 
viding they wish to take that 
formula. At the same time, we 
will always believe that Ameri- 
can men and women should 
have the right to work when 
they want to work and that 


neither employer nor employee 
groups should be permitted to 
stop them. 

It is now “tragic humor” to 
speak of “peaceful picketing” 
in labor disputes as most 
people know or should know. 
We have personally witnessed 
too many examples of “strong 
arm” methods, in many places, 
and have too often have been 
convinced that imported thugs 
were used to make the activity 


x * * 


Above All — Don't Forget 
To Talk About OPA:— 


ON’T be in a hurry when 

you phone, write or visit 
with your representatives in 
Congress during their holidays 
at home. They should, and 
most of them probably will, 
welcome a considered discus- 
sion with you. The good ones 
will at any rate. 

When you get around to 
talking about OPA, which you 
should most definitely do, be 
sure that you preface your 
comments with a firm declara- 
tion that you unalterably op- 
pose inflation or any move thal 
will permit, much less en- 
courage, inflation. In fact, you 
could and should say that you 
are sure that no sane business 
men wants any inflation. 

After you have settled the 
point of your stand on oppos- 
ing inflation, tell your con- 
gressmen that you oppose the 
uneconomic OPA policy of 
price absorption that has been 
wished on wholesalers and re- 
tailers and then tell them you 
are not impressed by the scat- 
tered, or isolated cases, where 
strict “price absorption” has 
not been followed. Tell them 
most definitely that manufac- 
turers, wholesalers and retail- 
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ers cannot absorb higher costs 
and continue to observe price 
ceilings. 

We have held this OPA mat- 
ter until the last purposely be- 
cause we know it will be the 
most tender subject of all-— 
and, in a wide measure, it is 
the most serious of all. 


* 


* 





effective. Worse than the lat- 


ter factor is the obvious 
realization that local police 
and officials, as well as state 
and federal officials are afraid, 
or at least unwilling, to inter- 
vene in such riot situations. 
They blink, walk away or just 
“don’t see” a man who wants 
to work take a beating from a 
professional thug hired to help 
make a strike successful. 
This entire situation is some- 
thing which all tax-paying citi- 
zens should discuss with their 
Senators and Representatives 
while they are at home during 
the Congressional holiday. 


As a business man, you must 
tell your Congressmen (mem- 
bers of both Houses) not the 
facts of life but the facts of 
business—and they are no less 
startling to those who have 
shunned such facts. You must 
make it clear that you cannot 
continue to pay more in op- 
erating costs, taxes, wages and 
in buying merchandise unless 
you can adjust your selling 
prices accordingly. 


* 


In Conclusion:— 


ASSUMING you will talk 
to your Senators and Rep- 
resentatives while they are on 
their vacations, we suggest 
that you impress upon them at 
all times the fundamental] fact 
that, unless you and thousands 
more like you can operate on 
a profitable basis, there will 
be no tax monies from any 
source to pay their salaries 
much less pay for any un- 
economic program they may 
decide to approve. 
Government cannot exist 
without revenue any more 
than a business can. If your 
particular congressmen think 
otherwise, there is no time to 
be lost in trying to change their 





minds. After all, government 
revenue can only come from 
profitable business operations, 
and so if when government 
strangles business to the point 
where there is no longer a 
profit there can no longer be 
any business or government. 

If possible make a personal 
visit to your Senators and 
Representatives in Congress 
when they return from Wash- 
ington to their homes. 

If you can’t see them— 
phone them, write or wire them 
and get as many other voting 
and tax-paying citizens as pos- 
ble to do the same thing. Re- 

(Continued on page 112) 








The Farmstead 


By HELEN G. McKINLAY 
Home Lighting Specialist, 
Lighting Research Laboratory, 


General Electric Company, 
Nela Park, Cleveland, Ohio 





























Thanks to electricity many erst- 
while methods are quickly being 
replaced with improved ones. In 
tomorrow’s farm home it will be 
possible to fly through the work 
with the greatest of ease—meals 
cooked, dishes washed, cleaning, 
washing and ironing. All will be 
done in record time when com- 
pared with the hours these jobs 
once took. 


Bounded by the Budget 


What the lighting of the farm- 
stead holds for the future is only 
bounded by the farmer’s budget, 
his bank account, and his willing- 


on the list of electrical wants for 
the farm, a bulb on a drop cord 
is a far cry from good lighting 


Illumination is provided at every reading spot in this living room. 
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practice according to modern as ma 
| standards, although such lighting will a 
HELEN G. McKINLAY has sometimes been resorted to as pieces 
j a compromise. But a selection of These 
new types of fixtures and lamps a wide 
will provide a most satisfactory what s 
J investment, because lighting which Of » 
UST about the time _ ness to turn to the light! Farms _ is well chosen gives far more com- light— 
many farmers in this country were —_— which are being wired and lighted _fortable and pleasing results than want | 
being initiated into the fuller bene- for the first time have many new can be imagined. However, the somew 
fits of electrical living, along came _and interesting things before them, lighting should be planned—the the kil 
the greatest upheaval in history. and farms which were lighted a fixtures and table and floor lamps logical 
Then everything changed. few years ago can also look to given attention. Each room should presen 
As war clouds lift, however, and 2€W and beiter ways. Although be considered for what it is used tained 
normal living is resumed, whole lighting has always been “tops” and lighted accordingly. As soon 
new ways of life are evolving. Fluores 
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Lighting of Tomorrow 


This is the fourth of a series of articles to 
help hardware distributors realize the huge 
and profitable sales possibilities the farm 
market offers on electrically-operated equip- 
ment and appliances. Additional articles will 
appear in subsequent issues discussing other 
phases of this market and how to profit by it. 


as manufacture is possible there 
will appear new and _ interesting 
pieces of lighting equipment. 
These items will be available in 
a wide price range, too. Let’s see 
what some of them are. 

Of course, there is fluorescent 
light—and what farmer doesn’t 
want to have fluorescent lighting 
somewhere in his home. Often 
the kitchen seems to be the most 
logical place to have it first. At 
present, this lighting can be ob- 
tained with long, straight tubes. 


Circular ones will soon be forth- 
coming also. Straight tubes are 
used in fixtures or “channel 
strips,” or in single units which 
like pin-to-wall pieces can be 
mounted on the wall. In addition 
to ceiling fluorescent fixtures, 
channel strips are also used to 
accommodate them when the tubes 
are planned for end-to-end use. 
This permits long “flowing” lumi- 
nous bands of continuous light. In 
this way one, two, three or more 
tubes can be used on a ceiling or 


Fluorescent lighting makes it easy to work at either bench or tubs. 
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“They shall beat their swords into plough- 
shares, and their spears into pruning hooka’’ 


wall surface. In many a kitchen 
of tomorrow a strip of such light- 
ing will help to make the jobs 
done at the numerous work areas 
easier for the farmer’s wife be- 
cause she shall have lighting 
wherever she goes—at the sink, 
work table, or range. The single 
units, which plug into a conve- 
nience outlet and are mounted on 
the wall, will probably be in readi- 
ness soon. They are suggested for 
utility places in the laundry and 
kitchen, but no doubt decorative 
versions of such pieces of lighting 
equipments will also be made. 
These will be used over daven- 
ports or beds where they will be 
a happy addition to reading the 
newspaper or the bedtime story. 


New Types Soon 


But not just fluorescent straight 
tubes. Circular fluorescent tubes 
will make their bow before long. 
too. Many a round mirror, for 
shaving or makeup, or for deco- 
ration only, will take a special spot 
in the home, and it will be pos- 
sible no doubt to obtain round 
mirrors which are encircled with 
a slender luminous band of light. 
Some of the new table and floor 
lamps will have these “circline” 
tubes beneath the shades. Fluor- 


escent tubes will be combined with 


ires§ and their spears into pruning hooks.’.... i. 4: Michah, Iv, 3 
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filament bulbs, too, in various 
models of table and floor lamps. 
Fluorescent lighting is appealing 
for numerous reasons. It is cooler, 
and is more abundant, too—giv- 
ing more light for the same cur- 
rent consumed than filament 
bulbs. But, in addition, many 
persons are interested in it be- 
cause it is different and new and 
provides the streamlined touch. 
But, of course, filament bulbs 
will always have a place in the 
lighting of homes and it may suit 
the farmer and his bank account 
better to make lighting selection 
from filament fixtures and lamps. 
In that event it will be good news 
to hear that in the future there 
will be filament fixtures and table 
and floor lamps which will give a 
better lighting performance than 
ever before because newest de- 
velopments along these lines are 
being designed with that in mind 
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—to give higher “footcandles” 
than the lamps of yesteryear sup- 
plied. There will be “certified” 
pieces of lighting equipment to 
assure the purchaser of these bet- 
ter lighting results, too. 

Whether fluorescent or filament 
lighting is used, or both, the all- 
important thing is that the light- 
ing is patterned to fit the need— 
that it will make each room more 
comfortable and livable. A per- 
manent lighting fixture in every 
room of the home is highly de- 
sirable—selected according to a 
room’s needs and activities. Look 
to the oft-forgotten places. It is 
highly desirable to have lighting 
in back halls, passageways, pan- 
tries, back stairs, cellar, fruit- and- 
storage rooms, and large closets. 
Light the back yard, too. A 
projector bulb, a complete little 
reflecting fixture in itself, can be 
used to advantage on the rear 


Fluorescent lighting over the 
work counter helps the house- 
wife. Nothing is hidden here. 


corner of the house for this pur- 
pose—to flood the path to the 
barn and outbuildings. All this 
requires is a weatherproof socket. 

Remember that wherever close 
eyework is done, more light and 
better lighting supplied by well- 
selected table and floor lamps are 
essential to better living and com- 
fortable seeing in every farm 
home. Where mending, sewing, 
studying, piano-playing and desk- 
work of all kinds are done, light 
in recommended amounts should 





This swing lamp does double duty 
at sewing machine and armchair. 
Two persons benefit by its use. 


be provided by a good table or 
floor lamp, carefully chosen to 
give the best possible light for the 
job. Lighting is a controllable 
thing, but the final answer in 
selecting fixtures and lamps is en- 
tirely up to each user. 

If carefully planned and not 
treated in haphazard fashion, the 
lighting in the farmstead will not 
only be tops on the farmer’s wants, 
but it will be tops in measuring 
up—giving him new, up-to-date 
and better ways in living. 


This lamp in a socket below the 
eaves floods yard and approach 
to the garage with ample light. 
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This well-illuminated, stepped-up display catches the eyes of customers. 





Mass Displays Get Results 
In China and Glassware 


E. Dodson of Macon, Mo., concentrates 


these lines in strategic locations 


with consequent increase in volume 


E. DODSON, own- 


er of the Economy Cash Hardware 
& Home Equipment, Macon, Mo., 
believes in mass display and has 
made it pay generous dividends 
on his gift, china and glassware 
department. 

The main dinnerware and pot- 
tery display is on a long center 
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table near the front of the store. 
Fronting this are two small tables 
entirely devoted to glassware. Pot- 
tery, gifts and utensils are shown 
at a lengthy sidewall location. The 
center display table, which shows 
many pieces of dinnerware, has 
two step-up shelves, raised 6 in. 
And from the center of the wide 





table, three well-braced, well- 
spaced shelves rise vertically. 
The top shelf of this big dis- 
play contains small white lamps, 
(Continued on page 111) 
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A mechanic needing a new wrench 
will not mind going out of his 
way a half block to: purchase it. 
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Location, appearance, direct selling, 
practical demonstration and proper 
training of personnel will all con- 
tribute to the success of the store 


er how important is 


the matter of location to the retail 
hardware store? In the average 
size towns where the bulk of the 
dealers were interviewed, the gen- 
eral opinion was that location was 
an extremely important factor that 
should have the very closest at- 
tention. In some instances, a 
change of only a few doors meant 
an increase of 50 per cent and 
over in total sales volume! 


How It Works 


One retailer had this interesting 
comment to make, “A hardware 
store selling strictly ‘demand’ mer- 
chandise may well find a side- 
street location very satisfactory. 
Such a store will not depend on 
window display and sidewalk traf- 
fic is of little importance. But the 
minute the store begins to add ‘im- 
pulse’ goods there will be a defi- 
nite need for displays and for 
street traffic to bring in the cus- 
tomers. As an example of this 
fact, you'll agree that a mechanic 
needing a new open end wrench 
will not mind going out of his way 
a half block—but I seriously doubt 
that the same customer would be 
so willing to inconvenience him- 
self to buy a new egg beater or a 
piece of-oven glass for his wife. 

“There’s nothing wrong with the 
egg beater or the oven glass, but 
those just happen to be items that 
I have seen sell more than twice 
the former rate when they were 
well displayed in a show window 





in a good main street location. 
This store sells hundreds of items 
along that same line, and I am 
convinced that my central location 
right in the heart of the shopping 
district is the most important part 
of these sales.” 

Perhaps the most extensive in- 
vestigation of this general subject 
has been made by the large syndi- 
cate stores. They have spent many 
millions in their effort to be sure 
of the best paying locations for 
their units. They must depend on 
“impulse” selling for the most 
part, and to obtain this they de- 
mand and get locations at the cen- 
ter of pedestrian traffic in any 
given town. The modern hard- 
ware store is faced with a selling 
problem rather similar to these 
stores since the lines have been 
increased to include a wide vari- 
ety of goods demanding first class 
display. 


Passersby Count 


To go back to the item previ- 
ously mentioned. An egg beater 
is a device required in every home 
—yet hardware men who have 
tested it find it will sell in a ratio 
directly fixed to the number of 
people passing in front of the 
store. One particular example of 
the effect of location was supplied 
by a store owner who was paying 
$80 per month in pre-war years 
for a side street location only a 
half block from the main street 
in a town of 8000 population. By 
moving into a new location in the 
heart of town he increased rents 
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Part 2 


By 
JAMES A. LOCKHART 


Putting Merchandising Methods to Work 


by $50—with sales volume climb- 
ing more than 60 per cent in all 
departments of the store. 


To draw a balance, an apparent 
saving in rent was no real econ- 
omy. While it is true that even 
the small towns now have so-called 
parking problems, the advantages 
of mid-town locations far more 
than offset the handicaps of lim- 
ited parking facilities, I was re- 
peatedly told. In many cases, 
parking areas can be arranged in 
the rear of stores. As for larger 
cities, there are many neighbor- 
hood shopping communities that 
make good locations for hardware 
stores, but each such community is 
precisely like a small town in it- 
self. 


Appearance Is Next 


After location, hardware men 
rate store appearance as the sec- 
ond most important factor. In this 
instance we refer only to the front, 
for the “face” of a store either 
can attract or repel. The front can 
almost say, “Here’s®a friendly, 
modern looking place. Why not 
step inside?” Or it can just as 
easily convince the casual pedes- 
trian that the entire outfit is out 
of date and that you couldn’t ex- 
pect to find a late style lawn 
mower in a store having an 1890 
front. 

The greatest interest was shown 
in the newer types of glass and 
metal fronts. These materials of- 
fer so many advantages that they 
are highly desirable and should 
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Go right out to their homes in the evening and show them. 


have close study before spending 
money on projects of this kind. 
Glass and metal fronts permit a 
wide range of colors; they are 
good looking and modern; they 
require almost no upkeep and can 
be cleaned easily with a damp 
cloth, and, best of all, they pro- 
vide a handsome setting and back- 
ground for window displays. 

A dealer who has given the mat- 
ter particular study told me that 
he considers the whole store front 
as merely a frame for the show 


windows. To achieve satisfactory 
sales from the window there must 
be every natural impulse to look 
at the window—and to think other- 
wise is simply like putting a rare 
masterpiece in a shoddy frame. 
He believes, too, that all the val- 
uable advertising for the best 
known brand names cannot over- 
come a dingy front. A “clean, at- 
tractive face,” in other words, 
will bring in the customers to the 
store. 

To attain 100 per cent effi- 
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ciency, the front alone must do 
these things: 

1. Attract attention swiftly. 

2. Stop the pedestrian. 

3. Create the desire to buy. 


In addition, to do the job well, 
the window must be marked with 
signs of sufficient size to identify 
the store for all passing traffic. All 
of us have seen shoppers stop in 
front of a store and when they 
saw no name on the window they 
would almost stand on their heads 
trying to look straight up to read 
a neon or similar type outdoor 
electric sign. The very newest 
type store fronts are the usual 
offenders in this way, for so many 
of them do not trouble to place 
ordinary lettering on the window 
or door. The lettering need not 
be the old fashioned block style 
that requires so much room—but 
it should be easy to see. 


Sub-Titles on Signs 


In addition, the hardware mer- 
chandising men on Main Street 
have found the value of adding a 
sub-title to their signs to indicate 
the wide range of the stocks on 
hand. As an example, “Grant’s 
Hardware—Everything for the 
Home—the Farm—the Builder.” 
This tells much more than the one 
word “hardware,” and it tends to 
stimulate the thinking processes of 
the doubtful shopper and, with 
wartime shortages fresh in their 
minds, a lot of customers are more 
than doubtful as to where to buy. 
We found in nearly every case the 
sub-title helped to sell everything 
from table mats to clocks. 

Up to this point, we have dis- 
cussed some of the more impor- 
tant physical factors that help to 
bring a customer up to the store. 
and later in this series we will 
fully develop those methods now 
being most successfully used to 
increase sales once the prospect 
enters. Allowing for considerable 
difference due to local conditions, 
the bulk of all hardware store 
sales will be handling an extreme- 
ly broad line of home equipment, 
much of it in the higher price 
brackets. One question asked of 
nearly all operators was this, 
“What can be done to build and 
hold peak appliance business for 
the home and farm market?” 
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The answer to that might have 
been to spend more money on 
newspaper advertising or to em- 
ploy some new and all-powerful 
plan that would be sure fire—but 
it wasn’t anything of the kind. The 





He held demonstrations right in 
the barns for the nearby farmers. 


men in the retail stores seemed 
very much agreed that only one 
thing would accomplish this pur- 
pose—and that one thing is well 
handled direct selling. No store, 
they repeated, can depend on the 
selling force of advertising or of 
the show window or any other 
energy alone when selling a large 
volume of units in the $50 to $500 
class. Merely by stocking these 
appliances and giving them display 
and some advertising there will 
be some sales—but not sufficient 
to suit the modern appliance mer- 
chandiser. 

The fact is that there are hun- 
dreds of thousands of people 
ready and willing to buy these 





things once they are back with us 
in quantity. But perhaps not more 
than a half of them will walk in 
and lay down the money without 
some pre-selling. These hardware 
men feel that a great many of 
these buyers will be like the re- 
luctant suitor—they will have to 
be asked and asked again before 
buying. This idea is a reasonable 
one to assume, and I cannot help 
but feel the store managers are 
taking a wise course in making 
their plans in this way. 


Personal Calls 


In a store catering largely to 
the rural market, a dealer told 
how he had found there was a 
lively market for windmill water 
systems. This was accomplished 
by going right out to their homes 
in the evening and showing them 
how the plan works—how they 
can have running water in every 
building! “If I waited for the 
farmers to come in and ask about 
it I would not have aroused so 
much interest in ten years,” this 
dealer concluded. His idea was 
to sell an idea—not the product at 
first-—for the farmer will demand 
and get the product to gain the 
point he is interested in. 


Here’s how one dealer is al- 
ready working this home selling 
plan, and it is a system that can- 
not help but make extra profit. 
First of all, he has found that eve- 
ning calls usually find the man of 
the house at home, and the dealer 
himself and his assistants can 
make anywhere from one to five 
calls an evening. The- salesmen 
are pleased at the opportunity to 
make themselves a worth while 
extra commission, and the town 
has been divided off into districts 
set aside for each man. 

Each person making these calls 
is provided with basic training in 
the merchandise to be offered, and 
also with a wide variety of litera- 
ture that can be left in the homes. 
In addition, a printed information 
card is used. This card has space 
for name and address, the type of 
appliances of interest in each 
home, what they plan to buy, and 
whether or not they would be in- 
terested in a first class service de- 
partment. If they express interest 

(Continued on page 113) 
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lp 
oa By WILLIAM S. BRADLEY 
- Former Director, 
Office of Surplus Property, 
Department of Commerce, 
Washington, D. C. 
to 
Id 
a 
er established by the Surplus Prop- orders under Regulation 1, issued 
ed erty Act of 1944, and with re- several exemptions and exceptions 
es gional sales quotas to assure the __ to various existing regulations and 
m movement of these goods to all orders and had otherwise fully 
ey sections of the country on an cooperated in the use of its au- 
ry equitable basis through normal _ thority and influence in working 
he trade channels. out problems with and between 
ut 3. To establish a pricing policy —_ the owning agencies, the OPA and 
30 which would assure fair prices to _— other interested government agen- 
is the consumer in line with OPA cies and the Office of Surplus 
as regulations, a fair profit to the Property of the Department of 
at legitimate channels of trade in line | Commerce. In all of these steps 
d | with normal trade discounts, and the board had freely consulted 
1e | WILLIAM S. BRADLEY a fair distribution within each with the Office of Surplus Prop- 
| level of trade, without regard to ‘erty and had given careful con- 
1- | size or purchasing power, in line sideration to its recommendations, 
ig | with normal trade practices. which were, in each case, based 
1- | To effectuate this program, the upon operating experience, the 
t. Surplus Property Board had, at only sound foundation for intel- 
2. HE advent of V-J our Tequest, revised Regulation 2, ligent policy determination. 
vf day brought operational and ad- implementing the priority provi- When Congress abolished the 
r ministrative problems to the Office #95 of the Act, issued special board and created the Surplus 
n of Surplus Property which were 
e unprecedented. The office had, x ko 
n however, anticipated these prob- 
0 lems to a great extent and had de- EDITOR’S NOTE: — William S. Bradley resigned as 
e veloped, in full cooperation with Assistant to the Secretary of Commerce and Director 
n the Surplus Property Board, a of the Office of Surplus Property, Washington, D. C., 
| on Nov. 2, 1945, shortly before making the address 
4 sound workable program to ac- from which this article is taken. He had served in 
complish the following: these capacities since June 12, 1945, having for two 
s 1. To establish a system of years previous served as Deputy Administrator of the 
Si al . War Food Administration. His previous governmental 
‘ P riorities to insure that surplus activities included: executive assistant to the Director 
d commodities in critically short of Finance, Agricultural Adjustment Administration. 


Department of Agriculture, 1933; director, Federal 
Housing Administration, 1934 to 1937 for Iowa, and 
management consultant on organization, rent control 
program of OPA in 1941. 

Mr. Bradley is a veteran of World War I. a native 
of Centerville, lowa, a banker by profession and, cur- 
rently, president of the General Mortgage Co., Dallas, 
Texas, on leave of absence. During the 1944 presi- 
dential campaign he was director of the budget of 
the National Democratic Committee. 

This address was made in Washington, D. C., be- 
fore the National Conference of Business Paper 
Editors, of which group the editor of HARDWARE 
AGE is eastern vice-president. 


- civilian supply be released at once 
by the owning agencies (Army- 
n Navy, etc.), and that articles of 
e no value in the civilian economy 
f be deferred for later handling. 

1 2. To establish sales policies 
j which would assure that these 
, much needed articles be immedi- 
ately programmed for sale on a 
' national basis, with adequate re- 
serves for priority claimants, as 
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Property Administration it very 
quickly became evident that the 
previously existing relationship 
would no longer continue. This 
was most clearly brought into 
focus in the differences of opinion 
which developed in the revision of 
Regulation 7, the regulation which 
provided certain preferences for 
veterans. The old regulation had 
been found to be unworkable, due 
in good part to the impracticabil- 
ity of the old Regulation 2, 
through which it had’ to be im- 


plemented. 


Provisions Protested 


After the board had revised 
Regulation 2 and removed the 
bottleneck of the “freeze period” 
originally provided, the new Sur- 
plus Property Administration, 
within 10 days of its inception, 
and without carefully thinking 
through the problems involved, 
issued the revised Veterans Regu- 
lation over the positive protest 
of the Department of Commerce. 
This protest arose from certain 
absolutely unworkable provisions 
of the revised regulation. For ex- 
ample, the Surplus Property Ad- 
ministration, in revising the regu- 
lation deprived the veteran of the 
A-1 governmental priority former- 
ly accorded him through the 
Smaller War Plants Corporation, 
and placed him just below the 
eleemosynary institution and the 
voluntary fire department as a 
priority claimant, and yet at the 
same time held out to him the 
promise that he could purchase at 
the lowest price quoted (the Gov- 
ernment’s price to wholesalers) a 
single monkey wrench, hammer, 
or straight-edge razor if he were a 
mechanic, carpenter, or barber 
and needed one of these tools in 
his trade. 

It was pointed out to the new 
Surplus Property Administration 
in the strongest possible terms that 
no government agency presently 
created and designated by the Ad- 
ministration for the handling of 
surplus was equipped or staffed 
to render this type of retail ser- 
vice to the veteran, that it could 
only be accomplished after retail 
or mail order outlets had been 
established (a task requiring at 
least six months) and that the 
cost of establishing these outlets 
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would be so far in excess of any 
saving to accrue to the veteran, 
that he as a taxpayer would ac- 
tually be hurt rather than helped 
by the provisions. It was also 
pointed out that the veteran him- 
self has been the first to condemn 
foolish, impractical and unwork- 
able promises of aid and assis- 
tance, and has asked only that the 
provisions of the law be made 
effective with as little red tape 
and delay as possible. Many of 
the provisions of revised Regula- 
tion 7 will, in time, prove to be 
only a further delusion for the 
veteran, of which we have already 
had far too much. 

Unfortunately the divergence of 
thinking between the new Surplus 
Property Administration and the 
Office of Surplus Property in 
Commerce on what constitutes 
sound business practice and policy 
extends far beyond the proper pro- 
vision for veterans. As Director 
of the Office of Surplus Property 
I have found myself in most seri- 
ous disagreement with the new 
Surplus Property Administration 
on important and far-reaching 
changes which it has insisted upon 
making in our pricing and sales 
policy. Some of these differences 
may be briefly and simply illus- 
trated. 

Under my direction it has been 
the firm policy of the Office of 
Surplus Property to sell at one 
price only to each level of trade 
and to allow normal trade dis- 
counts. For example, an article 
on which the Office of Price Ad- 
ministration price ceiling -to the 
consumer was $1.50 would, in 














Buy Victory Bonds! 





normal trade practices and under 
our policy, cost the retailer, large 
or small, $1. The wholesaler 
would pay 75 cents and would 
therefore be able to perform his 
normal functions of rehandling, 
warehousing, repacking in small 
or mixed lot shipments and still 
be able to sell the very smallest 
retailer at the price of $1. Thus 
the small retailer who wanted to 
purchase only 10 articles could 
buy them at the same price per 
unit as the big retailer who wanted 
10,000. Under the pricing policy 
laid down by the new Surplus 
Property Administration the same 
article would sell to the whole- 
saler at 85 cents. Since at this 
price his discount is below nor- 
mal, although the services he must 
perform are the same, he would 
be expected by the new Surplus 
Property Administration to sell to 
retailers at two prices, i.e., the 
buyer of normal lot sizes at $1, 
the small buyer at $1.05. 


Provides for Two Prices 


The new Surplus Property Ad- 
ministration’s policy would pro- 
vide also for two prices at which 
the Office of Surplus Property 
would sell to retailers. The aver- 
age sized retailer would buy from 
us at $1, but to the large retailer, 
whose purchasing power permitted 
the handling of large quantities, 
the price from the Government 
would be 95 cents. This scram- 
bled pricing policy is further con- 
fused by the fact that the retailer 
who is also a veteran can pur- 
chase a stock of goods for resale 
at the lowest price offered. Thus 
the range of prices which retail- 
ers would have to pay for the same 
article, but predicated upon their 
size and status, would be as fol- 
lows: 

Small retailer (served by 


wholesaler) .......... $1.05 
Average sized retailer (min- 

imum lot) ............ 1.00 
Big retailer (quantity pur- 

chase) Bre Wea ts ay ahet 5 .95 
Veteran retailer ......... 85 


It should be pointed out that un- 
der the Surplus Property Admin- 
istration’s policy the large chain 
store, the mail order house and 
the cooperative would be eligible 
to buy at the “big retailer” price 
(Continued on page 175) 
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Outdoor Displays Catch the Eyes 
Of Passing Farmers—Sales Result 





‘Le 4 Big Hardware 


Stores Co., located on the outskirts 
of Rockford, Ill., an industrial 
city of 90,000 people which grew 
to 110,000 during wartime, gets 
a fine volume of farm trade. Num- 
erous farm families come to Rock- 
ford to buy, as is the case in many 
other large cities, and they find 
many of the items they want at 
the 4 Big Hardware Stores Co. 


establishment. 


Outdoor Displays 


Manager T. C. Young states 
that one of the ways in which he 
manages to attract the farm trade 
is by means of outdoor display. 
Most of the time, items such as 
woven wire, fertilizer, electric 
brooders, garden tools, milk and 
cream cans are featured outside 
the store. Farmers driving by and 
seeing merchandise like this slam 
on the brakes, come to a stop, and 
proceed to investigate. 

“Once the farmer stops and 
looks over our stock of farm 
items,” declares Mr. Young, “he 
will usually come again. Then, 
too, he will tell his neighbors of 
our store, what we have for farm- 

(Continued on page 111) 
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4 Big Hardware Stores feature a 


wide range of items outside but 


don't neglect interior displays 








Steel goods are arranged so they can be seen—and handled. 
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The Consumer Survey-a Means 


The Minnesota Survey 


As you may know, the government has had a number of regulations 
during wartime on charge accounts. Do you happen to charge any- 
thing you buy? 


Sere re or Tre rer re nT err 53%, 
Tae hs os Ciaeialer insane maar na eke enema 47%, 
no tae a taupe es hatwee ewe eeS Rend eee — 


By men and women: city. town and farm: 
Men Women City Town Farm 
NE ods nan aks See 55%, 62%, 48%, 39%, 
Peer 45%, 38%, 52%, 61% 


By age bracket: 
21-29 30-39 40-49 50-59 Over 60 
De 2.” 58%, 58%, 60%, 46%, 34%, 
_ Jere 42%, 42%, 40%, 54% 66% 


The government now prevents a merchant from accepting charges on 
accounts which are not paid by the 10th of the second month following 
a purchase. Do you think government regulation on charge account 
payments should be continued or dropped after the war? 


CE Se CR ee aT eee eee 56% 
EE ea kb cd kee i a Seed tie core om 30% 
get eae wal aciee euekicns ee 7h 
Don’t know about regulation..................... Th 


By men and women: city, town and farm: 
Men Women City Town Farm 


Continued ....... 54% 58%, 52% 60%, 61% 
I ne sed sigh. g3 Dales 33% 26%, 35% 21% 23%, 
Undecided ........... 6Y%, 9%, 5% 13% 9% 
pent bnew .......... F% 7% 8%, 6% Th 


Regardless of how you pay your bills, which of these statements comes 
closest to the way you think charge accounts should be handled after 
the war? 


All charges must be paid by tenth of month following pur- 


chase or account would be closed. ....................... 25% 
All charges should be paid by tenth of month following pur- 

chase but may be paid until end of month.................. 32% 
Charges should be paid sometime during first two months 

ie 8 ccha cach winked wks knekoaewkbeine teans 20%, 
Charges should be paid sometime during first three months 

I eo cas fc ge oe Lia fas wala in eacciad aati es Th 
There should be no limitation on length of time for payment of 

I 8h asa cin ag ped € SE) aa sad wn gs aS RN 8% 
No opinion ......... asta fesagu ab i aa Ws doch Goes Mea ch Dht ars Gilad buapeeceeraatathearn 6% 
ME Hs ntaTid eteonwiocattvascnawcanes bh gemd-paple tthe eaeiteaa py a 
By men and women: city, town and farm: 

en Women City Town Farm 


Paid by 10th or closed 27% 23%, 19% 29%, 34%, 
Paid by 10th or end 


eee 28%, 36%, 39%, 25%, py A 
During Ist 2 months... 19% 20%, yy A 14% 18% 
During Ist 3 months.. 6%, 8% 4 13% 5% 
OS ae .” a 6% 6% 7%, 13% 
No opinion ......... 5% 6% 4%, 9% 7%, 
a a eee ane 3% 1% 3% 3% 1% 


Have you made a purchase on the installment or contract plan since 
the war began? 


ee rel Real a ek Ree decthes sc ea ree 26%, 
SRE Ce Se a OE ees > wee 
Don‘t remember ar i vanmdaw ese iy 4 


By men and women: city. town and farm: 
Men Women City Town Farm 


Yes yee Sree. 24%, 34%, 18%, 17%, 
SN Bc he Bie > 5: to 70%, 75% 66%," 81% 81% 
Don’t remember ..... iy 4 1% _— 1% a 


By age groups: 
21-29 30-39 40-49 50-59 Over 60 


| ee 28%, 29%, 24%, 13% 
See ere 72%, 70%, 73%, 85%, 
Don’t remember ...... _ _— 1% 3%, 2% 











Testing your customer 
regarding credit will 
you stand. Here’s the 


Moore than 50 per 


cent of Minnesota’s families had 
a charge account during the war; 
and most Minnesotans favor con- 
tinuing Regulation W now that 
the war is over. 

This was the consensus of an 
impartial survey called “The Min- 
nesota Poll” conducted by Lloyd 
Borg of the Minneapolis (Minn.) 
Star Journal and recently printed 
by Credit World. C. A. Wildes, 
secretary-manager of the Minne- 
apolis Credit Exchange, also 
played an active part. This poll, 
which was broken down into age, 
men-women and _ city-town-farm 
categories, could well be emulated 
by every state, city, town and 
hamlet in the country, for it would 
give merchants an_ invaluable 
guide in forming their future 
credit policies. 


Charge Accounts in Cities 


Hardwaremen everywhere, for 
example, would probably discover 
—if Minnesota speaks for the na- 
tion—that those desiring charge 
accounts most are city residents, 
with farmers a poor second; per- 
sons in various age groups up to 
50 years of age have approximate- 
ly the same number of accounts— 
after this age the accounts de- 
crease; farmers and those in the 
highest economic groups are the 
strongest advocates of keeping 
Regulation W—and that more 
men than women like to pay their 
bills on the tenth of the month 
and to have unlimited time for 


charges. 
And—again if Minnesota con- 
sumers are representative — the 
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attitudes 


chances are that hardwaremen 
would find the customers in their 
area would respond to the follow- 
ing Minnesota poll questions much 
in the same manner Minnesotans 
did. 

“Do you happen to charge any- 
thing you buy?” To this ques- 
tion, 53 per cent replied yes; 47 
per cent, no; and to this question: 
“Do you think government regu- 
lation on charge account payments 
should be continued or dropped 
after the war?”, 56 per cent said 
continued; 30 per cent, dropped; 
7 per cent, undecided; and 7 per 
cent said they didn’t even know 
about this regulation. 


Post-War Charge Accounts 
When asked “which of these 


statements comes closest to the 
way you think charge accounts 
should be handled after the war?” 
Minnesotans answered this way: 

All charges must be paid by 
tenth of month following purchase 
or account would be closed . . 
25 per cent. 

All charges should be paid by 
tenth of month following purchase 
but may be paid until end of 
month . . . 32 per cent. 

Charges should be paid -some- 
time during first two months af- 
ter purchase . . . 20 per cent. 

Charges should be paid some- 
time during first three months 
after purchase . . . 7 per cent. 

There should be no limitation 
on length of time for payment of 
charge purchases . . . 8 per cent. 

And 26 per cent said in re- 
sponse to “Have you made a pur- 
chase on the installment or con- 
tract plan since the war began?” 


(Continued on page 175) 


NOVEMBER 22, 1945 








of Forming Credit Policies 


Installment Terms 


The government now limits installment accounts to a 12 months’ term 
of payment. After the war how long a time would you like to have to 
pay for a refrigerator if you were going to buy? 


Don’t know—as long as we want—depends on amount—de- 
pends on earnings—whole thing depends on discount for 


cash—depends on price—depends on down payment........ 6% 
ee a ee eeer er rer rer ere sa 13% 
1-2 months ..... as cone Dea eee ee 2% 
I ieee tai 1 tn cndea melee Lie roee 
6 months ..... RES St. ; Ree eee 5% 
8 months ...... Sek Pa tabad th eats od aastible Gidea sR AE ic Bele iy A 
I 8 co seca rep gos cra BD th vs sth cosa ae ae EEE 56%, 
RRR SESE REE ae ky eee NNER SM Re RAAT ny 8%, 
2 years ..... ete RP SO Reenter ere ty 6%, 
IN oy rs hak rn i co neem ae eo 
Sie ere ei oP xe Sha | en od eiaatene putes . 


After the war how long a time would you like to have to pay for 
furniture if you were going to buy? 


SE ETE 5 onan Od ce sce ee 
None—should pay cash......... Wh, st SRW Oe Ron ener 14% 
a Ie Seer 9 4 
ME ooo acces nce diene iSisisin eNOS Lean ms bm eweaele a 
6 months . es ee Sathana, prostates tate ete Th 
8 months ; Land Seaeseeh a ARATE Sioa OES ae . 
RR 5 aa cone mewean 47%, 
18 months ...... — s tha satiate tae oe asc see. sa 
SNES ae eae ere pene? Oy re ert eee BSE Ri Ree 10% 
2, years ......... L okot tra sheets ie oth Can aoa ne 
I ees ics urate dee Oana Be ae nee Care eae Taber em ll, 


Atter the war how long a time would you like to have to pay for a 
radio if you were going to buy? 


Don't know ... 51/, 
None—should pay a ce, ied nee 18% 
1-2 months Sind AP a erat nen Pre ae 2% 
3 months . FeRAM ER PR ON Bk ee fer we 6% 
6 months Bnd Gch Sash Path Die Serene apa MATA ST 22% 
8 months ie A 
I COs... cna g ne Asa ciao eRe we eRe ee Uae a. 41%, 
18 months ....... A ee ae in ae aoe 3% 
2 years .. pre ER ce ie ee ee < 2% 


After the war how long a time would you like to have to pay for 
an automobile if you were going to buy? 


Don't know ............... SR ree Pe ecka ine ert 7%, 
De I WRI II 5 oo). ao oss sist o esse cn ds cams aieesademsls 13% 
el 5... 2, ate coat wi Radia a Cee Ee 1% 
errr a ee ERT ee ee ee eer Are 1% 
“IRE OLE LED SOUTER CREE TERE 
8 months ..... eek aac «eat Shin oe tans eae Loo 
SL 5 '5 5 Sabu pend ' : awe .. 2 
FREESE a Ae haere ati eet ey Tinta ater! Has 15% 
fl —ee SA MEN te ee A aN ie ee Ee Ne Peres 
De See i... . i 5.s Soe Stes acle tang Rea APN cee oe 27 
3 years ...... Piensa ets eo eae 5% 
Over 3 years... Py ee ee Rare een & Bees 1% 


After the war how long a time would you like to have to pay for an 
oil burner or stoker if you were going to buy? 


ee ee 10%, 
None—should pay cash... 14%, 
eS eae 1%, 
3 months Se sti fea atataree ie 1%, 
Ero ae ae Pie renee cee rr ' be heii Se 6% 
8 months SA (cuenta aad eG en oes 1% 
SRR eres Pate ree ee OO Te 
SEE oo oi tindas ed mebenens Parsee soe 2 euCae Ecce ees 10%, 
eer Re ee Pee tare gt ee re ere ; 14%, © 
RN 7 cS dosti 5's. Cota mentees Gamalsine Aeanaw ta-amantiganae oe 1% 
II oes cS asec cma tenras ciaoen we ata ere Sartore en Mere ae ee ee 3% 
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The modern exterior of the 
Ingwald Nielsen main build- 
ing gives the passerby many 
an opportunity to look at a 
wide variety of lines. Many 
windows make it possible to 
display goods to advantage. 


EDITOR’S NOTE: All photographs accompanying this 
article were made prior to the invasion of Norway. 


American cutlery was included in this effective window display. 
The giant size scissors cutting a wide “ribbon” caught the eyes. 
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66 


UALITY tools are 
half the work” is the slogan of the 
Ingwald Nielsen wholesale and re- 
tail hardware house in Oslo, Nor- 
way, which featured many Ameri- 
can lines prior to the Second 
World War and plans to resume 
that policy as soon as possible. 
A. M. Normann, managing buy- 
er for the firm, recently said: 
“We will carry more goods from 
America than before the war and 
no German goods because they 
would not be salable in Norway 
owing to occupation experiences. 
If people understand what the 
quality of American goods means, 
they will pay the necessarily high- 
er price. 

Subject to deliveries and the 
lifting of restrictions on imports, 
the Nielsen firm will again fea- 
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Sold American Lines 


ture many American lines, as it 
did before the war. Some of the 
company’s pre-war merchandise, 
carrying well-known American 
names, was manufactured in Eu- 
ropean subsidiaries of those con- 
cerns. Modern methods—long be- 
fore the war—were used by the 
firm and its display windows and 
rooms reflected extremely modern 
treatment and thinking. 


Of the company’s experiences 
prior to liberation from foreign 
occupation Mr. Normann states, 
“We were not damaged during 
the Nazi occupation, but had to 
recent out part of the building for 
use of forced labor. Business con- 
tinued as usual except that there 
was a scarcity of goods since we 
could receive no merchandise 
from the United States nor from 
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Good luck was the idea behind 
this window which featured a 
variety of Swedish gift glass- 
ware. Such fine displays were 
the rule whether American or 
European goods were featured. 




































Most of the firm’s business is 
with men, yet this 1938 Christ- 
mas window was directed to the 
ladies. The central panel sug- 
gests a church while the end 
niches resemble a_ gift shop. 





for Ingwald Nielsen of Oslo, Norway, 
before World War II—and will again 


Buiiders’ hardware from European plants and American-owned plants on 
the continent was shown with a limitéd amount of display atmosphere. 
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other European countries. We had numbers 





to be very careful what we said nearly 4 

and did and frequently hid goods to the w 

to prevent their seizure. Scarce tions Cov 

goods, in our hands, were only advertisi 

sold to good customers and in very for carpe 

small quantities just to help loyal organiza 

Norwegians for civilian work.” orders, ° 

A modern corner building retail res 

houses retail showrooms, whole- — a 

sale department and offices, its a 

ground and second floors being a a ye 

clear sweep of wide show win- — i 

dows. Says Mr. Normann, “We — 

try to make our displays edu- hard f 

cational as well as good selling wald Ni 

‘ ideas.” Entirely occupied by the eral, fou 
firm, with a floor space of 8000 and pas 

A carpenter carrying lumber attracted attention to ft., plus stockrooms for heavy the pres 
this display of American and Scandinavian-made car- goods, workshops and garages, the ing beer 
penters’ tools. Wherever the window shoppers looked building has four passenger and tion. O 
they saw an abundance of tools and related items. See freight elevators, fully pa the firm 
matic telephone system and auto- and Bj 

matic calling system. the fou 

Ingwald Nielsen’s present staff (N 


American - made tools for a 
wide range of uses were in 
front of this panel with a 
large hammer as the deco- 
rative idea. This showed but 
a small part of the exten- 
sive stock of tools design- 
ed to meet consumer, dealer 
and industrial requirements. 





seater 


eae 





Modern to the core is this 
showing from both practical 
and decorative angles and in Be 
line with the company’s policy 
of making its displays educa- 
tional. Panels tell the story 
in picture fashion and with 
the use of samples. The 
panel at the bottom of the 
display was tilted and ele- 
vated above the base of the 
window, serving to make the ir 
entire unit an eye catcher. 


a5°¢ 
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had numbers about 200 and totaled 


aid nearly 400 men and women prior 
ods to the war. Its wholesale opera- 
rce tions cover all of Norway. While 
nly advertising in trade publications 
ery for carpenters, mechanics, etc., the 
yal organization accepts no retail mail 


orders, referring inquiries to local 
retail stores—its customers. Amer- 












ing ; , 
. ican goods were—prior to the war 
its —featured in advertising. Adver- 
me tising in Oslo newspapers for its 
> . 
* retail _ Store shows the slogan 
Ve “Quality tools are half the work,” 
lu. and the trade mark, of the firm, a 
hardy figure forging tools. Ing- 
ng wald Nielsen, who was consul gen- 
he eral, founded the business in 1897 
00 and passed away in July, 1931, Power tools 
vy the present modern quarters hav- — = : 
he ing been planned under his direc- = America re- 
nd tion. Odd Nielsen, president of ceived this 
0- the firm, is a son of the founder rience 
0- and Bjarne Nielsen, brother of 
the founder, is general manager. 
iff (Now turn to page 106) 






Tools and abrasives in this dis- 
play were given dramatization by 
virtue of the action background. 


, Extremely modern in suggestion, 
FM Ei cAn EAE Hoban ; es this display not only showed a 
wide range of merchandise but 
the suggested workbench in the 
background added atmosphere. 


Bathroom walls 
were suggested 
in this display 
which showed a 
number of items 
made in America. 
Fixtures, toilet 
articles, scales, 
etc. were shown 
in wide variety. 
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Dramatized Displays 
Sold American Lines 
in Oslo, Norway 





ke 


This display showed a number of 
skiis featuring both tops and 
runners. A tubular ski enthu- 
siast, about to take off on a 
jump, added action and humor to 
the display which never failed 
to attract numerous passersby. 
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Equipment of Norwegian manufacture was 
dramatized below with the figure of a 
skier fully clad to take off over the 
snow. The map in the center indicated 
a number of vacation ski centers and 
showed how they might be reached. 
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The action background drew 
the attention of onlookers 
to a varied assortment of 
equipment for ice hockey. 




















Mostly marine hardware 
with sufficient atmos- 
phere to add color to 
the display. Articles 
from several European 
nations were included 
in this novel setup. 











NOVEMBE 





HARDWARE AGE 


“ao DEALER LETTER Wea 

















TALK 
TURKEY 


Many years ago, our forefathers 
sat down to a turkey dinner and 
thanked the Almighty for their 
deliverance in a new land of free- 
dom and opportunity. Their day 
of thanksgiving has become an 
American tradition. In recent 
years, smart merchants conceived 
a plan for starting the Christmas 
selling period on the same day. 
The idea has proved to be smart 
merchandising, and most retail- 
ers have followed suit. Today, 
Thanksgiving to the retail dealer 
means the start of one of the 
busiest and most prosperous sea- 
sons of the year. 

The Christmas season is natu- 
rally a heavy period in the retail 





year because people are in a buy- 
ing mood. But other seasons of 
the year can be turned into lu- 
crative times, too, by capitalizing 
on certain holidays and events. 
In fact, there is not a month in 
the year which cannot be cashed 
in on, merchandise-wise. Rem- 
ington has such a plan for hard- 
ware dealers that you should 
know about. It’s called the 
*“Cash-in-the-Calendar” Plan, 
taken from the Remington mo- 
tion picture ‘‘Opportunity, Un- 
limited,’’ and available to you in 
folder form, free of charge. If 
you’d like to have one, write: 
Remington Arms Company, 
Inc., Bridgeport 2, Conn. 














EVERY BOY WANTS TO LEARN TO SHOOT 
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BRIDGEPORT, CONN., NOVEM- 
BER 22, 1945. There probably is not 
one youngster in the country old 
enough to hold a rifle who doesn’t 
want to learn how to shoot. Reming- 
ton has prepared a new edition of the 
booklet ‘“‘How To Be a Crack Shot” 
... written especially for boys, giving 
a lot of tips on selection and proper 
handling of rifles and ammunition. If 
you'd like to have copies to distribute 
to the boys in your neighborhood, 
drop a line to Advertising Division, 
Remington Arms Company, Inc., 
Bridgeport 2. Conn. 












PLAN NOW TO STOCK 
THE COMPLETE 
REMINGTON LINE 


BRIDGEPORT, CONN., NOVEM- 
BER 22, 1945. Remington is converting 
as rapidly as possible to full peacetime 
production of sporting arms and ammu- 
nition. It will pay to stock the Remington 
line because it is a complete line. 
Remington ammunition includes the 


‘famous Remington Express and Shur 


Shot shotgun shells. In the cartridge line 
there are powerful Remington Hi-Speed 
22’s and the big game hunter’s favorite— 
Remington cartridges with soft-point, 
Core-Lokt bullets. All have exclusive 
Kleanbore non-corrosive priming. 

The Remington name has been syn- 
onymous for years with high quality shot- 
guns and rifles. There is a Remington 
rifle for every type of smallbore rifle 
shooting, ranging from the popular bolt 
action 22 single shot Model 510 Target- 
master, to the Model 37 Rangemaster 
bolt action precision made 22 match rifle. 
Remington makes a complete line of high 
power rifles for big game shooting. For 
hunters, trap or skeet shooters, there are 
Remington shotguns to fit all needs. 

The Remington line also includes com- 
plete equipment for trap and skeet shoot- 
ing, including traps and the famous Blue 
Rock targets. And for every gun owner 
there is a Remington gun cleaning aid— 
Remington Gun Oil, Remington Gun 
Grease, Remington Powder Solvent and 
Remington Rust Remover. 





Express, Hi-Speed, Kleanbore, Targetmaster, Range- 
master and Blue Rock are Reg. U. S. Pat. Off.; Core- 
Lokt and Shur Shot are trade marks of Remington 
Arms Co., Inc. 
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The hardware de- 
partment is laid 
out for the con- 
venience of the 
hurried mechanic 
and for the per- 
son who likes to 
browse. The cash 
register and the 
wrapping table 
are in the center 
and the latter is 
also used for dis- 
playing many 
smaller items. 


| = 


which was started in August, 1944, 
and is still being carried on, plus 
broadened lines, has more than 
doubled the average sale per cus- 
tomer for H. Blumberg & Sons, 
Inc., Hempstead, Long Island, 


N. Y. Hempstead, a town of 20,- 
000, is within easy commuting 
distance of New York City and 
other large shopping centers mak- 
ing it necessary for a store seeking 
to hold existing business and to 
get more trade from new custom- 
ers to be on its toes. The store has 
merchandised these improvements 





New Layout, New Lines More 





by means of weekly advertising in 
two local newspapers in which at- 
tention has been called, depart- 
ment by department, to the new 
arrangements as they have been 
completed. Pictures have ap- 
peared in these ads of some of the 
newly installed and newly ar- 
ranged departments. 


Feminine Lines at Front 


“Briefly,” says Al King, presi- 
dent and general manager, “every- 
thing for the ladies is up front 
and everybody likes the new ar- 
rangement. We did not increase 
our staff, but gave higher wages 
as the result of increased volume. 
Major units of sale and better dis- 
play have helped to more than 
double our average sale per cus- 


Fencing and power tool acces- 
sories are among the items which 
are given prominence in this section. 
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Than Doubled the Average Sale 





H. Blumberg & Sons, Inc., increased display space 
one-third and storage facilities by 50 per cent 





tomer. We have kitchen ranges 
and cabinets on display now and 
will add kitchen and laundry plan- 
ning services, including installa- 
tion except for plumbing and fluor 
covering. Outside salesmen will 
sell major electrical appliances 
and some major gas appliances— 
following up leads and also on a 
‘cold canvass’ basis. The changes 
already made have increased dis- 
play space one-third and storage 
facilities about 50 per cent.” 


Paint and Wallpaper 


Shelving, which previously ran 
up to the ceiling, has been cut 
down so that all merchandise— 
except for part of the newly lo- 
cated paint and wallpaper depart- 
ment—is at an easily accessible 
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A part of the new 
giftwares display. 
One entrance has 
a sign “Distinc- 
tive Gifts—House 
Beautiful — Fine 
China.” Note the 
step-up displays 
and wall units of 
different levels. 
Gray-blue lin- 
oleum adds to the 
attractiveness of 
this department. 





Kitchen cabinets, sinks and stoves are shown in this section. See how 
artificial tiles for modernizing kitchen and bathroom are featured. 
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UNSURPASSED 
VALUE IN 
FINE TOOLS! 





Jobber! 





No. B-456 Counter Display 


1 Display Consists of: 
| doz. B-44 [4"x!/," 
1 doz. B-54 (5"x!/,") 
1 doz. B-66 (6"x5/16") 


(Packed 6 Display Units per carton) 


Much of Great Neck's tool research 
and study has earned the praise of 
mechanics and engineers. In a recent 
study of screw drivers on the market, 
one conclusion was reached: A top- 


notch, 


sturdy, long-lasting, efficient 


screw driver was needed badly. And 
here, in Great Neck's B-Line, is the 
evolution of this demand and need in 


screw drivers. 


We believe it is the 


finest value in screw drivers on the 


market today or any day. 


Screw Drivers Are— 


TWISTPROOF— 


Blade shank firmly embedded in 
handle, riveted to both handle 
and steel ferrule. 


REINFORCED— 


Shaft extended clear through 
handle, for withstanding hammer- 
ing and prying abuse. 


HEAT TREATED— 


Business end of tool specially 
treated: hardened and tempered 
for rough duty. 


HEAVILY CAPPED— 


Heavy steel cap armors handle to 
tolerate the heaviest blows. 


Mineola, N. Y. 


GREAT NECK SAW MANUFACTURERS, INC. 








A section of the new paint and wallpaper department. 








Wide aisles aid 


traffic flow. Pyramided displays of large containers stress big stocks. 


level. The paint department, for- 
merly in the back of the store, is 
now in a recently added room 60 
by 25 ft. in size (the only building 
added to the previous setup). It 
has its own show windows and 
entrance, but is connected with 
ample doorways to other depart- 
ments of the store. 

As to the alterations, which 
were made on a “business as 
usual” basis, Harry J. Schmitt, 
assistant to Mr. King, says “Most 
of the modernization was done by 
a maintenance man, although con- 
tractors did some of it. The store 
was never closed because of the 
changes and, although the project 
is not yet complete, the store’s ap- 


pearance has been greatly im- 
proved.” 

The hardware department, now 
in a room by itself opening from 
the main display room and more 
modern than ever before, is lo- 
cated in quarters formerly given 
over to a shipping and receiving 
room. A store-wide improvement 
was the installation of fluorescent 
lighting units which have doubled 
the illumination level throughout 
the entire place. All fire doors be- 
tween the different units are en- 
closed in pockets used for display 
purposes. 

What was formerly the unat- 
tractive back end of a warehouse 
is now camouflaged with a “colo- 


— 
EVERY ‘THING ~ 
THE HOME 
GARDEN 


——— |; CHiNa- “GLASSWARE 









































This “colonial facade.” enclosed by a real lawn and picket fence may be 
seen from a distance by day and is floodlighted at night. This was once 
an unattractive wall enclosing an end of the warehouse. It’s better now. 
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nial” front, seen by all people 
using a community parking lot in 
the back, as well as by those pass- 
ing by on a public thoroughfare. 
A further improvement was the 
new oil room, not generally seen 


by the public. It has concrete ceil- 
ing and walls and steel flooring, 
each plate of which is individually 
grounded. Lighting units in the 
oil room are enclosed in fireproof 
units. 





Mass Displays Get Results 
In China and Glassware 


(Continued from page 93) 


which sell from $3.50 and up. 
There is considerable demand for 
them and when placed near the 
dinnerware they move better than 
at any other location. 

Despite the fact that more pat- 
tens of dishes are stocked in 
peace than in war time, this store 
still has a variety of dishes, al- 
ways having been a large buyer 
of such items. Prices range from 
$7.95 per set. Dishes in 32, 53 
and 93-piece sets are in stock. 

In addition to its regular pat- 
terns, the store carries a medium- 
sized stock of plain white dishes. 
Farmers especially use many of 
them as replacements for their 
damaged everyday sets. And prac- 
tically every farm woman likes to 
have many of these lines so she 
can feed from 20 to 30 people who 
may come to visit on picnics, or 
as members of threshing crews. 

Farm women also buy two and 
three times as many mixing bowls 
as townspeople, because they do 
more cooking and baking. And 
they are strong on purchasing 
numerous crocks of various sizes 


for sundry farm uses. The Econ- 
omy store has ample stocks of all 
this merchandise for its farm 
customers. 

Colored pottery has proved pop- 
ular as gifts for various occasions. 
Colored teapots, cookie jars and 
vases are in steady demand most 
months of the year. All such 
items are neatly displayed at all 
times. 

Mr. Dodson has a young lady 
working for him in the china de- 
partment who knows how to dis- 
play this stock and sell it. She 
is also able to trim numerous 
excellent windows, featuring china, 
glassware and gifts. These win- 
dows have a great deal to do with 
attracting more business to the 
department. 

An open-back window is used 
here, which means that customers 
can look right into the store. Mr. 
Dodson expects to continue his 
china, glassware and gift depart- 
ment after the war. He says the 
lines have done well enough for 
him these days to warrant doing 
so from a profit angle. 





Outdoor Displays Catch the Eyes 


Of Passing Farmers—Sales Result 
(Continued from page 99) 


ers and where we are located. 
Then these neighbors watch for 
our store when they come to 
town.” 

The firm also gives farm items 
occasional display in one of its 
large backless windows. This ar- 
tangement enables’ prospects to 
gaze at the items on display in the 
window and also to look into the 
store where other farm merchan- 
dise is shown. This also helps to 
encourage buying, Mr. Young re- 
ports, 

One aisle and wall location is 
devoted to a showing of farm 
items. It is kept neat and attrac- 
tive at all times. At the rear of 
the store there is a section given 
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over to the display of steel goods, 
always an interesting spot for 
farmers to visit 12 months of the 
year for forks, spades and other 
items. 

Mr. Young believes that in the 
post-war period his store will con- 
tinue to sell many farm items. 
Every effort will be made to ex- 
pand the pulling power of the farm 
goods department, he states, for 
the farmers also buy hardware 
items and dishes. 








Latest News on 


RECONVERSION 
on page 160 
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Hear Fibber and Molly every Tuesday at 9:30 P.M., 
E.W.T. over NBC. Courtesy Johnson Wax Company. 








Closets stay neat with 


Fibber’s crowded closet 
brings many a laugh to 
millions of people be- 
cause it so aptly typifies 
the closet situation in 
millions of homes. But, 
as Molly says, ‘“Tain’t 
funny, McGee!”’ when 
you have to live with it. 
Cluttered, outmoded 
closets plague the ma- 
jority of homes in your 
city ... and you can 
capitalize on this wait- 
ing market by featuring 
K-Veniences, the one 
line of fixtures specifi- 
cally designed to banish 
that plague. It’s a big 
volume market. . . well 
worth going after. 

As K-Veniences grad- 
ually become available, 
feature them to best 
advantage. They sell 
quickly because they 
are easy to install, 
double closet capacity, 
and they transform 
old closets into smart 
dressing units without 
structural changes. 
K-Veniences offer you 
extra traffic, good prof- 
its and fast. turnover. 





Gorment Carriers 





Hat Holders 





Trouser Hangers 


i 


Garment Brackets 





Tie Racks 


BS. 


Shoe Rocks 


KNAPE & VOGT MFG. CO. 





Grand Rapids 4, Michigan 
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(Continued from page 89) 








Just Among Ourselves 





member that in the last 20 
years—and that is all I have 
checked, the eligible non-voters 
(most of them didn’t even reg- 
ister) could have controlled 
national elections, and manv 
state and federal elections. 

If you don’t take an interest 
and a part in your local, state 
and national elections you 
have no right to complain. 


P. Ss. :- 


OUR two Senators and 
your Representative should 
be home soon. 

If none of these pressing 
problems mentioned beset you 
and your business, we suggest 
that you just send a Christmas 
card to your two Senators and 
to your Representative. 


ee & 


On the other hand, if you 
think as we do that our Con- 
gressmen should get a first 
hand picture of your needs, we 
most strongly urge you to con- 
tact them, preferably by per- 
sonal visit but if that is not 
practical by phone, wire or 
letter. And by all means, en- 
courage as many others as you 
can to do the same thing. 


You Can Transfer, But Not Eliminate 
The P unction of Wholesaling 


HOLESALING is an in- 

dispensable function in 
the distribution channe] 
through which consumer goods 
flow from factory to ultimate 
user. It embraces all of the 
essential marketing services re- 
quired from the time that fin- 
ished goods are shipped from 
plants until they are delivered 
to retail stores. 

While it is true that the posi- 
tion of the exclusively whole- 
sale firm has weakened, and 
that many have actually passed 
from the picture in certain 
merchandise fields, this is 
definitely not true in the hard- 
ware, drugs, jewelry, automo- 
tive and electrical appliance 
fields. In those fields the 
wholesaler actually is stronger. 
The services he performs have 
broadened in scope on an eco- 
nomically sound basis. 

In those businesses where 
exclusively wholesale firms no 
longer exist, or where their 
status has been greatly di- 
minished, we submit that the 
function of wholesaling has 
neither been diminished nor 
eliminated. It has merely been 
transferred and must be per- 
formed in full either by pro- 
ducer, or retailer, or by some 
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By CHAS. J. HEALE 
Vice-president and Editor 
Hardware Age 
Originally published in 
Distribution Age 


A Chilton & Publication 
x * * 


other so-called middleman 
factor. 

A manufacturer with a 
string of branch offices, includ- 
ing display rooms, inventories, 
credit facilities, local sales or- 
ganization, etc., is not therein 
performing a production op- 
eration but is rendering, for 
himself and customers, a 
wholesale function which he 
has not eliminated but merely 
has transferred, sometimes 
efficiently and economically 
and sometimes not. 

The elaborate headquarters 
and branch buying offices and 
the scattered divisional ware- 
houses operated by mail order 
and chain store organizations 
are not retail operations but 
represent a transfer, not an 
elimination, of the basic func- 
tion of wholesaling. 

In principle, the same situa- 
tion maintains when groups of 
retailers pool their buying, for- 
mally or informally. In fact, 
in several fields there are no- 
table examples where such re- 
tail buying pools have steadily 


gravitated into full bloom 
wholesale _ distribution _ or- 
ganizations. Some of them 


compete favorably, and on a 
large scale, in volume and ser- 
vices with exclusively whole- 
sale firms in their respective 
fields. 

Also, it must always be re- 
membered, that in most retail 
fields, the majority of stores 
represent relatively modest 
volume operations which 
would not support the time 
nor the costs involved in at- 
tempting to eliminate the 
wholesaler or the transfer of 
his functions to the individual 
merchants who operate these 
thousands of stores. They 
couldn’t begin to afford the 
quantities which would per- 
mit economic direct selling 
by producers in most of the 
lines carried and would have 
time for nothing else but the 
buying, if even that. Smart 
retailers know that their profits 
come only from completed 
sales to consumers. Only a 
mere handful of the nation’s 
retailers could afford to take 
over the wholesale functions 
which, we repeat, can be trans- 
ferred but cannot be elim- 
inated. 
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Modern Hardware Store Management 


(Continued from page 96) 


jn a new radio or sweeper they 
are told that they will be advised 
immediately when they have a 
good selection of these appliances 
to show, and that personal dem- 
onstrations can gladly be given. 


Obtainable Information 


Although no one is asked to 
sign anything during these home 
calls, it is almost always possible 
to pick up a vast amount of inter- 
esting information about each 
home. The salesman can later jot 
down the appliances they have, 
what new ones they will require, 
and any particular interests of the 
family. Just one suggestion along 
this line has demonstrated the im- 
portance of the home calls—that 
being the tremendous interest 
shown by men in home workshop 
equipment. One man alone has 
turned in the names and full de- 
tails of over 25 homes wanting 
this kind of equipment in a single 
section of the town. Some are re- 
turned veterans who find nothing 
so restful to both mind and budy 
as a workshop; some are wealthy 
men who enjoy it as a hobby; 
vthers are plain ordinary folks 
who like to tinker. The important 
thing to remember is that a lot of 
them are going to buy this equip- 
ment and they will buy from the 
firm that solicits the business nine 
times out of 10. 


Creates Demand 


Another highly interesting de- 
velopment revealed in our infor- 
mal survey was in connection with 
table model radios as sold in the 
last pre-war years. One store re- 
ported sales of 137 such medels 
for use in the kitchen merely by 
sending out a man with a sample 
and showing it to housewives. 
Many of these women didn’t buy 
on the spot—they came. into the 
store with their husbands—and 
did the buying there. The demand, 
however, was created almost 100 
per cent by the home calls. True, 
good advertising must not be 
overlooked, and display is essen- 
tial, but none of these forces has 
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the drive and power of well han- 
dled direct selling. 

Dealers who have specialized in 
selling the farm market say that 
there are even more items that 
direct selling will move in greater 
volume. It might be well to list 
just a few of them to picture in 
our own minds how many good 
reasons there are for going out to 
the country to make calls. At this 
time, government reports indicate 
that something less than 50 per 
cent of all rural homes are served 
with electricity and less than half 
of these homes are supplied with 
more than two or three electrical 
units. The market for appliances 
for both the rural home and farm 
itself is a vast one, and farmers 
have money in the banks as never 
before with several remarkably 
good crop seasons in recent years. 
Picture the market for fence, elec- 
tric controllers, paint, water sys- 
tems, barn hardware, rope and 
twine, poultry equipment, farm 
machinery and parts, milkers, bulk 
seeds, etc. 


Practical Demonstrations 


And this list hasn’t more than 
touched the surface of the hun- 
dreds of things they want and need 
from the hardware store. Dealers 
advised that the quickest way to 
clinch a sale for a major farm 
unit was by means of a practical 
demonstration. The writer, too, in 
many years of merchandising 
work, has found this idea to be a 
sound one. The basic reason 
back of it is that all of us like to 
see something “work,” and in ad- 
dition the farmer has been made 
the victim of so many frauds in 
years past that a local dealer has 
a definite sales “clincher” in 
showing exactly how and why a 
certain product will do all that is 
claimed for it. 

Take, for example, a new and 
improved type milker. Hardware 
men selling to dairy farmers em- 
phasized the sheer folly of even 
trying to sell such a product un- 
less the salesman knew the product 
forwards and backward. One re- 
tailer said he had gone out to see 
what objections and good points 
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FINEST HOME JUICER 


Cuts Squeezing Time in Half 
with the Single Stroke Handle 


JUICE KING sets the pace in home juicer 
design and efficiency with the Single Stroke 
Handle and these five other important 
features: 


1. Juice-All Strainer ... gets the juice 


2. Interlocking Cup, Strainer, and Base 
3. Deep-well Cup 

4. Steel Handle 

5. Open Design 


For the utmost in beauty and fine workman- 


ship, see the new JUICE KING. 


#5. 


Dotted line shows how 
one turn of the Single 
Stroke Handle squeezes 
the juice from a half 
orange. It's easy .. . 
and fast! 


NATIONAL ADVER- 
TISING on the new 
JUICE KING is ap- 
pearing in Good 
Housekeeping 
Ladies' Home Journal 
. Better Homes & 
Gardens. 





NATIONAL DIE CASTING CO. 


Touhy Ave. at Lawndale 
Chicago 45, Ill. 
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” Stecna RED SWIVEL 


TRACE CHAINS 


Soon these famous traces with the eye- 
catching Red Swivel, appearing in win- 
dows and on counters, will sell again to 
enthusiastic customers. By April 1946, 
popular fast-selling Red Swivel Traces 
should be making money for you again. 





LOG CHAINS 


No. 120 with Grab Hook, Slip Hook 
and Swivel. This standard merchandise 
should be available to you early in 1946. 
It will then be furnished in any of four 
lengths from 10 to 16 feet. Finish: Self- 
colored, bright, blacked or coppered. 





TIE OUT CHAINS 


BUCKEYE OR BROWN PATTERN 
Four lengths: 20, 30, 40, 50 feet. Assem- 
bled with swivels every 10 feet. Finished 
Bright or Bright Galvanized. Packed 
individually in cloth bags or in cartons. 


CLE VELAND 
ry [HAIN 


CLEVELAND CHAIN & MFG. CO. 


CLEVELAND 5, OHIO 





Associates: The Bridgeport Chain & Mfg. Co. Bridgeport, Conn 
Seattle Chain & Mig. Co. Seattle, Wash. © Round California Chain 
Corp., LTD. So. Sam Francisco, Cal. and Los Angeles, California 















































there were to milkers being used, 
and then he arranged for a promi- 
nent farmer to try his machine. 
After this had proved highly sat- 
isfactory, he held demonstrations 
right in the barns with nearby 
farmers expressly invited to see 
for themselves what they could 
get for the money. He said it 
beat any written or spoken words 
he ever used for downright selling 
power! 

This hardware dealer went on 
to prove that nothing killed a 
sale so easily as a poorly man- 
aged demonstration, and he fur- 
ther felt that no one in or out of 
the store should be permitted to 
try selling a product of this type 
until they had mastered all its 
selling features and was prepared 
to prove what he said. 


Personnel Training 


Recognizing the vital necessity 
of personnel training, the modern 
hardware store manager is devot- 
ing more and more time to this 
phase of selling. Many dealers 
are arranging sales meetings, usu- 
ally on a strictly informal basis 
and conducted once or twice a 
month. Since merchandise is to 
be back in quantity in these post- 
war days they have stepped up the 
frequency of these meetings in or- 
der to immediately acquaint their 
personnel with the rapidly chang- 
ing flow of goods. The staff is 
paid for the time devoted to these 
meetings, and they are often given 
a late snack at a restaurant to put 
the whole business on a more 
willing foundation. 

During these evening sales 
clinics the operator or his assis- 
tants will take up one major item 
and explain it carefully. Perhaps 
it’s an electric farm fence con- 
troller. The dealer tells his em- 
ployees how livestock can be han- 
dled with this type of fence; how 
the controller operates and how it 
insures safety; what it costs to 
operate; names of farmers using 
it successfully, and, last of all, 
any objections to it so that these 
won’t be sprung on the salesman 
unexpectedly. Even though it’s all 
very informal, even the office girl 
takes it all in for she'll have to 
help on the floor when business is 
rushing. She can tell the farmer 


enough about that electric control- 
ler to gain his attention until ¢ 
regular clerk can complete the 
sale. 

There is no doubt that all of us 
have walked out of stores more 
than once in late years when we 
asked a question no one could 
properly answer. We disliked the 
whole store because of it and per- 
haps stayed away. Now that sales 
personnel will be more readily 
available in the future we can en- 
courage our staffs to study and to 
participate in group sales meet- 
ings more effectively. Training of 
this kind need not be the chore 
it may seem at first glance, and 
the hardware sources of supply 
are ready and willing to be of de- 
cided help in this respect. 

We do not mean to hurry over 
the scores of rather specialized 
markets for the hardware store, 
but rather we have endeavored to 
present only those limited exam- 
ples that have been tried and 
found acceptable in practical use. 
We repeat that each community 
and each state has its own par- 
ticular requirements, but nearly 
all of them fall into a pattern that 
can be adapted from the selling 
methods of another product. Many 
hardware lines depend almost en- 
tirely on first class displays. An 
analysis of that subject will come 
in a later chapter in this series. 


Improved Efficiency 


The reason for such urusual 
emphasis on direct selling is not 
that the dealers interviewed or the 
writer feel the position of the hard- 
ware store is weakening. On the 
contrary, it is the opinion that the 
retail store will be made more 
efficient by so doing. There is cer- 
tain to be the keenest type of com- 
petition from many sources, and 
direct selling is just one way to 
gain and hold top billings. 

As one store manager put it, 
“I’m not going to worry about 
how we sell the first million wash- 
ers and radios—but I have a 
hunch we'll have to sell the sixth 
and the tenth million!” 

Note: Watch for the next chap- 
ter in this series. It will cover 
store display methods, self selling, 
getting the most from the window, 
special department promotions. 
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LEVER GUN and 
FILLER PUMP 


Combination 


ip a Real 
» ume Saver 



















Here is an ideal combination that the farmer will buy—The 
Model 1035 Heavy-Duty Filler Type Lever Gun and the Model 
1213 Filler Pump. It gives him the right equipment for quickly 
and thoroughly lubricating trucks, passenger cars, tractors 
and farm implements. The Lincoln Model 1035 Lever Gun is 
the only lever gun manufactured with the plunger parallel to 
the barrel, assuring a direct flow of lubricant. It develops 
10,000 Ibs. pressure and has a 19-ounce capacity. The Lincoln 
Model 1213 Filler Pump holds 25-Ibs. of lubricant and quick- 
ly fills the lever gun through filler nipple. Both these units are 
designed especially for the rough service encountered in 
farm usage. 


















NATIONALLY ADVERTISED 
TO THE FARM TRADE — 


This Lincoln Lever Gun and Filler Pump combination 





Just unscrew the cap 






on the filler nipple 






and place nipple in 





is being advertised in the current issues of leading farm 





position on Filler 





publications in the United States and Canada. These 





Pump. A few strokes 





advertisements are designed to help you sell Lincoln 





and the gun is quickly 





Lubricating Equipment to the farm trade. It is to your 





reloaded. No mess, 





advantage to have an ample stock. Be ready to supply 





no waste. 








the farmer when he calls. You can’t sell him unless you 


have the merchandise he asks for. 


—_ se 
"GET YOUR ORDERS IN NOW-- 


Order Lincoln Lubricating Equipment from your wholesaler today. 
If he can’t supply you write us direct. 


“IT'S THE FINEST THAT MONEY CAN BUY!” 


LINCOLN 
Proneer Suilders of Engineered Lubricating Equipment 
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The Position of Wholesaling 


In the 





THOMAS B. FREEMAN 


\ isi two or 


three American business men are 
gathered together these days, one 
question which is certain to come up 
is, whether our competitive system of 
business can be preserved. The an- 
swer to that question is another 
question: Will America be able to 
distribute its goods with anything 
like the same efficiency with which 
it produces them? 

No further proof is needed than 
the recent record that American in- 
dustry can produce all of the goods 
required. During the war we out- 
produced even our own imagina- 
tions. 

Now that enormous and prolific 
energy, which for 45 consecutive 
months was focused on the imple- 
ments of war, is ready to pass to 
peacetime pursuits. The huge civil- 
ian production that soon will be roll- 
ing off of our assembly lines. our 
looms, our converters’ tables, and 
our lands, must not be allowed .to 
back up and block the channel of 
swift flowing distribution. 





* Address before the Boston Confer- 
ence on Distribution, Oct. 15, 1945, 
Boston, Mass. 
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Future of Distribution 


“There is no other way by which goods can be 
gathered from thousands of sources ready for 
quick sale over the retail counter . . . except 
by having the wholesale function performed 
somewhere along the line. If there were no 
wholesalers, the average home-owned store 
would have to go out of business. The aver- 
age home store owner could not maintain con- 
tact with all the necessary resources or use 
the quantities of most of the items he would 
have to buy.” 


By THOMAS B. FREEMAN* 


President, Butler Bros., 
Chicago, Ill. 


Certainly postwar will bring an 
increased demand for low cost distri- 
bution. This country is on the 
threshold of one, if not the greatest. 
of the periods of development it has 
experienced thus far. In addition, 
vast changes in materials and manu- 
facturing techniques, transportation. 
communication, and a host of other 
developments will bring a new era 
of distribution. 


Our System Endangered 


Unless our distribution job is well 
done within the next few critical 
years, our competitive system of 
business will be in danger of substi- 
tution by Statism, Socialism, Com- 
munism, or some other totalitarian 
system. No longer is distribution a 
question of competition; it is a 
question of helping greatly in the 
survival of our democratic way of 
life. Paraphrasing the old political 
axiom—“As goes distribution, so 
goes the nation.” 

Even though in recent war emer- 
gency years the American people 
have learned to their dislike about 
living under some of the conditions 





of various forms of totalitarianism, 
there are many in our country who 
would have us “controlled” into full 
employment and prosperity. 

We must not confuse the controls 
and so-called plans of pre-war theo- 
rists with sound and necessary war- 
time controls. Some of our country’s 
most fiatriotic men and women were 
those who gave up good civilian jobs 
to work at war controls to help win 
the war. The War Production Board, 
the War Labor Board, and the Office 
of Price Administration all were un- 
doubtedly necessary at the time, and 
for the most part were ably admin- 
istered. But the time for most con- 
trols has passed. The law of supply 
and demand should be permitted to 
begin to work again—it will eventu- 
ally anyway. 

In spite of our ability to generate 
staggering mass production, we have 
not proved our ability to distribute 
goods in keeping with our produc- 
tive capacity. By now this statement 
is a platitude; nevertheless, it is a 
platitude with a significant chal- 
lenge. We know how to make things 
—but we have never yet been able 
to get them to consumers at prices 
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they can or are willing to pay so that 
they move in great enough quantities 
to keep production rolling at full 
speed, and as a result, maintain con- 
tinuous full employment. 

Purchasing power is the product 
of steady employment at fair wages. 
The government cannot create pur- 
chasing power. It can only take 
away from one and give to another 
with a big waste in between. As 
soon as the country’s machinery is 
reconverted to civilian operation— 
and that is being done speedily— 
top management’s thinking must 
focus on the problem of distribution. 
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“In spite of our ability to generate 
staggering mass production, we 
have not proved our ability to dis- 
tribute goods in keeping with our 
productive capacity ... We know 
how to make things—but we have 
never yet been able to get them to 
consumers at prices they can or are 
willing to pay so that they move in 
great enough quantities to keep 
production rolling at full speed.” 
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It’s high time that the American 
business men give no more cause for 
theorists to accuse us of over-produc- 
tion and under-distribution or under- 
consumption. Except for bare neces- 
sities, goods do not move through the 
distributive channel of their own im- 
petus—they have to be sold. That 
selling must be done by manage- 
ment and management must find 
ways to do this job economically so 
that goods will reach the consumer 
at a fair cost. 

What is to be the position of the 
wholesaler in the future distribution 
of this gargantuan quantity of goods 
which must be kept moving to pro- 
vide the somewhere between 50 and 
60 million jobs that we are told will 
be required to keep our economy on 
a high and properous level?—is a 
pertinent question. It is exceedingly 
pertinent because it has to do with 
one of America’s most important 
merchandising functions. After all 
of the alarm that has been spread to 
the effect that the national chains 
are putting the home-owned stores 
out of business, the latest figures 
from the U. S. Department of Com- 
merce show that 74.7 per cent of the 
nation’s retail business is still done 
by the home-owned store. Most of 
this is bought from wholesalers. 

There are those who would have 
us believe the large scale wholesal- 
ing is a vanishing business. I agree 
at once that the old type of wholesal- 
ing is on the way out, as witnessed 
within the last 10 years by the pass- 
ing from the scene of many large, 
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| HOLTITE Engineored Fastening 


A complete line of precision screws, bolts, nuts 
and allied fastenings from which to stock your re- 
quirements. Rugged, and uniformly accurate, these 
dependable fastenings are the result of scientific 
engineering from selection of raw materials to fin- 
ished product. Every HOLTITE sale is a completed 
transaction—no complaints, no adjustments, no in- 
convenience. Sell HOLTITE and you give your cus- 
tomers that extra measure of quality and satisfac- 
tion that results in profitable repeat orders. 






New Bedford, 
e Mass.. USA. 


HOLTITE fastenings are packaged in sturdy, attractive boxes 
designed for rugged use and counter sales appeal. The color-coded 
labels are helpful aids to users of shelf stock. Legible type logically 
positioned identifies contents at a glance, and the colors acting as 
automatic indicators save time and error when taking inventory and 
when selecting customer’s requirements. 


HOLTITE-Phillips Recessed Head Screws & Bolts 


FOR ANWY APPLICATION-IN ANY MATERIA 
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Stock these modern, easy-driving fastenings for home work shops and 
repairs. Driven by hand or power, the bit or driver cannot jump from 
patented recess to mar work or injure operator. More holding power, 
neater appearance. 

Specify HOLTITE to your Distributor 
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“It is true that the home-owned store merchant has tried to go around 
him and buy goods direct from the manufacturer, thinking he could re- 


duce the cost of his merchandise. 
go around the wholesaler and sell direct to the retailer. 


Many manufacturers also sought to 


This meant 


that the manufacturer had to establish a sales force, credit department 
and considerable other overhead, all of which had to be added to his 
selling price. Not only do his prices increase, but usually he does a 
less efficient job of distribu:ing his own goods, because of the limita- 
tions he places on them through this method.” 
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old wholesale companies. But at the 
same time others have been started 
and some of the old ones have grown 
and prospered at as favorable a rate 
as the chains, mail order companies 
and department stores. 

The future was never brighter for 
the wholesaler who will rid his busi- 
ness of the traditional barnacles of 
unprofitable practices, such as long 
dating, frequent small orders, extra 
discounts, etc., and apply methods 
that fit this era of modern distribu- 
tion. Far too long wholesalers spent 
the majority of their effort, time, and 
money trying to patch up the weak- 
ened spots of age-worn systems, in- 
stead of aggressively developing and 
adopting new systems, using only 
such parts of the old as were valu- 
able, both to their customers and to 
themselves. 


Function of Wholesaling 


Wholesaling as a function is 
principally to buy goods in bulk 
from original sources all over the 
world, assemble them in warehouses 
accessible to retail merchants, and 
re-ship them promptly as needed in 
quantities suitable to the require- 
ments of each merchant. There is 
no other way by which goods can 
be gathered from thousands of 
sources ready for quick sale over the 
retail counter, chain or home-owned, 
except by having the wholesale func- 
tion performed somewhere along the 
line. If there were no wholesalers, 
the average home-owned store would 
have to go out of business. The 
average home store owner could not 
maintain contact with all the neces- 
sary resources or use the quantities 
of most of the items he would have 
to buy. 

In fact, most of the goods handled 
in units of chains have to clear 
through a “break down” place of 
some sort. Practically all chains 
operate wholesale warehouses of 
their own. Those that handle a wide 
variety of goods also buy much from 
wholesalers. Much of our national 
distribution of such large unit prod- 
ucts as major electric appliances, 
radios, floor coverings, etc., are sold 
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to. retailers through distributors. 
When the electric refrigerator re- 
tailer needs a box quickly—he gets 
it from his wholesaler; not from the 
factory. My prediction is that you 
will see more of such goods handled 
by wholesalers for manufacturers. 
The small retailer is just too far 
away from the huge factory in both 
mileage and problems—the retailer 
must not only have someone closer 
to him physically, but one who 
understands his operations. 


Limits Distribution 

It is true that the home-owned 
store merchant has tried to go 
around him and buy goods direct 
from the manufacturer, thinking he 
could reduce the cost of his mer- 
chandise. Many manufacturers also 
sought to go around the wholesaler 
and sell direct to the retailer. This 
meant that the manufacturer had to 
establish a sales force, credit depart- 
ment and considerable other over- 
head, all of which had to be added 
to his selling prices. Not only do 
his prices increase, but usually he 
does a less efficient job of distribut- 
ing his own goods, because of the 
limitations he places on them 
through this method. 

Very many manufacturers do not 
seem to know the wide variation be- 
tween the profit they make on goods 
sold in wholesale quantities and 
those sold to home-owned stores. In 
fact, many heavily penalize whole- 
salers and other large distributors 


- by making them pay for their losses 


on sales to small customers. 

The home-store owner who tries 
to buy from a large list of manufac- 
turers soon discovers that he has de- 
feated his purpose. His stocks be- 
come unbalanced; his capital gets 


tied up in stocks of slow moving 
items that it was necessary to buy in 
too large quantities for his com- 
munity’s need. At best he kills his 
turn; at worst he puts himself out 
of business. Both the efforts of the 
average retailer and some manufac- 
turers to circumvent the wholesaler 
usually have failed, and as great a 
proportion as ever of the goods sold 
by the home-store merchant still 
goes through the wholesaler. 

Economists must study distribu- 
tion more closely to help manufac- 
turers and retailers know when and 
where the wholesaler can do the job 
most efficiently. Manufacturers must 
put cost accountants and time and 
motion engineers to work on their 
distribution setup to learn the truth 
about it. Home-store owners must 
learn how to discriminate between 
profitable and unprofitable direct 
buying. While some of our custom- 
ers, who operate single stores, are 
talking about direct buying to elimi- 
nate the “middleman,” the heads of 
some large chains are asking my 
company to supply their stores’ 
needs for a long list of items from 
our distributing houses. We whole- 
salers have a job to do, too, in point- 
ing out to home-store owners the 
economic soundness—yes, the indis- 
pensability of the good wholesaler. 

The competitive years just ahead 
seem to me to require complete co- 
ordination between the manufacturer 
and the wholesale distributor, in ex- 
actly the same degree that it does of 
the retailer and the wholesale dis- 
tributor. Only in proportion as these 
three functions cooperate for low 
cost distribution, can the enormous 
flow of goods that our American in- 
genuity is geared to produce be kept 
moving—and it must be kept mov- 
ing. 


Opportunity to Improve 


Many manufacturers fall far short 
of reaching their potential place in 
their industry because of ineffectual 
marketing of their products. The ve- 
hicle which carries the finished 
product to market is equally as im- 
portant as the product itself. This 
is where the manufacturer can find 
his most fertile opportunity for im- 
provement. 

Having spent my life in the field 
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“In my opinion, there will be practically no important home-owned 
stores operating independently of a modern wholesaler ‘hookup’ in a 
few years from now. There were very few at the end of the last de- 
pression. Nor will there be any important, large scale wholesalers who 
do not provide a ‘hookup’ for capable home-store owners.” 
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Good news for designers, engineers, manufacturers, dealers 
and users alike. It means you} can have — not “just gasoline 
engines” — but Briggs & Stratton “Air-Cooled Power.” 


Precision manufacture and constant advancements in design 
and engineering account for the brilliant record of well over 
2-% Million of these trouble}free 4-cycle gasoline engines 
during 26 years of continuoug production. 


Only by specifying Briggs § Stratton “Air-Cooled Power” 
can you get all of the advaftages which have earned for 
Briggs & Stratton unquestioned leadership as manufacturers 












of “the world’s finest gasoline engines.” 


BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S.A. 
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of distribution, I know from experi- 
ence the need of the retailer for con- 
stand guidance if the outlet for the 
manufactured goods that his store 
provides, is to be permanent. Many 
manufacturers, by the very nature of 
their function, have little control 
over their product once it reaches 
the media in which they place it to 
carry it to its ultimate market. But 
at that stage, the marketing of the 
product is only started. The manu- 
facturer needs a long range plan, 
and a permanent channel for the 
maintenance of a profitable flow of 
his goods. The good wholesaler by 
virtue of his accumulated knowledge 
of retail outlets is an interpreter of 
public demands, and is a means 
therefore of insuring, through his 
advance orders, re-orders and con- 
tinuous contact with the retailer, the 
even distribution of meritorious 
goods. 


Value of Advance Orders 


The wholesaler’s advance orders 
usually placed with manufacturers 
much earlier than any others are of 
value, not only from a quantity and 
distribution viewpoint, but also as 
indicators of* quality, size, type, 
style, etc., which retailers are likely 
to persuade their customers to buy. 


The advance orders of the whole- 
saler also furnish the manufacturer 
with the means of stabilizing the em- 
ployment in his plant, because they 
often eliminate the rush and slack 
periods that otherwise occur. 

Perhaps one of the most impor- 
tant contributions of the wholesaler 
to economic stability is his ability to 
iron out market fluctuations. He 
does this by careful regulation of 
buying habits. And the substantial 
size of wholesale stocks aid the na- 
tional economy by acting as a shock 
absorber, cushioning the effects of 
both rising and falling prices. 

The inter-position of the whole- 
saler between the manufacturer and 
the retailer tremendously decreases 
the number of transactions and 
handling of goods in the process of 
distribution. The wholesaler, as I 
have already pointed out, does this 
by warehousing thousands of items 
and lines and assembling them for 
the retailer in usable quantities. 

Moreover, the wholesaler repre- 
sents a multiplicity of manufacturers 
at one and the same time. There- 
fore, the selling cost of the product 
of most manufacturers is less by far 
than the manufacturer could possi- 
bly achieve. 

The present trend toward decen- 
(Continued on page 135) 
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Charles L. Gougler, presi- 
dent, brings to the C. L. 
Gougler Keyless Lock 
Company the organizing, 
executive and manufactur- 
ing ability which in less 
than twenty-five years de- 
veloped the C. L. Gougler 
Machine Company into 
one of Ohio's leading in- 
dustries. His name is the 


trade of stability, quality 
and value. 





assurance to the hardware - 
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ITH THE PURCHASE of the J. B. Miller Keyless Lock Co., 

established at Kent, Ohio, in 1888, The C. L. Gougler Keyless 
Lock Company offers the trade the newest and finest of keyless locks 
—produced by the successful experience of nearly sixty years and 
the most modern equipment with facilities for volume production 
and engineering progress. 
Here are two new Gougler Keyless Padlocks, outstanding in design, 
strength and precision-built mechanical excellence, with high lustre 
chrome nickel finish, hardened shackles, and automatic double locking. 
No. 10, Red Dot Keyless Padlock, over-all size 2%” by 3%” by UV”. 
Shackle %2”, vertical clearance 1”, horizontal clearance 1%”. 
No. 20, Red Dot Keyless Padlock, over-all size 2%” by 3%” by 1”. 
Shackle %”, vertical clearance 1”, horizontal clearance 1%”. 


No. 21, (for bicycles), same as No. 20 
except with vertical clearance of 52”. 






Your inquiries for complete informa- 
tion and samples are welcomed, 


Sold through the Jobbing Trade Only 
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Has Five Turnovers a Year in Paint — 


Wallpaper Between Three and Four 





KE. 25 years the 


Rathbone Hardware Co. of Spring- 
field, Mo., had an active paint de- 
partment. But it did not handle 
wallpaper. 

When Claud H. Rathbone, son 
of the founder of the business. 
took over the management he de- 
cided to put in a stock of wall- 
paper and have both paint and 
paper in the same department. 
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Rathbone Hardware Co. combines the 
departments to its profit. Expects 
to swell sales by outside contact 


A room, 20 by 60 ft. in size, 
was decided upon for the joint de- 
partment. All building contractors 
were sent a letter telling of the 
decision and were asked to come 
in and make suggestions as to dif- 
ferent paper which should go into 
the stock. A large customer’s 
paint list, giving names and ad- 
dresses and recording sales over a 
10-year period, had been kept up 
to date. Letters were sent out to 
all names on this list announcing 
an opening date for the wallpaper 
section of the department. 

A second circularization the 
week before the opening included 
a wallpaper catalog showing 125 
different samples. Display ads 


A view of the paint section. The joint departments occupy a 20 by 60-ft. room. 





were carried in the local papers. 
These also announced the opening 
of the twin department and in- 
vited the public to come in and 
see the stock. 

“This is all that we did,”’ Claud 
Rathbone said, “and we had a big 
opening and have done well ever 
since.” 

Mr. Rathbone feels that wall- 
paper and paint go together just 
as do bread and butter. It has 
been his experience that a cus- 
tomer for one, more likely than 
not, is a customer for the other. 
Also, having the two departments 
in the same section tends to boost 
sales for both lines. 

During the war it was hard to 
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d Here is the wallpaper section. Everything is where you can get at it 
. and chairs are provided for customers engaged in inspecting samples. 
ud 
ig 
aa hold to the pre-war variety but the 1945. If general conditions in the 
firm reports being able at all times building field ease and supplies 
ll- to maintain a large stock and have are available by mid year, I be- 
ist a sufficient supply on hand. lieve we will show a much greater 
as The present wallpaper stoc': increase. 
Is- runs between $3,500 and $4,000 “We have found that personal 
an and the store is experiencing be- contact is a big factor in making 
r. tween three and four turnovers paint and wall paper sales. The 
ts per year. The paint section will firm that goes out after the busi- 
st invoice around $8,000 and here ness and calls on the new builder 
the turnover is somewhat greater before the building is up usually 
to —for the last half of 1945, at the gets the sale. 
rate of five times per year. 
The Rathbone Hardware Co. has Advertising 
two salesmen assigned to the joint Saar aes 3 ? 
d ae We will continue to advertise 
epartment. The store has six em- . : 
| ag Br? ges in the papers and by circular, but 
ployees besides the manager and ; : 
hookkee 3 will rely mainly on our contact 
ookkeeper. In rush seasons one aaa ‘ ” 
Sitenes t mn : man to bring in the bigger orders. 
ployee trom the store 1s 4as- 
. oe The Rathbone store was founded 
signed to assist in the wallpaper . - 
and paint department in 1897 by J. H. Rathbone, father 
of the present owner. The Rath. 
WH Recseees Stock bone family has always been ac- 
: tive in civic affairs and in boost- 
Our plan for 1946,” Mr. Rath- ing Springfield and their home 
bone said, “is to increase the stock state, Missouri. Claud Rathbone 
of wallpaper to around $8,000 and says that taking an interest in 
the paint to at least $15,000. We civic affairs and boosting your 
will have one outside contact man town and state is as essential as 
for the joint department. This being a good merchandiser. “In 
man will act as salesman and also fact,” he says, “I think it is being 
make calls on contractors and all just that.” 
those who have been given build- 
ing permits. 
“Our 1945 gross will show an Latest News on 
merease over 44 of about 20 per RECONVERS 
cent. We anticipate that 1946 vol- co ION 
ume in the joint department will on page 160 | 
be from 33 to 40 per cent above 
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IRST is a familiar word at Rival. 

From these factories came 
America’s first streamlined Juicer 
...and over a score of other 
housewares Originals. 


At these factories more FIRSTS 
are in the making. Firsts you'll 
want to feature. And you'll have 
first call... you who have helped 
make Rival a foremost name in 
the housewares field. 


Nationally Advertised in:— 
LADIES’ HOME JOURNAL 
BETTER HOMES AND GARDENS 
BRIDES’ MAGAZINE 
AMERICAN HOME 
HOUSE BEAUTIFUL 





MANUFACTURING CO. 
KANSAS CITY, MO. 


Creators of the Juice-O-Mat 
America’s FIRST Streamlined 


Juicer 














































































Form Equipment Dealers Protest Against 
Tax Advantages Now Enjoyed By Co-ops 


“T 
HE Job Ahead” 


was the theme of the 46th annual 
convention of the National Retail 
Farm Equipment Association at the 
Hotel De Soto, St. Louis, Mo., Oct. 
22-24, attended by 430 members and 
guests. The association protested to 
the House Ways and Means Commit- 
tee, tax exemption privileges given 
to Consumer Co-operatives holding 
that all kinds of established business 
should be subject to the same regu- 
latory measures and to equal taxa- 
tion. A letter to President Truman 
requested “the aid of his office in 
the settlement of labor disputes and 
work stoppages in farm equipment 
production plants.” L. C. Hilleman, 
State Center, Iowa, retiring presi- 
dent was succeeded by Ferd Detjen, 
Wapakoneta, Ohio. 

H. S. Lord, president, Farm 
Equipment Institute, was introduced 
at the opening session. Merle S. 
Tucker, vice-president, The Oliver 
Corp., Chicago, Ill., said the num- 
ber one job ahead for manufacturers 
is “to produce the largest possible 
volume of farm tools for the next 
crop season. The shortage of both 
gray iron and malleable castings is 
a serious drawback to the industry 
in producing needed volume of farm 
tools for next season and manufac- 
turers are having difficulty obtain- 
ing component parts. However, he 
expressed the opinion production 
would be at a higher rate than last 
winter, increasing throughout 1946 
with the greatest gain in the second 
half of that year. Besides modern- 
izing and improving methods manu- 
facturers must help “dealers set up 
better places of business on a plane 
equal to any business in their 
towns.” 

Government experiments with DDT 
and penicillin in behalf of farmers 
were outlined, as well as the work 
of the Rural Electrification Adminis- 
tration by Arthur W. Turner, as- 
sistant chief of Bureau of Plant In- 
dustry, Soils and Agricultural Engi- 
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FERD DETJEN 


neering, United States Department 
of Agriculture. He said that despite 
rapid expansion of farm electrifica- 
tion there are still 3,300,000 farms 
in this country without electricity 
and there are an additional 3,000,- 
000 rural non-farm dwellings and 
establishments unelectrified. The 
farmer, he said, “has the advantage 
of a host of new inventions, mate- 
rials and methods — plant growth 
regulators, new weed killers, star- 
tling new insecticides, better metals, 
more efficient machines. . . . You 
can be a prominent factor in direct- 
ing” the new agriculture. 





PAUL M. MULLIKEN 


W. H. Bryan, St. Louis, Mo., dis- 
cussed “The Selling Job Ahead” and 
R. M. Souder, secretary, Texas Hard- 
ware and Implement Association, 
Dallas, Tex., discussed activities of 
state associations. At dinner that 
evening Arthur C. Horrocks, Good- 
year Tire & Rubber Co., Akron, 
Ohio, talked on “The Job Ahead for 
America,” following which a motion 
picture, “The Job Ahead” was ex- 
hibited by The Ethyl Corp. Paul 
M. Mulliken, St. Louis, Mo., execu- 
tive secretary, NRFEA, gave his re- 
port, “The Job Ahead for ‘Farm 
Equipment Retailing,’ ” at the Wed- 
nesday morning session followed by 
a talk on “The Job Ahead for the 
Service Shop” by Seldon Sheffield, 
Sheffield Tractor & Equipment Co., 
Demopolis, Ala. 

In his address, “Financing the Job 
Ahead,” Chester C. Davis, president, 
Federal Reserve Bank, St. Louis, 
said that American farmers came 
out of the war with the strongest 
financial condition in their history. 
He warned that farmers will set 
their own standard of living and in- 
fluence their long-range security 
through their immediate decisions 
as to how their capital will be spent. 
He declared, “An increased use of 
credit, if confined to productive pur- 
poses, can contribute greatly to bet- 
ter living on the farm.” He urged 
credit: to enable farmers to balance 
their system of farming, to conserve 
soil and maintain its productivity; 
longer term credit for operating 
capital needs of farmers similar to 
term loans applicable in non-farm 
industries, “that may require from 
one to five years for ultimate liqui- 
dation” and a third type of credit, 
self-liquidating for recurring ex- 
penses making up annual expenses 
for production on a farm. 

A sound movie, “For Years to 
Come” of the Soil Conservation Ser- 
vice, U. S. Department of Agricul- 
ture, was followed by the address 
of President-elect Detjen, “The Job 
Ahead for You and Me.” Mr. Det: 
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jen said, “At the present time, finan- 
cial corporations and banks alike 
are clamoring for farmer’s credit 
business. There is no better time 
to start than right now to arrange 
for the future handling of our credit 
business and also explain to our 
farmer customers why and how we 
can give them better service by let- 
ting these financial institutions 
handle their financial obligations. . . 
We must very carefully anticipate 
by close study the equipment and 
services that the farmer will demand. 

L. W. Sidell, Fowlerville, Mich., 
was elected vice-president. C. E. 
Diller, Princeton, Ill., was elected 
a member of the board of directors. 
Directors continuing in office are: 
Elmer Hummer, Lakeville, Ind.; 
H. A. Page, Prairie du Sac, Wis.; 
Archie Lee, Roseau, Miss.; J. K. 
Garner, Greenwood, Miss.; Clyde 
Tomlinson, Hillsboro, Tex.; George 
Straight, Eureka, Kan.; C. A. Nord- 
lund, Auburn, Neb.; M. R. Myhra, 
Fargo, N. D.; C. T. Whitaker, Dan- 
vers, Mass., and L. C. Hilleman, 
State Center, Iowa. Burl F. George, 
Spring Valley, Ill., completed his 
term as a member of the executive 
board. Paul M. Mulliken, St. Louis, 


Mo.. continues as executive secretary. 


Asks That Instruction 
Sheets Be Included 
With the Product 


FTEN, believes Patterson Bros., 
New York City, the man in the 
shop who receives machines and spe- 
cial tools from manufacturers and 
suppliers doesn’t know how to as- 
semble or use them because there is 
no accompanying instruction sheet 
or manual. 

Karl H. Cummer, advertising 
manager, says “I could name many 
instances in which this is true. It’s 
annoying to the user and the manu- 
facturer loses an opportunity to ad- 
vertise his product.” 

As a result, the company is send- 
ing to manufacturers a promotion 
piece suggesting they include with 
their product “instruction sheets, 
manuals and prepared procedures” 

. which “we feel should be an 
integral part of the package.” 

The piece also enumerates the 
facts that the user should know 
about the machine or special tool, 
and says to the manufacturer: “Put 
know-how into your package . . .” 

“The manufacturers,” says Mr. 
Cummer, “are backing us on this. 
They agree packages should tell the 
story.” 
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e@ TRIPLEX quality Cap Screws are now 
rolling out by fast freight. We are even 
making immediate shipment from 
stock on many of the larger sizes. 
The large diameters include *%e6’’, 5’’, 
4", Ye" and 1” sizes, up to 8” long. 

You can get TRIPLEX quality not 
only in hex heads and large diameters 
but also in flat, fillister and button- 
heads. If you want tensile strength, 

you want TRIPLEX. 


Send your order now for prompt 


THE TRIPLEX SCREW CO. 
5317 Grant Avenue 


Cleveland 5, Ohio 


ie 





nx 
Aid to Buyers 
Send for free copy of wall chart illustrating 
all standard headed and threaded fasteners. 





Army Descriptions of Surplus Goods Inaccurate, 
Says Bradley, Former Commerce Dept. OSP Head; 
Far From Satisfactory, Symington Agrees 


Bradley declares present veterans’ priority system 
unworkable and that Army’s quantity and quality 


descriptions of its surpluses are inaccurate. 


Would 


have veterans buy surplus through regular channels. 
Attacks changed discounts to co-ops, wholesalers, 
retail merchants. Symington defends pricing policies. 


re out at Army 


inaccuracies in the description of 
declarations of surplus consumer 
goods, W. S. Bradley, former di- 
rector of the Commerce Department 
Office of Surplus Property, present- 
ed a well-documented case of the 
difficulties which confronted disposal 
agencies to the Senator Mead Com- 
mittee on Nov. 6. 

In addition, to his criticism of the 
Army Mr. Bradley also took the Sur- 
plus Property Administration to task 
over the present price policy for con- 
sumer surpluses and the veterans’ 
priority, system now in operation, 
which he described as completely 
“unworkable.” 


Far From Satisfactory 


W. Stuart Symington, Surplus 
Property Administrator, agreed with 
the former OSP Director that Army 
information has been far from satis- 
factory, and effectively refuted the 
charges made against SPA’s price 
policies. However, the question of 
whether it is advisable to sell sur- 
pluses to veterans on a retail basis 
was still up in the air at the end 
of the session. Mr. Symington also 
pointed out that in his opinion the 
transfer of the disposal of consumer 
surpluses from Commerce to RFC, 
effective Nov. 5, would serve to ob- 
tain a more thorough disposal job 
because of the wider field set-up of 
RFC, as well as that agency’s long 
experience in doing business. 

Tracing the disposal of consumer 
surpluses back to VJ-Day, Mr. Brad- 
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ley told the committee that with 
Army declarations amounting to 
$100,000,000 daily it was soon found 
that difficulties in handling of decla- 
rations, inspections, sorting, manage- 
ment, and accounting made it almost 
impossible to do the job effectively 
with the 6000 employees in OSP. 


Two Categories 


Surplus consumer goods were then 
divided into two categories to facil- 
itate the task: 

1. Readily salable items, which 
were in short supply in civilian 
economy and could be disposed of 
quickly. 

2. Strictly military goods, such as 
machine gun mounts, gun parts, etc., 
which did not have to be sold quick- 
ly and, in any case, could not be 
sold without considerable effort, pos- 
sibly winding up with no other value 
than what could be realized for 
scrap. 

Items in the first category were 
to be sold under present fixed price 
policies, while the Army was asked 
not to declare items in the latter 
classification. The Army was also 
furnished a list of civilian shortage 
items three days after VJ-Day which 
it agreed to use as a priority guide 
in making declarations. The Army 
further agreed to furnish a form 
called “Intent to Declare,” which 
would provide advance information 


on prospective surpluses, listing ap- 
proximate quantities and the loca- 
tion. 

Mr. Bradley told the committee 
that while all this was agreed to in 
conference with high-ranking War 
Department officials, it was never 
carried out on the lower echelons. 
He declared that OSP has never had 
accurate information on what the 
Army has in stock, but has constant- 
ly been plagued with delays in decla- 
rations, inaccuracies in description, 
and frequent withdrawal of declara- 
tions after nation-wide sales pro- 
grams had been established. 

Many specific cases were outlined 
by Mr. Bradley. For example, OSP 
received an “Intent to Declare,” list- 
ing 20,000,000 shotgun shells. A 
sales program was started, but it 
was then learned that the shells 
were of a type of buckshot not readi- 
ly salable. At OSP insistence the 
Army dug further into the stocks 
and found 50,000,000 12 gage shells, 
which were then sold to the trade. 
According to Mr. Bradley, this was 
the exception and not the general 
rule, in most cases when the Army 
was originally in error nothing was 
done to correct it. 


Poultry Netting 


In the case of poultry netting, 
some 50,000 rolls, 21 in. mesh, 6 ft. 
wide, and 150 ft. long, were listed 
by the Army as new netting in an 
Army “Intent to Declare.” A sales 
program was begun and this criti- 
cally needed item was allocated to 
six OPA regions, where the poultry 
population was high. The sale 
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LIFETIME PRODUCT 
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LIFETIME OF SERVICE 


SELF-OPENING © SELF-LOCKING ¢ SELF-CLOSING 


@61% of ironing top is open. @ Moisture reduced. @Pad stays dry, lasts longer. 

vapors escape through these openings. @A RID-JID lifetime product, built for 

@Clothes are ironed faster with less a lifetime of service. @ Rubber shod, 
non-slip feet. @ Will not wiggle, wobble, 

: A FAMOUS NAME 2 See ‘ é 

longer, spend less time under the iron, IN AMERICAN jiggle, joggle, slip or slide. @ The table 

endure less friction. @ Fire hazards greatly WtiNavisgy with the patented full ventilation. 


electric consumption. @Clothes last 
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[VULCAN] 


// ELECTRIC 
SOLDERING 
TOOLS 


For professional soldering in 






machine shops, factories, ga- 
rages and other places where 
precision soldering at high 
speed is essential. Vulcan 
Electric Soldering Tools pro- 
duce, conduct and deliver 
constant ample heat. 


10 SIZES 
5 SIZES 


SCREW TIP - 
PLUG TIP - 
Pygmy pencil type also for use 
where there is little clearance 


or cramped space. 





Mercury 


A competitive soldering 
tool for home and occa- 
sional use. 


3 Convenient Sizes 
VULCAN 


ELECTRIC COMPANY 
DANVERS, MASS. 







Makers also of VULCAN Electric Sold- 

ering Tools for productive use, Elec 

tric Clue Pots, Solder Pots and other 
Electric Heating Devices. 













~ 





ye 














opened Sept. 25 based on 50,000 
rolls of new poultry netting. 

A warehouseman at Richmond, 
where 20,000 rolls were stored, then 
reported that 50 per cent of the net- 
ting had been stored outside and 
was badly rusted. Of the other 
30,000 rolls, stored at another loca- 
tion, only 1000 rolls were as speci- 
fied. The remainder was camou- 
flage netting covered with burlap, 
feathers, and wool strips. The sale 
had to be withdrawn, because of 
lack of suitable netting. 


Dry Cell Batteries 


In September some 5,000,000 dry 
cell batteries, Type BA 30, were 
listed by the Army on an “Intent 
to Declare.” They had not been 
officially declared up to Nov. 1. At 
the same time, a large quantity of 
Type BA 2 batteries were listed by 
the Army as being located in Phila- 
delphia. These batteries were never 
declared as they could not be found 
in Philadelphia. 

A large quantity of razors and 
also withdrawn 


razor blades was 
after a sales program had_ been 
started. 

Of 60 sales programs instituted 


in September, 40 had to be with- 
drawn or held up, because of in- 
accurate Army descriptions, wrong 
listing of quantities and _ location, 
and complete withdrawal of some 
declarations. These programs in- 
volved a tremendous amount of 
work, and their concellation created 
considerable consternation in trade 
circles. No Army explanation was 
ever offered, according to Mr. Brad- 
ley. 


Records Inadequate 


Emphasizing that Army records 
seemed wholly inadequate Mr. 
Bradley estimated that 40,000 in- 
spectors would be needed by the dis- 
posal agency if the Army did not de 
its required job in regard to surplus 
declarations. He pointed out that it 
was of the utmost importance for 
the disposal agency to have accu- 
rate knowledge of Army stocks, 
since sales programs must be based 
on specific quantities if markets are 
not to be disrupted, as outlined in 
the Surplus Property Act. 

The former OSP Chief scored the 
services for announcing declarations 
of surpluses prior to informing the 
disposal agency so that sales pro- 
grams can be established. 

Mr. Bradley also stamped the 


present veterans’ priority system, 
under amended SPA Reg. 7, as “un- 


workable” and “physically impos. 
sible.” He said that to carry out the 
provisions of this regulation the 
government would be required to 
establish retail outlets or mail order 
houses on an unheard of scale. 

Under his interpretation of the 
regulation, the disposal agency 
would have to assemble central 
warehouse stocks and sell a set of 
tools on a retail basis to any veteran 
who had set himself up as a barber, 
plumber, carpenter or in any other 
trade. It was his belief that the 
veteran and the government would 
be better served if veterans pur- 
chased surplus goods through regu 
lar channels of trade. 

While Mr. Bradley expressed the 
opinion that the application of any 
priority interferes with sales, he felt 
that a workable system could be ap- 
plied to the priorities granted to 
units of government and_ tax-sup- 
ported institutions. 


Administrator Criticized 


On the question of price, Mr. 
Bradley strongly criticized the ac- 
tion of the Surplus Property Ad- 
ministrator in wiping out the 10 per 
cent discount for cooperatives, chain 
stores and mail order houses 
granted by OSP, and the blanket 25 
per cent discount allowed for whole- 
salers. 


Variable Discounts 


Under the new order, Mr. Syming- 
ton in rebuttal explained, whole- 
salers will be given a variable dis- 
count depending on the goods in- 
volved as is the case in normal trade 
practices. In addition, chains and 
mail order houses are classified as 
“retailers” as are buying offices of 
assotiated groups of retail stores. 
Wholesalers or manufacturers who 
own, operate, or control retail stores 
are required to buy as retailers for 
their company-owned or controlled 
stores. Wholesalers who serve small 
independent retailers are to be given 
adequate discounts below the selling 
price to retailers sufficient to com- 
pensate them for their distributive 
function. Retailers making volume 
purchase of a single item will be 
granted a discount which shall be 
generally not more than 5 per cent 
off the selling price at the retail 
level. 

However, Mr. Symington upheld 
Mr. Bradley’s criticism of the Army. 
but was anxious to give the veterans’ 
priority system a trial before con- 
demning it, although the Surplus 
Property Administrator admitted it 
would be a difficult task. 
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The Dean’s P 


‘Lee story describing 


the trial shot of the atomic bomb 
on July 16 near Alamogordo, 
N. M., not only astonished the 
world and opened a new era but 
it moved some old friends who 
have settled in the hardware busi- 
ness in that section to write the 
Dean some very interesting letters. 

The first—after an interval of 
many years—came from Tom But- 
ler with Chas. Ilfeld Co. of Albu- 
querque, N. M. He tells of his 
experiences after leaving the old 
Simmons Hardware Co. and join- 
ing his present company. He re- 
lates how happy he has been and 
what a wonderful country New 
Mexico and that part of the world 
is. He refers to a recent article 
by the Dean on the healthfulness 
of Kansas and suggests I look up 
the health record of New Mexico. 

Then comes a very interesting 
letter from E. L. Moulton, presi- 
dent of Chas. Ilfeld Co. of Albu- 
querque, about the planning they 
are doing in New Mexico to attract 
people to that state and provide 
them with employment. He states 
that the problem is to provide 
good jobs. A study has been made 
and the answer is that New Mex- 
ico must develop its manufactur- 
ers. Just to wholesale, retail, or 
distribute goods only takes a few 
people as compared with manufac- 
turing. 


“New Mexico’s Future” 


Mr. Moulton sends me a book 
written by him entitled “New 
Mexico’s Future on Economic and 
Employment Appraisal.’’ For 
clearness, frankness, arrangement 
and interesting statistics, not only 
about New Mexco but also about 
the country as a whole, I have 


found few such studies so well - 


worth reading. 
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By SAUNDERS NORVELL 





SAUNDERS NORVELL 


Just now, many of our states 
and towns are studying their best 
plans of development and I can 
recommend the work of Mr. Moul- 
ton in the highest terms. I am 
sure he will be glad to send copies 
to responsible persons engaged in 
similar studies. 


Small Businesses 


One remarkable part of the na- 
tional study is the part played in 
our national economy by small 
businesses and small manufactur- 
ers. 

If space permitted, I would like 
to reproduce tables of figures 
showing the great importance and 
volume of “small business” in this 
country. The casually informed 
person is under the impression 
that big business dominates this 
country. Mr. Moulton’s figures 
indicate that this is a very wrong 
conclusion based on the record. 
If you are interested in the de- 
velopment of your state or city 
get this book. 

Then along comes another let- 
ter from James T. Keogh of 
Becker-Keogh Hardware Co. of El 
















age 


Paso, Texas. Some 50 years ago 
“Jimmie” Keogh went to El Paso 
as a salesman helper to Wheelock. 
He didn’t have a town on the rail- 
road. He was expected to “beat 
the brush.” Mr. Keogh went into 
business in El Paso and has pros- 
pered. He begat sons and daugh- 
ters. They are all married and 
he writes he has six grandchil- 
dren. One son is with him in the 
hardware business. 


Fifty Years Ago 


He writes me a long letter about 
his adventures traveling in New 
Mexico, Arizona and South West- 
ern Texas 50 years ago. It would 
make a fine Western movie thrill- 
er. Murder, train and coach hold- 
ups, Texas rangers, gambling, etc. 
But Keogh writes he never had 
any trouble—he collected and car- 
ried large sums of money, but 
was never held up. He refers to 
a saloon and gambling place at 
Mogallon, N. M., that boasted the 
name of “The Road to Ruin.” He 
remarked he often slept upstairs 
over this saloon on a cot with his 
stage driver. He also explained 
that. stage robbers made their 
escape after a hold-up by having 
previously arranged relays of 
horses back into the mountains. 
They were seldom caught as there 
were no telegraph or telephone 
communications in the countrv in 
which they operated. 


Read About Texas 


The late Carl Woliner of The 
Panther Oil & Grease Co., Fort 
Worth, Texas, sent me a war atlas 
and so J have turned to Texas 
and New Mexico and I spent a 
fascinating hour studying the 
geography of that section of our 
country made famous by the 
atomic bomb. If you wish to read 
a story like one out of the Arabian 
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Nights read the story of Texas in 
the National Geographic Maga- 
zine. Just rubbing the magic lamp 
and making your wish is child’s 
play compared to what has hap- 
pened in Texas in the past 10 
years. When Keogh and other 
salesmen drove over the Texas 
prairies hunting orders, under 
their feet were untold millions in 
oil! 

Now last, but not least, comes 
a book about a hardware store in 
Arkansas in a town near Fort 
Smith—“Barrington” by Edward 
Tatum Wallace. This book is writ- 
ten by a man who knows hard- 
ware. It is a series of short stories 
all revolving around “Bart” the 
hardware man. 


He writes about Keen-Kutter 


cutlery and the Remington special 
salesman Omohundro who takes 
an auto-loader apart and puts it 
together again blind-folded and 
then steps out and gives an ex- 
hibition of fancy marksmanship. 
Also a story about the Majestic 
range salesman who sold three 
ranges to three ancient country 
women who paid cash, untying the 
knots in their handkerchiefs to 
dig up the money. It’s a collec- 
tion of short stories, the best of 
which is the town boy who sold 
his bird dog but who reneged on 
the sale when his dog was nailed 
up in a crate to be shipped to the 
buyer. 

Every retail hardware man will 
enjoy this book. It is published by 
Simon & Schuster, New York. 





Keymaking Also Makes Profits 


ARDWARE dealers who con- 

centrate on old-time special- 
ties such as keymaking will increase 
both volume and traffic, says Lloyd 
T. Smith, head of Lloyd T. Smith 
Hardware Company, University City, 
Mo. 

The Smith. firm has been making 
keys for more than 18 years in this 
St. Louis suburb, and when moving 
recently into a larger remodeled 
store, located the key shop just in- 
side the main display window where 
passersby could easily see the entire 
operation. This neat, well lighted 
shop, with bright orange painted 
work-bench and display boards, has 
proven a magnet for all types of new 
customers during war. 

“I have more than two hundred 
regular customers on my books now 
who made their first visit to the 
store primarily for key service” Mr. 
Smith explained. “Most of them 
after the war started. When it began 
to look as if we were going into the 
conflict I made every effort to ob- 
tain key blanks from manufacturers, 
and even spent some time on visit- 
ing other firms that were going out 
of business in order to buy up their 
stocks. This give me an excellent 
backlog of blanks. 

“From each key sale I believe it 
possible to make sales of hasps and 
staples, locks, door hardware, and 
progressively paint, varnish, and 
general household items. Therefore, 
whenever we make a key for any 
customer we make it a point to find 
out specifically what the key is 
being made for, and to suggest what- 
ever we can in the way of items 
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which fit the case. For example, 
one man ordered two keys, which 
proved to be for a playhouse he had 
built some years before for his chil- 
dren. I immediately suggested paint 
and brushes to renew it and two 
days later sold him fourteen dollars’ 
worth of items to renew the play- 
houses’ appearance. There are many 
such opportunities to ferret out sales 
possibilities.” 

Key work in the Smith store has 
been a program of utilizing normal- 
ly slack hours profitably. All keys 
brought in for duplication go into 
a box near the cash register, care- 
fully ticketed to the owner, and are 
moved to the key shop during slow- 
business periods whenever Mr. Smith 
or an assistant has free time. It 
requires only a few moments with 
semi-automatic machines to turn out 
each key. As many as 48 are made 
in a day, all during slow periods. 
A panel with 36 brass hooks is used 
to hang up finished key and original 
for the Customer’s return. 

“Lastly, key service during the 
war has been the major means 
of keeping profit on sales at 
a good level.” Mr. Smith summed 
up. “During last year we showed 
a 38 per cent profit on overall sales, 
and I credit this to the key shop. 
Despite the higher cost of blanks 
which used to cost much less, we 
have never raised the price of twen- 
ty-five cents for new keys, and con- 
sequently we feel we'll always be 
able to pay the rent and boost over- 
all profit with the steady stream of 
customers the shop attracts.” 
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@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ OIL TEMPERED SPRINGS 


McGILL METAL Prooucts Co. 


Marengo, Illinois 











PAINE ANCHORS 
CARRY the LOAD 


IN MASONRY and CONCRETE 





FAST SELLING ITEM 


Most economical anchoring device available 
for use in Lath and Plaster, Tile, Marble, 
Concrete and other hard and soft ma- 
terials. Easy to use—no setting tool needed 
and hole need 
not be plumb. 
Screw cuts its 
own thread to 
assure firm 
anchorage. 


Lead and Fiber Types 


950—LEAD TYPE—Available 
in 15 sizes from '/"" diam 
by 4 length to %" diam. 
by 2 lengths. 


955 — FIBER TYPE— Can be 
cut to size. Available in I! 
diams. to fit woodscrews — 

from No. 5 to %" lag. 955 950 


Ask your Jobber or Write for Catalog. 


THE PAINE CO. 
2°42 Corroll Ave. Chicago 12, ii. 
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For Your Early December Windows— if! 
Christmas Gifts and Galvanized Ware Wh 


CHRISTMAS 
GIFT 
WINDOW 


MERCHANDISE: 


Gifts for the family 
such as roasters, cof- | 


fee makers, mixers, 
toasters, electric 


irons, waffle irons, 
FOR THE FAMILY 




















casseroles, sandwich 
toasters, carving sets, 
kitchen knives, shot- 
gun shells, shotguns, 
jig saws, electric 
tools, tool boxes, | 
hammers, blow torch- | 
es, drill sets, fishline, 
reel, rod, roller 
skates, ice skates, 
lunch kits, tennis 

? rackets, flashlights, 
boxing gloves, table 
tennis set, football, 

air rifle, knives. 


































































































) [= 
- =} 8 BACKGROUND: 
L S = Center panel of 
40% { ~s white corrugated | 
board or painted 
aa : >i wallboard. Side pan- 
Hist : . pc els of red material. 
2 Cut-out letter of red 
material. Santa cut- 
D 1 IDEAS outs on side panels. This busiz 
igi j j a Top of panels trim- : : 
HARDWARE AGE Original Window Display med with white icicle | What wom 
border. decorating 
ous propo 
Surveys 
retailers i 
paint, rep 
GALVANIZED close-out 1 
WARE stocks of c 
WINDOW GALVAN IZ ED | = not 
MERCHA x 7 nat ca 
eteacsia im WARE ' haven’t th 
alvanized ash cans, 
gubepe cme. oar- REPLACE WORN forecast 
bage pails in several EQUIPMENT chase pai 
sizes, galvanized 
bushel baskets, gal- WITH NEW 
vanized pails in sev- 
eral sizes, snow T 
shovels, ash sifters, 
fire shovels, galvan- € > lh. FS 
ized measurers, gal- 
vanized funnels. | | | 
BACKGROUND: | 
Center panel of gray 
corrugated board or 
painted wallboard. 
Side panels of pur- 
ple material. Cut-out / 
letters of purple \ ( | yi 
material. 

























HARDWARE AGE NOVEMB! 








AS 


V 
SE: 


family 
Ss, cof- 
nixers, 
ctric 
irons, 
dwich 
5 sets, 
shot- 
tguns, 
lectric 
>xes, 
torch- | 
hline, 
yller 
kates, 
nnis 
lights, 
table 
otball, 


ND: 


ol of 
gated 
nted 
) pan- 
terial. 
f red 
a cut- 
anels. This business of knowing exactly 
what women want in painting and 
decorating colors is a mighty seri- 
ous proposition. 

Surveys disclose that 83% of 
retailers in all lines, including 
paint, reported mark-down and 
close-out troubles due to unsold 
stocks of colors which consumers 
would not readily accept. 

What can you do about it? You 
haven’t the time or resources to 
forecast color trends and pur- 
chase paint colors accordingly. 
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But you can depend on Lowe 
Brothers Color Research Plan to 
do it for you. 

No more guessing! No more 
gambling on color selection! In- 
stead, you will get known wanted 
colors that assure quick and prof- 
itable turnover from a minimum 
stock investment. 

Soon now we will release com- 
plete details about Lowe Brothers 
proved and revolutionary method 
of predetermining color trends. 
Remember it’s an extra plus over 


PAINTS «  VARNISHES 


: » Lowe brothers _ 


Be right about women’s 3 
color wants, or pay the +7 
penalty of obsolete, 


distressed stock 













































and above Lowe Brothers tradi- 
tion of continuously improving 
products, manufacturing, adver- 
tising and store selling methods. 
It’s a profit-making plus 
that will speed your 
turnover and main- 
tain your profits in 
the coming com- 
petitive days. 
THE LOWE 


BROTHERS COMPANY 
Dayton, Ohio 


They finished 
their job— 
let’s finish ours! 
Buy 
Victory Bonds 
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Employees Share Responsibility 


For Stock Maintenance 


NE responsibility that must 
QO be shared by every em- 

ployee in a retail hardware 
store is that of keeping the owner 
or buyers of merchandise in- 
formed on the quantity of stock 
on hand. This is most important 
today when it takes longer than 
usual to replace stock. Even un- 
der peacetime’ conditions, unless 
salespersons make notes of items 
where stocks are low or record 
the fact that they lost a sale be- 
cause the stock was exhausted, it 
is impossible to maintain adequate 
stock on the thousands of items 
in the hardware store. 


The “Want Book” 


Several methods are used to 
inform buyers of the condition of 
stocks. Entering an item on the 
“want book” is the most common 
method in the smaller stores. A 
list of the merchandise to be pur- 
chased is quickly obtained from 
this book. Salespeople must be 
reminded frequently to put items 
on the “want book,” when they 
lose a sale or find that the stock 
is getting low. 

The “want book” must be kept 
in a central location and this is 
often a disadvantage. Employees 
forget to put the item in the book, 
particularly when they discover 
the stock condition in a warehouse 
or other distant stock room in the 
store. 

Some stores keep employees 
supplied with small pads on which 
they can make notations about 
stocks no matter where they may 
be in the store. These pads are 
carried with them just as they 
carry their salesbooks. A note can 
be made on them as to the condi- 
tion of a stock while they are 
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waiting on customers. These slips 
are then placed in the cash register 
along with sales slips or deposited 
in a box attached to the register. 

These slips usually are printed. 
They provide space for noting the 
item, its department, and other 
pertinent information. The item is 
listed under one of. three headings 
all of which are printed on the 
slip. One heading is (1) “Our 
stock is low on .....”;. another 
is (2) “We are out of .. ..”, and 
the third is (3) “I lost a sale 
for .. ..”. A heading (4) “I had 
a call for .. . .” can also be used. 
All the salesman needs to do is to 
fill in the item after the proper 


heading and turn in the slip when 
it is convenient. 

These slips are collected each 
day and are turned over to the 
owner or to the proper buyer. It 
naturally follows that stock will 
be taken on the entire line so that 
other shortages may be discov- 
ered and an order placed to bring 
all of the stock up to its usual 
standards. 

This job of checking and re- 
porting on condition of stock is 
just as important as selling goods. 
Unless stocks are maintained the 
salesman will have nothing to sell. 
Then both the salesman and the 
business suffer. 











Test Your Hardware Sense! 


Grade yourself in the following manner to see how good 
you are. Each question correctly answered is worth 20 points. 
A grade of 100 is excellent; 80 is good; 60 is fair; 40 is poor, 
and 20 is very poor. The correct answers to these questions 


will be found on page 174. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—If the base price on common wire nails to the dealer is 
$3.32 per 100-lb. keg, figure the cost of 20d, 6d, and 12d nails. 
2—Anti-freeze costs a dealer 77 cents per gal. in broken 
case lots. In case lots the price is 70 cents per gal. It retails 
at $1.20 per gal. Determine margin in per cent of selling 


price in each instance. 


3—Capital stock invested in a business is $30,000. Dividend 
rate is 10 per cent. How much cash dividend would a stock- 
holder owning 20 shares of stock with a par value of $100 


receive? 


4—A dealer’s rental is based on a percentage of his sales 
volume. In 1943 sales were $30,000 and he paid $900 rental. 
In 1944 sales were $40,000 and he paid rent of $1,200. Find 


the rental percentage. 


5—Freight on a shipment of clothes baskets is 2 per cent of 
the cost value of the goods which is $70. Figure the amount 


of the freight. 





(Answers on page 174) 
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The Position of Wholesaling 


In the Future of Distribution 


(Continued from page 120) 


tralization will continue. The growth 
of speedy air communication and 
transportation will be an important 
factor in developing new trading 
centers. There will be more, not 
less. small and medium sized home- 
owned stores. 


The Home-Store Owner 


Check up in the towns and cities 
of the country! It is the home-store 
owners who do the real “citizenship” 
jobs that keep them good American 
communities. The more good home- 
store owners there are, the better for 
the general welfare of the nation. 
The more there are of these, the 
more necessary it becomes, if costs 
are to be kept down—and they must 
—for the manufacturer to use the 
most economical avenue of distribu- 
tion available to him—the whole- 
saler. The great number of perma- 
nent retail outlets that the modern 
wholesaler establishes and guides, 
add up to increased volume and 
lower selling costs. 

In my opinion there will be prac- 
tically no important home-owned 
stores operating independently of a 
modern wholesaler “hookup” in a 
few years from now. There were 
very few at the end of the last de- 
pression. Nor will there be any im- 


portant, large scale wholesalers who 
do not provide a “hookup” for capa- 
ble home-store owners. 

It is no longer possible for an 
important home-store owner to pro- 
tect his place in the community 
without a planning program, mer- 
chandising and figure guidance and 
regular expert supervision. He must 
keep his store fully adequate for the 
needs of the community in every re- 
spect. It must be well located, large 
enough, modernly equipped, prop- 
erly arranged, and manned with top 
grade personnel. Anything short of 
this invites disaster, which will sure- 
ly come sooner or later in the form 
of a competitor who will supply the 
missing factors. 


No Easy Job 


From long experience I can testify 
that this is no easy job for the whole- 
saler, but it can be done and done 
profitably for all concerned—the 
manufacturer, the wholesaler, the 
retailer and the community. 

It is simple to see that wholesaling 
is an essential, born of the demands 
of the consumer to be served con- 
veniently and regularly. This de- 
mand will continue and the place of 
the ‘wholesaler in the future will 
strengthen as wholesalers learn their 
function and how to perform it well. 





Post-War Dilemma Number One 


ITERALLY hundreds of war pro- 
duction manufacturers, after a 
cursory examination of public needs 
and a more thorough survey of their 
own productive facilities, have taken 
steps to enter the household equip- 
ment market. They are being joined 
by still other scores of manufac- 
turers who spent their pre-war en- 
ergies in considerably different 


fields. 


In view of the competent manu- 
facturers already entrenched in the 
field, with trained dealer organiza- 
tions and established brands backed 
by continuous advertising, the out- 
look for the majority of these new- 
comers is extremely dubious. That 
competition will be terrific is easily 
forecast. Few of the new manufac- 
turers are in the “small business” 
class, They are more than adequate- 
ly financed and they can obviously 
hire men with know-how. The fact 
remains, however, that the market 





for household equipment is not 
limitless, that the building of an 
effective distribution system takes 
time as well as money and intelli- 
gence, and there just seems to be 
neither enough good outlets nor 
enough potential business to absorb 
more than a percentage of the out- 
put which threatens to swamp the 
consumer durable goods field. 

There is a chance, of course, that 
by the time the cream of the market 
is gone, someone will have devel- 
oped a new distribution system that 
will narrow the vast chasm between 
manufaeturer’s cost and the con- 
sumer’s price. There is admittedly 
too much water in the costs of han- 
dling, financing, shipping, ware- 
housing, advertising and retailing. 
For the good of the nation, someone 
had better go to work pumping it 
out fast. 

—Frep SMITH 

in Advertising and Selling 








Just About Ready To Swing 
Into Production On 


SOLID STEEL 


RODS 


We've completed plans for the greatest 


production program in our history .. . 
more . 
every demand. 


. . better . . . finer Rods to meet 


It’s now just a matter of getting the right 


quality high carbon steel that character- 
izes all blades.. This will arrive soon... 
and then your profits on Premax Rods 
will begin. 


ae Boducta 


DIVISION CHISHOLM-RYDER CO., INC. 
4601 Highland Ave., Niagora Falls, WN. Y. 











JUST AS THE MARKETS. 
GROW BIGGER 


LENK 


BLOTORCHES 


—are back again — with 
that dependable Lenk: 
quality which means re- 
peat sales . . . repeat 
profits! Lenk products 
were specified by all branches of the 
armed forces throughout the war, because 
Lenk quality withstood rigid inspections 
with never a reject! 


Same quality — same de- 
pendability — and bigger- 
than-ever-chance now for 
you to profit'— with Lenk 
products. + 


Manufacturers of 
Blotorches, Electric 
Soldering Irons, Solder 
Write for full details. 
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MANUFACTURERS, NWHA AND SHJA TO | 
HOLD TRIPLE MEETING, MARCH 11-14 © 























WILL MEET IN ATLANTIC CITY, N. J. 


Conventions of National Wholesale Hardware Asso- 
ciation, Southern Hardware Jobbers Association and 
American Hardware Manufacturers Association will 
have headquarters and meetings at the Marlborough- 


A triple hardware convention | 
of the American Hardware Manu- | 
facturers Association, National 
Wholesale Hardware Association 
and the Southern Hardware Job- 
bers Association, will be held in 
Atlantic City, N. J., during the 
week of March 10, 1946, with 
headquarters at the Marlborough- 
Blenheim. Meetings will begin 
Monday, March 11, final sessions 
being on Thursday, March 14. 
Details concerning topics, speak- 
ers and the entertainment pro- 





Blenheim. 


gram will be released at a later 
date. 

Approximately 1500 hotel guest 
rooms have been allocated to the 
triple hardware convention, the 
three associations urging mem- 
bers to immediately make their 


| George 


own reservations. Besides rooms | 


for filing of delegate lists will be 
mailed in January. 

Secretaries of the three asso- 
ciations and their addresses are: 
A. Fernley, National 
Wholesale Hardware Association, 
505 Arch St., Philadelphia 6, 
Pa.; T. W. McAllister, Southern 









C. TAYLOR WETTLAUFER 


at the headquarters hotel —the | Hardware Jobbers Association, | 


Marlborough - Blenheim — allo 
tions have been made by t 


Claridge, Brighton, Crillon, Den- | can Hardware Manufacturers As- 


nis, Jefferson, Madison and Shel- 
burne Hotels. Customary forms 


814 Metcalf Bldg., Orlando, Fla., 
and Charles F. Rockwell, Ameri- 


sociation, 342 Madison Ave., New 
York 17, N. Y. 








MITCHELL QUITS WPB; 
NOW MGR., LAUNDRY 
SALES, FRIGIDAIRE 


F. M. Mitchell, former director, 
consumers’ durable goods divi- 
sion, WPB, returned to the 
Frigidaire division, General 
Motors Corp., Dayton, Ohio, as 
manager of laundry equipment 





F. M. MITCHELL 


sales, reports H. M. Kelley, ap- 
pliance sales manager of Frigid- 
aire division. A graduate of 
Virginia Polytechnic Institute, 
Mr. Mitchell was advertising- 
sales promotion manager of the 
division’s district in Roanoke, 
Va., from 1938 till 1941, when 
he joined WPB, where he con- 
trolled more than 100 industries 
dealing with the manufacture of 
household appliances. 





COLORADO FUEL & 
IRON PRODUCTS SALES 
MGR. IS VAN CLEAVE 


Paul C. Van Cleave, Colorado 
Fuel & Iron Corp., 500 Fifth Ave., 
New York City, is now manager 
of the rolled products sales, ac- 
cording to J. D. Sullivan, vice- 
president. Mr. Van Cleave, re- 


cently discharged as a major in | 


| the Army, graduated from the 


left for military duty, he was di- 
visional manager of the corpora- 
tion’s Rocky Mountain division. 


MENGEL CO. BUYS 
FOREMAN-DERRICKSON 
VENEER CO. IN N. C. 


The Mengel Co., Louisville, 
Ky., makers of hardwood prod- 
ucts, recently acquired the 
Foreman-Derrickson Veneer Co., 
Elizabeth City, N. C.. reports A. 
A. Voit, Mengel’s president. The 
Foreman - Derrickson hardwood 
plywood mill has an annual ca- 
pacity of 20,000,000 ft. and 
enough lumber for a 15 to 20- 
year operation, says Mr. Voit. 





COLLINS RETURNS TO 
HATHEWAY & CO. AS 
SALES MANAGER 


E. J. Collins, who spent more 
than three years with the Army 


University of Colorado in 1932 | Air Corps as a major, has re- 


and since then has held various 


company positions, including dis- | Montgomery St., Jersey City 2, | 


turned to Hatheway & Co., 75 


| ¢. T. WETTLAUFER 
NEW PRESIDENT OF 
H. D. TAYLOR CO. 


C. Taylor Wettlaufer, dis- 
charged recently as a U. S. Army 
Air Forces Major, following three 
and one half years active service 
has been elected president of the 
H. D. Taylor Co., 99-125 Oak 
St., Buffalo, N. Y. He succeeds 
his father, Dr. Conrad E. Wett- 
laufer, who has been elected 
chairman of the board and trea- 
surer. Other officers are: Mrs. 

| Conrad E. Wettlaufer, vice-presi- 
dent and secretary; Thornton H. 
McDougal, vice-president and 
Mrs. Gretchen W. Field, assistant 
secretary and assistant treasuref. 
The new president was vice-presi 
dent of the company prior to his 
entry in the armed forces. 


OVER, TREASURER, 
PENNSYLVANIA SALT 


Warner R. Over is the new 
treasurer of the Pennsylvania Salt 
Mfg. Co., Philadelphia, Pa., suc- 
ceeding L. A. Smith, retired, who 
had served as vice-president-trea- 
surer. Mr. Over, who joined the 

| company as a clerk in 1904, was 
named _secretary-assistant trea- 


trict sales manager and assistant N. J., as sales manager of | surer in 1940. He will now be 


| to the sales manager. When he | Mell-O-Chime door chimes. 





| secretary-treasurer. 
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Nesco Appoints Wittig District Sales Mgr.; 


Announces Changes Affecting 17 | 


The National Enameling & 
Stamping Co., Milwaukee, Wis., 


has announced the following per- | 


sonnel changes. 


J. Wesley Wittig has been 





J. W. WITTIG 


named district sales manager in 
charge of the newly established 
ofice in Atlanta, Ga. He will 
supervise sales in nine southern 
states, with offices at 1415 Cand- 


ler Building. He was with Butler 
Bros. for 11 years and has repre- 
sented Nesco in Michigan and 
| Wisconsin territories. Two sales- 
men—John Hunnemann and J. N. 
Bryan, Jr—will help Mr. Wittig 
in the southeast territory and two 
more will be added later. 

The Nesco metalwares division 
will have men in 32 sales areas, 
operating out of five district 
offices. The New York office has 
appointed W. G. Johnson as as- 
| sistant to A. A. Bernardine, man- 

ager. J. C. Court has returned 
| after being with OPA during the 
| war, and Charles Kriss has been 
| added to this office as a salesman. 
The Chicago office has added 
| David Welscher as assistant to 
| E. G. Blumenschein, manager, 
| and L. E. Davidson, L. S. Lay, 
| E. L. Ericson, Jr., and F. M. 
| Selander—all as salesmen. J. E. 
| Meyer and G. D. Tally are with 
| the Granite City, Ill, office and 
| the San Francisco, Calif., office 
| has added J. M. White, F. W. 
| Stokes, R. J. Franchi and T. E. 
Cahill as western salesmen, with 
H. E. Ryan assistant to T. E. 
Greene, manager. | 








FAIRBANKS, MORSE 
ELECTS C. MORSE V.P. 


Charles H. Morse, III, has re- 


cently been elected vice-president | 


of Fairbanks, Morse & Co., 600 
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| 
S. Michigan Ave., Chicago, IIL., | 
according to R. H. Morse, presi- | 
dent. 

Mr. Morse, who will have head- | 
quarters in Chicago, will be in | 
charge of research patents, traffic, | 
the western pump division and | 
| the Inland Utilities Co., a sub- | 
| sidiary. He has worked in many | 
|-capacities with the company, in- | 
cluding factory employee, and in | 


land. 


3 MARTIN-SENOUR CO. 
EXECUTIVES PROMOTED 

Three men—Howard F. Weckel, 
J. M. Coreoran and F. B. Craw- 
ley—have been promoted recently 
to executive positions with The 


Martin-Senour Co., 2520 Quarry | facturers’ representatives, 541 S. 


St., Chicago, Ill, paints, var- 
nishes and enamel makers. 


Mr. Weckel, with the company now be known as Hall & Mullin, 
for more than 20 years, is the | with G. W. Mullin as partner. 


| 1925 he became president of In- | 





| 





new merchandising manager, a 
newly created position. He cat 
manager of the central district 
and, before that, advertising | 
manager. 

Mr. Corcoran, formerly an as- | 
sistant to Mr. Weckel and at 
one time manager of the north 
central district, is now sales | 
manager of the central district. | 
Until this promotion, he was | 
manager of the company’s Nu- | 
Hue liquid tinting colors and | 
architectural finishes division. | 
And Mr. Crawley now becomes | 
manager of Nu-Hue sales and | 
development. 


FALKINGHAM, O-CEDAR 
CORP., PROMOTED TO 
FIELD SALES MANAGER 
George C. Falkingham, south- 
western division sales manager 
with O-Cedar Corp., Chicago, II1., 
makers of housekeeping products, 





GEORGE C. FALKINGHAM 


was recently promoted to field 
sales manager, with headquarters 
at the main office in Chicago. 





HALL & CARLSON 
REORGANIZED; NOW 
HALL & MULLIN 


Glenn C. Hall announced re- 
cently that Hall & Carlson, manu- 


Spring St., Los Angeles 13, Calif., 
has been reorganized and will 








Vv. G. SCOTT MANAGES 
SALES FOR WOOD 
SHOVEL & TOOL CO. 
V. G. Scott has succeeded the 
late Norbert T. Jacobs as mana- 
ger of sales, Wood Shovel & Tool 





Co., Piqua, Ohio. He joined the 
company in January, 1942, as 
assistant manager of sales and in 
Dec., 1944, he was appointed pro- 
duction manager. He was with 
the Pittsburgh Shovel Co., Pitts- 
burgh, Pa., and then at the time 
of the consolidation of a number 
of shovel plants in 1931, joined 
the Ames Baldwin Wyoming Co., 
Parkersburg, W. Va., which com- 
pany he left to join the Wood 
organization. 

As announced in the Sept. 27 
issue of HarpwareE AcE, Ray B. 
Morrow, formerly of the Ingersoll 
Division, Borg-Warner Corp., 
New Castle, Ind., recently joined 
the Wood Shovel & Tool Co., as 
assistant sales manager. 





WILKINSON PROMOTED 
TO MERCHANDISE V.P., 
MANNING, BOWMAN 


Allen L. Wilkinson, vice-presi- 
dent in charge of sales, Manning, 
Bowman & Co., Meriden, Conn., 
recently was promoted to vice- 
president in charge of new mer- 
chandise and development. Mr. 
Wilkinson has been with the com- 
pany 34 years and has held vari- 
ous positions in advertising, mar- 
keting and sales. 
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Are you looking for a line which 
is‘ made to top-quality standards, yet 
sells at relatively low prices . . . a line 

that will turn over more quickly, giving 
you more net profit . . . a line that is 
handsomely finished, precision made 
and well merchandised? Then wait 
for the fine: quality line made by 
one of the oldest and largest man- 
ufacturers of knives in America— 
Camillus Cutlery Co., New York 
17, N. Y.—a business founded in 

1876 by Adolph Kastor. 


Available soon through selected 
hardware jobbers- 


ie 
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OLIVER CORP. BUYS 
PROPERTIES, NAMES 
HARRISON BRANCH MGR. 

The Oliver Corp., 400 W. Madi- 
son St., Chicago, IIll., announced 
recently that it had purchased 





Cc. W. HARRISON 


the building properties of 
Mitchell, Lewis & Staver Co. (at 
Portland, Ore., and Spokane, 
Wash.), effective Nov. 1, and thar 
C. W. Harrison, Northwest repre- 
sentative for the past 22 years, is 
now branch manager in Portland, 
with control over the Spokane, 
Wash., territory. 

Oliver will retain most of the 
former personnel and organiza- 
tion of the new interest, and the 
main branch in Portland will 
cover Oregon, Washington, west- 
ern Idaho and western Montana. 

Mr. Harrison began as a sales- 
man in 1907 for the former Oliver 
Chilled Plow Works and in 1914 
was appointed assistant manager; 
in 1920 he was named special 
representative and in 1921 assis- 
tant manager. He has served re- 
cently as representative in charge 
of Mountain States Implement 
Co. . 

E. A. TAPP HEADS 
JOBBERS SUPPLY CO. 
—FIRM WILL MOVE 


Jobbers Supply Co., Inc., Kan- 
sas City, Mo., manufacturers’ 
representatives, was incorporated 
as of Nov. 1, having previously 
been a partnership between E. A. 
and J. F. Tapp. Established in 
1940, the firm which sells to hard- 
ware, mill supplies and automo- 
tive supplies wholesalers, will 
move from its former quarters at 
907 McGee St., to newly reno- 
vated premises at 1515 Grand 
Ave., Kansas City 8, Mo., on 
Dec. 1. E. A. Tapp, president of 


jthe firm, was for the past eight 


years division sales manager for 
Ramsey Accessory Mfg. Co., St. 
Louis, Mo., with headquarters in 





Kansas City and Memphis. 


James F:. Tapp, secretary and 
treasurer, for the past 10 years 
has operated as a manufacturers 
agent in Kansas City and wil] 
continue to conduct and be active 
in the J. F. Tapp Co., manufac. 
turers’ representatives. 

A. K. Simpson, vice-president, 
Jobbers Supply Co., is president 
of the Union Finance Co., Kan. 
sas City, Mo. Besides the three 
officers there are two other direc. 
tors: J. Frank Hudson, president, 
Interstate Securities Co., Kansas 
City, Mo., and Al. Basco, comp- 
troller of the Interstate Securities 
Co. 

The company covers the Mid- 
dle West and expects to add more 
salesmen as merchandise becomes 
more plentiful. 





WESTINGHOUSE WILL 
MAKE ELEC. HEATERS 
FOR RESIDENCES 


Westinghouse Electric Corp., 
E. Pittsburgh, Pa., will enter the 
field of electric heating for homes 
under terms of a license given 
by Wesix Electric Heater Co., 
San Francisco, Calif. This li- 
cense gives Westinghouse the 
right to use basic principles used 
in the design, construction and 
control of unit-fype electric 
heaters; To be made at the 
Westinghouse plant in Emery- 
ville, Calif., models will range 
from an easily portable 1,250 
watt, 110 volt unit to four k.w., 
220 volt floor and wall models. 
The 220 volt units will have built- 
in thermostatic control. 





CHRISTENSEN IS NEW 
BUYER WITH ACE HDWE. 


Albert L. Christensen recently 
resigned from Lindsay Bros. Co., 
Minneapolis, Minn., where he 
was farm supplies and equipment 
buyer, to join the Ace Hardware 
Corp., Chicago, Ill., in the ca- 
pacity of buyer and merchandiser 
of farm supplies. 








ALBERT L. CHRISTENSEN 
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IDE NAMED CHAIRMAN 
OF BOARD, PAL BLADE 
Knox Ide has been elected 
chairman of the board of direc- 
tors of Pal Blade Co., Inc., 595 
Madison Ave., New York City 





KNOX IDE 


22, makers of razor blades. Mr. 
Ide, a director of American Home 
Products Corp., and its former 
president, and a director of 
American Machine & Foundry 
Co., International Cigar Ma- 
chinery Co., and will serve as a 
member of the executive, finance 
and operating committees of the 
company and other Pal and Per- 
sonna companies in this country, 
Canada and South America. 

Mr. Ide, a graduate of the 
University of Alabama and Har- 
vatrd Law School, first practiced 
law, then became secretary of 
American Home Products — in 
1937. He was president of that 





company -from 1943 to 1945 and 
is still a director. 

Joseph L. Mailman, president, 
said that company plans for the 
coming year include the opening 
of territories in Chicago, IIl., St. 
Louis, Mo., Detroit, Mich., New 
Jersey, Mississippi, Louisiana, 
Oklahoma and western Ten- 
nessee, and an expansion of the 
present advertising program. 





WESTINGHOUSE NAMES 
GILBERT MGR., FINANCE 
DIV., TREASURY DEPT. 


Chester F. Gilbert, for the past 
four years with the Bank of 
America, San Francisco, Calif., 
has joined the newly created re- 
tail finance division of the trea- 
sury department, Westinghouse 
Electric Corp., Pittsburgh, Pa., 
reports L. H. Lund, vice-presi- 
dent-treasurer. The new division, 
says Mr. Lund, will be responsi- 
ble for contractual relationships 
with finance companies and banks 
in developing techniques of in- 
stallment selling. Prior to his 
Bank of America association, 
where he was assistant vice-presi- 
dent when he left, Mr. Gilbert 
was with the Commercial Invest- 
ment Trust, Inc., for 15 years; in 
1930 he became assistant vice- 
president of that firm. 





WHITING SUCCEEDS 
PHELPS AS. PRES., 
PHEOLL MFG. CO. 

Edward M. Whiting, Pheoll 
Mfg. Co., 5700 Roosevelt Road, 
Chicago, Ill, recently was elected 
president, succeeding Mason 
Phelps, lately deceased. 











CERTIFICATE FOR DISSTON & SONS: At a dinner given 
by the Brand Names Research Foundation, Inc., Henry Disston 
& Sons, Inc., Philadelphia, Pa., received a certificate for 100 
years of continuous service to the public. G. L. Russell, Jr., 
J. B. Stetson Co. employee and chairman of Brand Names, 
Presents the award to S. H Disston (second from left), presi- 
dent. Onlookers are’ Graham Patterson, left, publisher of 


“Farm Journal” and “Pathfinder,” and 
Cluett, Peabody & Co., Inc., vice chairman of the Foundation. 


NOVEMBER 22, 1945 


A. O. Buckingham, 











SSeS No. 70F-Fruit 3 pc. Set-— 


Fhefer Thite Fine Mae 
ATTRACTIVELY PACKAGED IN 
BEAUTIFUL GIFT BOXES 


Lely Lrewer 


TABLE MATS 


Immediate delivery can now be had on 
any of the mats listed here. Each mat 
is double-thick construction, beautifully 
made and in attractive designs. Packed 
in neat, colorful gift boxes. 

No. 50T-Tulip; No. 51J-Jonquil 

No. 52N-Nasturtium; No. 53C-Clipper 
No. 54G-Garden; No. 55B8-Bouquet 

No, 56L-Larkspur 

Each set contains 3 pieces, one 7” x 10” 
and two 6” x 8” mats. Same design on 
all mats in set. 

No. 7OR-Rose 3 Pc. Set—Also 4 Pc. Set 
No. 70F-Fruit 3 Pc. Set—Also 4 Pc. Set 

4 pc. sets consist of one 10” x 13”, one 
7” x 10” and two 6” x 8” mats, 
















COOLCREST SERIES Have Heavy 
Projecting Pyroxylin Tops 


No. 82 1-4 pc. sets 


No. 80 I-Ivory—3 pc. 
No. &2R-4 pc. sets 


No. 80R-Red—3 pc. 
No. 80G-Green—3pc. No. 82G-4 pc. sets 
No. 80B-Blue—3 pc. No. 82B-4 pc. sets 


WRITE FOR CATALOG PAGES 
WITH DETAILS AND PRICES 


BREWER & SONS 


6320 S. Harvard Ave., Chicago 21, Illinois 















This .- Be N _— 


The FIRST 


ELECTRIC WASHER 


TO BE ADVERTISED 
WITH A FULL PAGE OF 


“NEWS PICTURES ” 
WAS — 


Made lowa Since 1908 by 


AUTOMATIC WASHER COMPANY 


in Newton, 


Everybody Knows the ‘“‘AUTOMATIC’’! 
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| wood Range Co., 
| Recently 
| Navy after three years’ service, 
| Mr. 


| dlewest, 
| Rodauch and handle the complete 
| line of Glenwood gas, combina- 
| tion and coal ranges. 


| Riley & Associates, 
| Mich., manufacturers’ representa- 
| tives, recently opened his own 
| offices at 441 Book Building, that 
| city. The firm, with Frank Bates 








WILEY BUYS OUT 
MANN’S INTEREST, 
MANN-WILEY CO. 


J. H. Wiley said recently that 
he had bought H. U. Mann’s 
interest in the Mann-Wiley Co., 
manufacturers’ agent, Room 14- 
101, Merchandise Mart, Chicago, 
Ill., and that the company will 
now be known as Joseph H. 
Wiley Co., at the same address. 
He plans to carry electrical ap- 
pliances, juvenile furniture and 
toys. Mr. Wiley, before forming 
Mann-Wiley. was president of 





W. G. Shelton Co., Inc., St. Louis, | 


Mo. Prior to that, he was sales 


| 


manager of the American Ironing | 


Machine Co., merchandising ex- 


ecutive for the Norge division of | 
Borg-Warner, and for the Altorfer | 


Bros. Co. 


LEE, FACTORY SALES 


| REP., GLENWOOD RANGE 


Jack Lee is the new direct fac- 


| tory sales representative for Penn- 


sylvania, according to H. E. 
Nickerson, sales manager, Glen- 
Taunton, Mass. 
discharged from the 
Lee, who formerly repre- 
sented the company in the Mid- 
will replace L. J. 


DON ROSE OPENS 
DETROIT OFFICE 


Don Rose, formerly with T. J. 
Detroit, 


and Elizabeth Parsells as mem- 


| bers, will be known as Don Rose 
| Associates and will cover Mithi- 
| gan and northern Ohio territories. 
|’ Now represented are these manu- 


facturers of housewares and elec- 
trical appliances: Hill-Shaw Co., 
Textile Mills, Sunlite Mfg. Co., 
Artmoor Co., Son-Chief Electrics, 
Inc., Alva T. Smith Co. and the 
G. N. Coughlan Co. 





A. M. NORMANN 


OSLO, NORWAY, FIRM 
SEEKS AMERICAN 
HARDWARE LINES 


A. M. Normann, buying mana- 
ger of Ingwald Nielsen, Oslo, Nor 
way, retail and wholesale hard. 
ware concern and importers, was 
in this country recently as a 
member of the Royal Norwegian 
Purchasing Commission. Follow- 
ing completion of his duties for 
that commission, he contacted 
some American tool manufac: 
turers, «hose lines his company 
sold be. ‘e the Second World 
War. 

The Nielsen firm, which oper- 
ates a large and modern whole- 
sale and retail] hardware business, 
seeks information as to delivery 
dates as well as current price 
lists and catalogs. It is requested 
that such information be sent to 
Norway by air mail. Mr. Nor 
mann states that in the near fu 
ture it will be possible for 
Norwegian importers to buy di- 
rectly from American exporters 
through a license from officials in 
that country. 

For references the firm of Ing- 
wald Nielsen gives the follow- 
ing: The Stanley Works, 100 
Lafayette St., New York; The L. 
S. Starrett Co., Athol, Mass., and 
Duro Metal Products, 2449-59 N. 
Kildare Ave., Chicago, III. 








G. E. Places Small Electric Appliances 
Under Fair Trade Contracts 


The General Electric Co., 1285 
Boston Ave., Bridgeport 2, Conn., 
has announced that it will fair 
trade its small electrical appli- 
ances at the retail price level, 
according to C. W. Theleen, man- 
ager of traffic appliance sales for 
the company’s Appliance & Mer- 
chandise Department- 

Covered by the new policy are 
clocks, irons, mixers, toasters, 





roasters, coffee makers, waflle 
irons, sandwich grills, portable 
heaters, heating pads and heat 
lamps, sun lamps, fans and av- 
tomatic blankets. These items 
will be fair traded in al] states 
having fair trade laws—Texas, 
Missouri and the District of Co 
lumbia having no fair trade laws 
will not be included in the new 
policy. 
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Hardware Merchants 
with an eye to future 
volume and profits will 
do well to dwell a 
moment on the value 
of quality as a basis 
for projecting their 
post-war sales picture 
on Shears, Scissors, 
Snips and Garden Tools. 


There’s no blinking 
the fact that the Wiss 
Line has, for decades, 
enjoyed clean-cut 
recognition for quality 
leadership in this field. 


Nor can there be any 
question that quality 
will increasingly 


continue to prove the’ 


lodestar that attracts 
the kind of business 
which yields satis- 
factory volume and 
attractive profits—when 
customers again have 
an opportunity to pick 
and choose the best. 


J. WISS & SONS CO. 
“Est. 1848 
Newark 7 


Labor-saving Pinking 
Shears for finishing 
seams, ruffles, etc. 


Snips for straight cut- 
ting made with inlaid 
steel blades. Avail- 
able in 8 sizes. 


Now Jersey 








All-round utility 
Kitchen Shears with 
serrated blade, bottle 
opener, etc. 


Compound Lever 
Aviation Snips for 
all kinds of 
intricate metal 
cutting. 


Pedicure and 
Manicure Scissors 
that are made é 
right . . “springy” 29 

... Sharp... 
smooth cutting. 











Straight Trimmers. 
The most popular 
pattern of household 
shears. Crucible steel 
inlaid blades. _—. 


Cs 


Hy-Power Pruning 
Shears with effortless 
cutting action. 


Grass Shears de- 
signed for comfort- 
able, easy action. 
Cutlery Steel blad 
Easy to sharpen 


Hedge Shears, with 
improved shock ab-’ 
sorber to reduce arm 
fatigue. Full-forged, 
hollow ground blades. 


Bae | 

















International Housefurnishings Market 


At Merchandise Mart, Jan. 7-19, 1946 


From the standpoint of attend- 
ance and buyer interest, the first 
post-war International House- 
furnishings Market in The Mer- 
chandise Mart, Chicago, Ill., Jan. 
7 to 19, inclusive, 1946, will 1x 
the most important ever held, ac- 
cording to John C. Goodall, gen- 
eral manager of the Mart. In 
abundance of new design and 
quantity of available merchan- 
dise, however, it will be disap- 
pointing compared to V-J day 
expectations. Housefurnishings 
manufacturers will be forced to 
continue allotting merchandise to 
established accounts, he pointed 
out. 

Mr. Goodall said, “Supply is so 
far short of demand that manu- 
facturers in general are placing 
their productive emphasis on 
greater quantities rather than 
new merchandise, although they 


have had post war patterns ready 
for a long time. Labor and 
existing price ceilings are the 
chief bottlenecks. Even where 
component materials are the dif- 
ficulty, the problem goes back to 
labor.” 


Mart showrooms are being 
freshened up and remodeled in 
anticipation of the great influx of 
“visitors and the expected upsurge 
of business during 1946, and 
throughout the great market cen- 
ter plans are being rushed to 
make buying visits as pleasant 
and convenient as possible. Hotel 
reservations already made for the 
market period are higher than 
they have ever been and the 
Greater Chicago Hotel associa- 
tion is advising buyers to attend 
the second week of the market as 
accommodations will be hard to 
secure for the first week. 








CORONET TOY HAS TWO 
NEW REPRESENTATIVES 


Coronet Toy Mfg. Co., Seattle, | 


Wash., reported recently that its 
new line of stuffed toys will be 
represented in Los Angeles by 
Winnie Moore Sales Co., and in 
New York City by George Borg- 
feld, Inc. The company is owned 
by Max Sprincin, 





ROGER INTERESTS 
BUY MAJORITY SHARES 
OF INDIAN MOTORCYCLE 


The Ralph B. Rogers interests, 
_ New York City, recently bought 
more than a majority of the 
shares of the Indian Motorcycle 
Co. from the Lawrence Aeronau- 
tical Corp., both at 122 E. 42 St., 
New York City. The Atlas Corp. 


participated in the transaction. 
New machinery will supplement 
present facilities of the Indian 
company. Mr. Rogers is head of 
| this group of companies: the 
| Rogers Diesel & Aircraft Corp.. 
| the Edwards Co., the Hill Diesel 
| Engine Co. and the Ideal Power 
| Lawn Mower Co. These com- 
| panies make dehumidification 
| and air-conditioning equipment, 
| Diesel engines, power lawn 
mowers, generator sets, bumping 
| units and other equipment. 








NEW PLANT FOR LUMITE 
DIV., CHICOPEE MFG. 
CORP., IN GEORGIA 
The Lumite division of the Chi- 

copee Manufacturing Corp., 40 

Worth St., New York City 13, 

started construction recently on 





a one-story, modern-design weav- 
ing plant at Cornelia, Ga., accord- 
ing to W. J. Holman, Jr., general 
manager, who said that the plant, 
to be devoted entirely to the 
weaving of Lumite plastic fab- 
rics, probably will be operating 
early in 1946 under the manage- 
ment of H. H. Purvis. George H. 
Day, Jr., will be sales manager 
for the Lumite division, which 
will also weave other plastic ma- 
terials for use as upholstery, lug- 
gage and shoe fabrics. 


NOMA ELECTRIC CORP. 
ADDS FISHER TO 
EXECUTIVE STAFF 

Howard S. Fisher, former 

president, the Norfolk Creosoting 
€o., Norfolk, Va., has become a 
member of the executive staff, 





HOWARD S. FISHER 


Noma Electric Corp., 55 W. 13 
St., New York City, according to 
Henri Sadacca, president. Mr. 
Fisher, World War I veteran, 
will help develop sales and the 
company’s 
program. 


new manufacturing“ 


YEOMANS, REG. MGR., 
GALVIN MFG. CORP. 
W. H. Kelley, general sales 


manager, Galvin Mfg. Corp., 4545 
Augusta Blvd., Chicago, IIl., said 





MURRAY YEOMANS 


recently that Murray Yeomans is 
now Midwest regional manager 
and has been transferred from 
the eastern territory to new head- 
quarters in St. Louis, Mo. He 
will have charge of these states: 
Missouri, Kansas, Tennessee, 
Indiana and Kentucky; and dur- 
ing the war served as expediter 
in the New York, Philadelphia 


area. 


CLARK CO. APPOINTS 
MULLER SALES V.P. 


The J. R. Clark Co., Aldrich & 
2nd Ave., Minneapolis, Minn., re- 
ports that A. B. Muller, sales 
manager, has recently been ap- 
pointed vice-president in charge 
of sales, and that a new factory 
addition has been made, to be 
devoted to making Rid-Jid all- 
steel ironing tables. 








ATKINS SALES MEETING: Executives and branch managers of E. C. Atkins & Co., Indianapolis, Ind., recently held a 





three-day sales meeting, during which the development of new fields and the introduction of new products for domestic 


distribution were discussed. Much of the time was also devoted to analying sales of saws, saw tools, machine knives; 
files and grinding wheels, reports K. W. Atkins, president, who voiced “great confidence in the future” of the company’s line. 
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l C it 9 Large farms... small farms... suburban 
arge apac y + homes... country estates ... summer camps 
. hotels... taverns... stores ...schools... 


Small Capacity ? 1 chanilien . .. greenhouses . . . garages — these 


saan are a few of the many sources of business for the 
from dealer who handles Goulds Water Systems. 
head- ; 

He Right in your own community, Mr. Dealer, are a 
tates: . 
ae great many prospects who are going to buy not 
1 dur- only water systems, but also many running water 


editer 


Iphis accessories —from milk coolers to bathtubs, from 


garden hose to washing machines. 


And every one of these prospects is a better pros- 





rs pect for the Goulds dealer because the Goulds 
line, led by the famous Jet-O-Matic, provides a 
—7 selection of dependable water systems that enables 
sales you to fill any running water need of your rural 
a and suburban customers. 

tory Goulds "Cid" Deep Well The Famous Goulds Jet-O-Mati¢ ; , 
an Pumping Unit Domestic Water System With the finest and oldest name in the pumping 
all- equipment field, Goulds Water Systems provide 


the sound foundation for an exceedingly important 
and profitable part of your business. 





Write us for the name of the Goulds distributor 
nearest you. 


GOULDS PUMPS, Inc. 


SENECA FALLS, NEW YORK 





wulds "Cid" Shallow Well Goulds Pyramid” Unit, 
Pumping Unit capacities to 3500 gals. per br. 


MUL WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 




























































— and you Dealers are waiting for 


WORD FROM UNION 


when New-line Leaders 
can be released..’. 


New Sales-PuLt is assured right now for the 
Union Sporting Goods and tools you’ve found so 
profitable in the past. 


merchandising experience of 80 years. 


All the items in which UNION excels will sell 
faster than ever by their new-feature appeal plus 
accumulated demand for UNIon 


ROLLER AND ICE SKATES, FISH- 


ING TACKLE, CHISELS AND 
SCREWDRIVERS, HACK SAW 





BEWVEEe ww 
HARDWARE COMPANY 


ESTABLISHED (854 


sol-4-11 ‘ich xo) (Moxey <1 F 


$5. PAT. OFF 





NEW YORK OFFICE IS't CHAMBERS STREET 








FRAMES, GUN IMPLEMENTS. | 


| been with it ever since, 





| 


For we were planning for | _ 
you while producing for war,—new plans by old | 


hands who know what sells,—learned from the | 


| the show. 


CONNOLLY NOW SEC. 
OF SHAPLEIGH HDW. 


Burton F. Connolly has been! Fajrhanks-Morse eclipse 


elected secretary of the Shapleigh | 
Hardware Co., St. 





BURTON F. CONNOLLY 


succeeding the late 
He joined 


wholesalers, 
Leonard Matthews, Jr. 
the company 
except 


| 


| company for 115 years; 


Louis, Mo., | 





in 1910 and has| 


for service overseas during World | 


War I. He started as a price clerk 
and in 1919 became manager of 
the billing department. Later as 


‘ ° : oe 
industrial engineer he worked in 


every department of the business. 
In Jan., 1931, he was elected a 
member of the board of directors 
and in June, 1940, was elected 
an assistant secretary. 





FAIRBANKS, MORSE GET 
4 BRAND NAMES AWARDS 
Fairbanks. Morse & Co., Chi- 


cago, IIl., recently received from 
the Brand Names_ Research 
Foundation four citations for 
“continuous service to the Amer- 
ican people.” These awards were: 
The Centennial Anniversary cer- 


| tificate, for scales made by the 


the Dia. 
mond Anniversary certificate, for 
wind. 
mills, made since 1867; and two 
Golden Anniversary certificates 
for more than 50 years’ service 
for Fairbanks-Morse “Z” engines 
and railroad products. 


G-E PLANS TO USE 
NEW FACTORY TO MAKE 
WASHING MACHINES 


The General Electric (Co, 
Bridgeport, Conn., has com- 
pleted negotiations to purchase 
from the Defense Plant Corp. a 
270,000 sq. ft. factory at 2231 E. 
State St., Hamilton Township, 
N. J., for the making of auto. 
matic washing machines, H. L. 
Andrews, vice-president in charge 
of the company’s appliance & 
merchandise department, reports, 
The factory will employ approxi- 
mately 1,000 persons and was 
used during the war by G-E’s ap. 
paratus department to make Navy 


| switchgear. 





ROLLO, N.E. DIST. 
SALES MGR., WICKWIRE 
SPENCER STEEL DIV. 


H. D. Rollo is now New Eng- 
land district sales manager with 
the Wickwire Spencer Steel divi- 
sion, Colorado Fuel & Iron Corp., 
500 Fifth Ave., New York City 
18. Mr. Rollo, who has been 
with Wickwire since 1933 and 
has been wire rope sales engineer 
in Chicago, IIl., and New York 
City, will have headquarters in 
the New England district office at 
80 Federal St., Boston 10, Mass. 











HONOR SAM SINGER'S 25 YEARS IN BUSINESS: More 
than 40 men and women, present and past business asso- 
ciates and friends tendered a surprise party to Sam Singer, 
Singer & Singer, Brooklyn, N. Y., hardware dealers in honor 
| of his quarter century as a hardwareman at the Copacabana, 


10 E. 60th St., 


New York City, Oct. 29. The date marked the 


15th anniversary of his membership in the firm established 
| by an uncle and himself. Mr. Singer received a gift from his 

friends and met Joe E. Lewis, famed entertainer following 
E. Lewis. 


Left to right: 





Sam Singer and Joe 
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ANDRUS BECOMES SEC..- 
PRES. ASST., GLYNN- 
JOHNSON CORP. 


Norman R. Andrus recently 
was made secretary and assistant 
to the president, the Glynn-John- 
son Corp., Chicago, Ill., makers 





R. ANDRUS 


NORMAN 





of hardware specialties, states 
E. H. Johnson, president. Mr. | 
Andrus, who was with the Oliver | 
Corp. during the war, was form- | 
erly associated with Norton Door 
Closer Co. for fifteen years. 


|N. Y., has won for the fourth 


BICYCLE INSTITUTE 
MEETS JAN. 22-24 


Miss Cecile Meehan, executive 
secretary, Bicycle Institute of 
America, Inc., 122 E. 42nd 5t., 
New York 17, N. Y., has an- 
nounced that the annual meetings 
of that group and its affiliated 
organizations will be held at the 
Commodore Hotel, New York, 
Jan. 22 to 24, inclusive, 1946. 
Members of the Cycle Parts & 
Accessories Association, Cycle | 
Jobbers Association, Merchant | 
Member group and of the Bicycle 
Manufacturers Association of 
America, will hold their annual 
meetings as well. 

The general annual meeting 
will be held Thursday morning 
and a dinner-dance that evening 
will conclude the convention 
program. 





INTERNAT’L HARVESTER 
TO ADD 1,000 PATENTS 


The Register of Patents Avail- 
able for Licensing or Sale, estab- 
lished in the Patent Office June 
30 by Secretary Henry A. Wal- 
lace, will soon be augmented by 
about 1,000 patents owned by the | 
International Harvester Co., Chi- 
cago, Ill., the Department of 
Commerce said recently. 


W. S. Elliott, 


vice-president 


|L. D. Seymour, president. 





and general counsel, said the com- 
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pany will request these patents 
be placed on the register imme- 
diately and that all patents 
owned by the company will be 
included within five years. 

He also said that all corre- 
spondence concerning the patents 
should be addressed to the patent 
department, International Har- 
vester Co., 180 N. Michigan Ave., 
Chicago, Ill. 





BOMMER SPRING HINGE 
BUYS KEILSON LINE 
OF LETTER BOXES 


Johann Frohlich, president, 
Bommer Spring Hinge Co., 251- 
271 Classon Ave., Brooklyn 5, 
N. Y., has announced that com- 
pany’s acquisition of the Keilson 
line of government approved let- 
ter boxes, formerly made by 
Francis Keil & Son, Inc., New | 
York City. In the future the Keil- | 
son letter box line will be made | 
in the same Bommer plant in| 
which Bommer spring hinges are 
manufactured. 

Catalogs, literature and price 
will soon be available. 


4TH E FOR UTICA 
CUTLERY COMPANY 


The Utica Cutlery Co., Utica, 


time the Army-Navy award for 





eficiency. The company made 
bayonets, trench knives and 
pocket knives for the armed 
forces. 


L. D. SEYMOUR & CO. 
ELECTS LATREILLE V.P. 


Frederick Latreille recently | 
was elected vice-president of L. | 
D. Seymour & Co., Inc., 120 Wall 
St., New York City, according to 
Mr. 
Latreille, who has had 17 years’ 
experience in foreign trade in 


{this country and abroad, was | 


formerly trade relations officer in | 
the Foreign Economic Adminis- 
tration, Washington, D. C. 








FREDERICK LATREILLE 





BOGS Bolt « Nut Company 





BOSS No. 1. Lock Nut 
(shown locked), is the 
same top and bottom. 
Goes on either way— 
and can be re-used. 


THE SUPERIORITY of BOSS 
Lock Nuts was first proved by 
the Railroads back in 1911. 
They have been used con- 
sistently for thirty years. 


BOSS makes a complete line 
of Standard Bolts and the 
world-famous BOSS Lock Nut. 
There is a BOSS Bolt and Nut 
for every purpose. 


3403 West Forty-Seventh St. Chicago 
_-« RIVIBION OF 


“THE LOCK NUT CORP. of AMERICA 


| REISS NO OTN 
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A. J. PRINCE HEADS 
SALES FOR CITY 
PLATING & MFG. CO. 
Alfred J. Prince, recently hon- 
orably discharged following ser- 
vice as a captain, U. S. Marine 





ALFRED J. PRINCE 


Corps., has been appointed gen- 
eral sales manager, City Plating 
& Mfg. Co., St. Louis, Mo. Prior 
to the war he had been associated 
with Francis Keil & Son, New 
York City. 


NATIONAL ALUMINUM 
CLOSES ITS SALES 
OFFICE IN CHICAGO 


The National Aluminum Mfg. 
Co., Peoria, Ill., has discontinued 
the jobbing business it operated 
under the name of National 
Aluminum Sales, at 142A Mer- 
chandise Mart, Chicago, Ill. All 
products of National Aluminum 
now are being handled direct 





from the factory and offices at 
Peoria. The office in the Mer- 
chandise Mart will be continued 
as a sales and display room, but all 
matters including sales and ad- 
vertising will come from Peoria, 
where the factory facilities have 
been increased. One line of the 
1946 Health Pressure Cooker and 
Canner is already in production, 
say company officials, and other 
new items will be ready soon. 





CHAMBERS, MALLIS 
SPEAK ON DDT BEFORE 
PITT. HDWE. ASSN. 


The Pittsburgh Retail Hard- 
ware Association, Pittsburgh, 
Pa., met recently in that city at 
the Fort Pitt Hotel to hear R. L. 
Chambers, Gulf Oil Corp., Pitts- 
burgh, Pa., and Arnold Mallis, 
entomologist, Gulf Research & 
Development Co., Harmarville, 
Pa., discuss the properties and 
uses of dichloro diphenyl trich- 
loroethane (popularly known as 
DDT, the insecticide), which 
they said is not properly under- 
stood by the public, 





TURNBUCKLES, INC. 
HAS NEW FACTORY 
IN WASHINGTON, IOWA 


Turnbuckles, Inc., 650 W. Lake 
St., Chicago 6, IIl., has recently 
completed a new factory in Wash- 
ington, Iowa, with production 
facilities all under one _ roof. 
Equipment for producing the 
company’s own eye bolts has been 
installed. Turnbuckles, Inc., is 
going to produce a line of screen 
door braces. 

The company has an ample 
supply of aluminum alloy cast- 
ings and now has its orders al- 





most on a current basis. As to 
the malleable situation ‘the com- 
pany does not expect to deliver 
that type of turnbuckle for sev- 
eral months. 





IT’S THE 50TH YEAR 
FOR BARNES MFG. CO. 


The Barnes Mfg. Co., Mans- 
field, Ohio, recently celebrated 
its fiftieth anniversary. In honor 
of the occasion, the company pre- 
pared a golden jubilee booklet 
which describes graphically the 
development of the company from 
its start in 1895 as a one-room 
plant employing but a few people 


to its present plant covering 14 | 


acres and employing 450. 





TIEBOUT & SONS ADDS 
SPECHT AS EXECUTIVE 


H. F. Specht is now with C. 
H. Tiebout & Sons, Inc., Brook- 
lyn, N. Y., as a member of the 
executive staff. He was formerly 
with Carter, Milchman & Frank, 
Inc., New York. 





PITT. SCREW & BOLT 
NAMES SUTLIVE SOUTH- 
EASTERN REP. 


C. M. Sutlive has been made 
southeastern representative with 
the Pittsburgh Screw & Bolt 
Corp., Pittsburgh, Pa., and will 
have headquarters in Savannah, 
Ga. He will cover Georgia, 
Florida, Alabama, North Caro- 
lina and South Carolina. Re- 
cently discharged from the Navy, 
Mr. Sutlive formerly was with the 
city engineer’s office in Savannah 
and the Southern States Iron 
Roofing Co., also of Savannah. 
His address is: P. O. Box 222. 





PETITT, GENERAL 
MGR., DRAKE ELECTRIC 
George Petitt is the new gen. 


eral manager of Drake Electric 
Works, Inc., 3654 Lincoln Ave, 





GEORGE PETITT 


Chicago 13, Ill., reports W. A. 
Kuehl, president. He was form. 
erly with Allied Radio Corp. 
Chicago. 


GAROD RADIO ADDS 
SPACE TO FACTORY 


Garod Radio Corp., Brooklyn, 
N. Y., has increased plant ca- 
pacity in its factory by obtaining 
an additional floor for final as 
sembly and shipping division, re- 
ports Max Weintraub, president, 





NEW PLASTIC PLANT 
FOR HERCULES IN ’46 


The Hercules Powder Co., Wil- 
mington, Del., said recently that 
plans for a new plastics labora- 
tory at its Parlin, N. J., plant had 
been completed and that con- 
struction will probably start early 
in 1946. 








REMINGTON’S OLD-TIMERS: Nine employees of Remington Arms Co., Inc., Bridgeport, Conn , with an aggregate period 


















of service of 471 years, recently were presented with signet service rings by C. K. Davis, president and general manager, at 
a dinner meeting of the Remington Twenty-Five Year Club. From the left, M. H. Dodge, chairman of Remington's board of 
directors and honorary president of the club; W. J. Schepp, 55 years; Robert Campbell, 50 years; F. P. Munich, 59 years; 
Anton Postizzi, 50 years; George Meyerhoff, 51 years, George Schneider, 51 years; John Schwerdtle, 50 years; George 
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Lawrence, 52 years; F. E. Orleman, 53 years; and Mr. Davis. 
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ROPER Geo Kenge 






in A nEW FREEDOM 
GAS KITCHEN..... 


One look at the beautiful new ROPER Gas Range 


will tell your prospects instantly that here is the range 


they want. Distinctively styled and equipped with 

a host of exclusive Roper refinements, it is your 
assurance to them of full-flavor foods cooked easily. 
They'll delight in the patented "Staggered" cooking 
top --- the big ''3-in-|"' oven --- the amazing new 
"Glo" broiler --- the ‘'Simmer-Speed" top burners --- 
and other outstanding features. They'll find the 


new Roper fits the modern kitchen perfectly. 


GEO. D. ROPER CORPORATION, Rockford, Illinois, 








manufacturer of ROPER, ‘America’s Finest Gas Range’ 
for all gases including L.P. (Liquefied Petroleum) gas. 


Offices and warehouses in Atlanta - 


Boston - Chicago - Cincinnati - 
Cleveland - Dallas - Denver - Kansas 
City, Mo. - Los Angeles - Oakland - 


Philadelphia - Pittsburgh - Portland, Ore. 
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WIDE OR NARROW NECK 


DE LUXE GLASS 
COFFEE VAC 


HAND DECORATED OR 
PLAIN GLASS 








HE war is won!...now 
... product by product, 
White Cross Electric Table 
Appliances are marching 
back, greater than ever. Now 
available are the smart, con- 
venient, gas or electric, wide 
or narrow neck Coffee-Vac 
models shown above. 
These efficient and luxuri- 
ous coffee-makers come to 
you in eight cup size only ... with a choice of platinum 
banding or plain glass... wide-neck models complete 
with hinged decanter cover and double-purpose top 
cover with funnel holder of attractive, durable bakelite 
... Specially designed features insure tight seal and per- 
fect vacuum. Full-flavor, full-strength every time. Clean, 
easy, fast filtration... THESE ARE NOW AVAILABLE! 


NOTE: Narrow-neck models are similar to 
those illustrated above —but less decanter cover, 


* * * 


WHITE CROSS Preview 


As materials and facilities become available, White Cross will 
offer an all-star production including our best ‘“‘performers’’! 


THE AUTOMATIC POP-UP TOASTER 
HIGH SPEED HOT-PLATES 
1000-W LIGHT-WEIGHT AUTOMATIC IRON 
WAFFLE IRONS—SANDWICH TOASTERS 


...And many brand new products for greater convenience, service 
and freedom for America’s homemakers. 


* 
White Cross Delivers the Trend of Tomorrow... Today! 
LEADING JOBBERS EVERYWHERE 


ems nam eam 
NATIONAL STAMPING & ELECTRIC WORKS 


3220 WEST LAKE STREET ° CHICAGO 24, ILLINOIS 


Visit our exhibit at the Housewares Show 
Palmer House, Room 682, Chicago, Ill. 
December 30th to January 4th 


















oints toa 


Broader Horizon 


veers around from the war fronts to your shelves, 


ment to any dealer. 


new standard of quality for small hand tools. 





Parker 


PARKER MANUFACTURING CO. 


WORCESTER I. MASS., U.S. A. 

















When the direction of our current production | 
the | & Stratton Corp.; Louis Broans, 
wa | Davall Mfg. Co.; Carl Masson, 
name of Parker will be on new and other familiar small 


hand tools. Your increasing requests for Parker Tools| 
are hard to leave unfilled. We realize that what few | & Sons. Mrs. Dorothy Davison 
tools escape war delivery are therefore a disappoint- 


This much IS predictable, that every possible 
effort will be turned to the immediate production of | 
items for you — come VJ Day, that the variety will | 
far exceed any previous range of Parker products, | 
and that their marked improvement will establish a | Leonard Fiske is sales manager of 


NEW ENG. HOUSEWARES 
SHOW, FEB. 11-15 IN 
PARKER HOUSE, BOSTON 


The 13th annual New England 
Housewares Show, sponsored by 
the Housewares Club of New 
England, will be held from Mon- 





ALBERT B. PATTERSON 


| day, Feb. 11, through Feb. 15, 
| 1946, at the Parker House, Bos- 
| ton, Mass., according to an an- 
| nouncement by Albert B. Patter- 


son, Wagner Mfg. Co., chairman 
of the event, may be addressed at 








Room 282 Parker House, Boston. | 


Mass., c/o Housewares Club of 


| New England. 
Mr. Patterson will be assisted 


by a committee comprising: 
George Dinkel, manufacturers’ 
representative; Francis Dolphyn, 
Robinson Clay Products Co.; 
George Cooke, Jones, McDuffee 


Paine Furniture Co.; Joseph T. 
McElroy, Jr., R. H. White Co., 
and Ernest ‘Bates, Joseph Breck 


| will again serve as secretary for 
| the committee. 


NEW ADDRESS OF 
J. A. BAGLEY CO. 

The new address of J. A. Bag- 
ley Co., manufacturers represen- 
tative, is Suite 928-932 Loew’s 
State Bldg., Los Angeles, Calif. 


the company. 


MOTOR & EQUIP. MFG. 
ASSN. PICKS 4 MFRS. 
AS DIRECTORS 


The following manufacturers 
were recently made members of 
the board of directors of the 
Motor & Equipment Manufac- 
turers Association for a three-year 
term of 1946 to 1948: W. M. Al- 
baugh, Thompson Products, Inc., 
Cleveland, Ohio; R. D. Black, 
Black & Decker Mfg. Co., Tow- 









son, Md.; A. E. Keogh, John T. 
Stanley Co., New York City: 
S. B. Wilson, Fram Corp., Provi- 
dence, R. I. 


APPLIANCES RESTYLED 
BY WESTINGHOUSE 


The complete line of traffic ap- 
pliances made by the Westing. 
house Electric appliance division, 
Mansfield, Ohio, is now being re. 
styled by Lurelle Guild, indus. 
trial designer, according to R. Z. 
Sorenson, manager of traffic ap- 
pliances. A newly designed per- 
colator will be among the first 
table items to be on the market; 
“made along Grecian lines,” said 
Mr. Sorenson. The new design 
will be available early next year. 


INGRAHAM CO. NAMES 
3 DISTRICT MGRS. 


The E. Ingraham Co., Bristol, 
Conn., recently announced that 
these men have been appointed 
district managers: H. S. Cubber- 
ley, New York district, head- 
quarters in New York City; A. A. 
West, St. Louis district, St. Louis 
headquarters, and E. F. Car, 
Southwest district, Dallas, Tex.. 
headquarters. 


W. B. MUNN JOINS 
H. W. MILLS & CO. 


Wilfred B. Munn, formerly of 
Schultz & Anderson Co., Newark, 
N. J., has recently joined H. W. 
Mills & Co., at its branch, New- 
ark, N. J., mill supplies distribu- 
tors. He will cover southern New 
Jersey for the company. 





DREMEL MFG. CO. 
PLANS NEW BUILDING 
The Dremel Mfg. Co., Racine. 

Wis., reports that plans are under 
way for the construction of a new 


| plant as headquarters for present 


facilities. President A. J. Dremel 
said that the one-floor building 
will have large glass-wall space 
and will house separate units for 
factory and office. 





AVIATION CORP. PRES. 
SAYS KITCHEN RANGES 
DUE EARLY IN 1946 


The Aviation Corp., 420 Lex- 
ington Ave., New York City ll, 
soon will begin marketing new 
gas and electric kitchen ranges, 
reports I. B. Babcock, president. 
who says the range “will be ready 
early next year” and that it is 
“radically different in design and 
performance.” The stove, states 
Mr. Babcock, has a_ high-level 
broiler, interchangeable parts, 
and a one-piece “waterfall” top 
which rises 18 in. to facilitate the 
cleaning of burners. 
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INSIDE MEASURING Story 


Not everyone who uses a 
WV / fo | rule is a skilled mechanic 
AL \ “| ])\\ oratrained draftsman... 
———= maybe he’s just a “semi- 
pro” oracellar “hobbyist” . . . all the more reason 
why he should use a MASTER Streamline Steel 
Tape Rule . . . and it’s the only pocket-size rule 
that permits accurate inside measuring without 
the assistance of mental arithmetic . . . the correct 
measurement is read directly on the rule 
where the tape enters the case, and the handy 





lever lock holds the reading for ready reference. 

Streamline has a sturdy, chrome-plated hard- 
ened steel case. . . blade of high-grade tempered 
spring steel . . . clearly marked graduations on 
both edges and both sides . . . and the extra blade 
at small cost is an added sales clincher. 

Tell your customers about these features of 
Streamline. Sell them an EXTRA BLADE and make 
an EXTRA PROFIT. Six-foot Streamline priced to 
retail at $2.00, extra blade 65¢; eight-foot $2.25, 
extra blade 70¢ 





306 - TUFBOY 106 - INTERLOX 














Added starters in the Master line-up! 








306W - BRITE BLADE 

















Chrome metal case,-six-foot steel tape, 
graduations on both edges of one side. 
Priced to retail at $1.25. 








796 - BLUE END 

















Six-foot folding wood rule, white enamel 
finish, black markings. Government speci- 
fication joints. Priced to retail at 65¢. 
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Six-foot telescopic wood rule, laquer fin- 
ish, adaptable for quick inside measuring. 
Priced to retail at $1.50. 






Metal case, six-foot, white steel tape, 
graduations and figures in black on both 
edges of one side. Priced to retail at $1.50. 


Spare Blades Available for All Steel Tape Rules 


MASTER RULE MFG. CO., INC. 


815 EAST 136th STREET - NEW YORK 54 
BRANCH: P.O. Box 1587, Oakland, Calif. 


oMAST 
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HOLLOW 
BACK 


SOCKET 
SHANK 


“Ames shovels please” 

. is a request heard 
from consumers around 
the world, because of 
“Ames” value, known 
since 1774. Every item 
has great merchandising 
appeal and provides 


excellent profits. 


Aah Your Yobber! 


PARKERSBURG, W. VA 


SHOVELS 
SPADES 
Sialelel a. 


MES" 


THE MOST 
COMPLETE 
LINE AVAILABLE 


oj Fo} 4) 
BACK 


C ames 2 


Since 


eam. 


AMES BALDWIN WYOMING CO. 


NORTH EASTON, MASS 


“Ames Products 


POST HOLE DIGGERS 
AGRICULTURAL HANDLES 








MYERS, DEEMS ADDED 
TO VAUGHN STAFF 


B. M. Vaughn & Co., manu- 
facturers’ representatives, 3227 
Milam St., Houston, Tex., an- 
nounced recently that A. F. 
Myers and R. G. Deems have 
joined the sales staff. Mr. Myers 
will service the Dallas, Fort 
Worth and San Antonio territory 
and maintain headquarters in 
Dalias, Tex. He was president of 
Myers Sales Co., 1921 to 1935; 
then was manager of Southern 
Sales Co., Galveston, Texas, until 
1940. Mr. Deems will represent 
the company in Oklahoma and 
Arkansas. He has been in sales 
work for more than 20 vears. 





NEW BLDG. FOR GREAT 
NECK SAW MFRS. 


The Great Neck Saw Manufac- 
turers, Inc., Mineola, L. L, N. Y., 
recently reported that the com- 
pany is building a new plant, to 
be ready Jan. 1 for occupancy 
and to be used exclusively for 
the making of every type of hand 
saw. Officials of the company 
said that this plant, actually a 
wing to the present factory, will 
be completely modern, with 
“light-admitting glass bricks.” 





LEACH RETIRES FROM 
PLYMOUTH CORDAGE CoO. 


Charles W. Leach, vice-presi- 
dent, Plymouth Cordage Co., 
North Plymouth, Mass., has re- 
tired after 42 years with the com- 
pany. E. G. Roos, vice-president 
and director of sales, has taken 
over binder twine sales. Mr. 
Leach joined the company in 
1903 in the accounting depart- 
ment, then iater headed the ad- 
vertising department, where he 
established “Plymouth Products,” 
company house magazine. In 
1910 he was put in charge of the 
binder twine department; in this 
capacity he traveled throughout 
this country and abroad. He be- 
came vice president in 1941. 








H. A. HALVORSON 


HALVORSON, LINDEMANN 
& HOVERSON CO., NAMED 
DIRECTOR, VICE PRES. 


H. A. Halvorson, A. J. Linde. 
mann & Hoverson Co., Milwau 
kee, Wis., makers of electric, gas 
and oil ranges, recently was ap- 
pointed to the board of directors 
and named vice-president. He 
will continue as general sales 
manager. A. C. Held, president. 
treasurer, Western Hardware & 
Specialty Mfg. Co., also in Mil 
waukee, was elected to the board, 
too. Mr. Halvorson, a graduate 
of the University of Minnesota, 
has been with the company for 19 
years and has held various posi- 
tions in the sales department, be- 
ing promoted to general sales 
manager in 1938. 


ELECTRONIC CORP. 
OF AMERICA ACQUIRES 
PLANT, BROOKLYN, N. Y. 


Electronic Corp. of America, 4 
W. 18 St., New York City ll, 
recently acquired a plant at 5302 
Second Ave., Brooklyn, N. Y., for 
the manufacture of ECA radios 
and other products. The plant. 
according to S, J. Novick, presi- 
dent, will have production facili 
ties, offices and meeting rooms 
for employees and a modern. 
soundproof testing laboratory 
The company will continue to 
operate its two New York Cit 
factories. 


| BAILEY, SHORT RETIRE 
FROM ATKINS & CO. 
The E. C. Atkins & Co., Indiav- 

apolis, Ind., saw manufacturers, 

reported recently that two em: 





| ployees, Commodore Bailey and 
|C. M. Short, have retired. Mr. 
| Bailey, with the company 30 
| years, worked in the circular 


| saw department and Mr. Short, @ 
25-year member, in the tempering 


department. 
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Flo English Announces Housewares Show 


In Atlantic City, May 13-17, 1946 


Mrs. Flo English, with head- | dred lines, has announced that a 


quarters in the Hotel Pennsyl-| housing bureau will be estab- | 
lished at the Convention Bureau 


vania, New York 1, N. Y., has | 
announced dates for The House- 
wares Show—May 13-17, inclu- | 
sive, 1946, in the Atlantic City 
Convention Hall, Atlantic City, | 
N. J. Mrs. English who will con- 
duct the show which will include | 
housewares, appliances and kin- | 


to make necessary Hotel reserva- 
tions for exhibitors and visiting 
buyers. More than 400 manufac- 
turers of housewares, appliances, 
radios, television, garden equip- 
ment, bath furnishings, china, 
glass and pottery will exhibit. 








WASS IS W’HOUSE MGR. 
ASST. TO PRESIDENT, 
ANDERSON PAPER CO. 
Francis J. Wass, Anderson | 


Paper & Twine Co., Inc., Johns- | 
town, Pa., has been appointed | 





FRANCIS J. WASS 





manager of the company’s dis | 
tributing warehouse in that city 
and assistant to the president, | 
E. F. McGinley, the latter re | 


ing. Animated cartoons show the 















physical processes inside a fluo- | 


rescent lamp. 
Also a part of the film is a 


narrated trip through the com- | 


pany’s fluorescent lamp plant at | 


Nela Park. 


FOSTER ELECTED V.P. 

GLENWOOD RANGE CO. 
John H. Foster recently was 
elected vice-president of the 
Glenwood Range Co., Taunton, 


Mass., and will have complete | 


supervision of factory operations 
in the company’s plant, according 
to Malcolm Leach, president. He 
will also serve on the executive 
committee. Mr. Foster was form- 
erly vice-president and general 
manager of the Florence Stove 
Co., Gardner, Mass. 


VAUGHAN, VETERAN 
MAKING ALUMINUM 
KITCHEN STOOLS 
W. R. Vaughan, 26, who had 
served the United States Coast 
Guard for three years, has re- 
cently established the Vaughan 
Mfg. & Distributing Co., Louis- 
ville, Ky., of which he is owner, 


ported recently. Mr. Wass, who! president and general manager. 
served 27 months in the Army | He has employed several sales- 
and is now discharged, was form- |men, and with them visited Louis- 
erly with the Swank Hardware | ville and surrounding area deal- 
Co., wholesalers and retailers also | ers, displaying sample merchan- 
in Johnstown, where he was at| dise and taking orders. Before 
different times buyer, manager|he entered the service, he and 





and executive administrator. 





G.E. EXHIBITS NEW 
FLUORESCENT LAMP 
TECHNICOLOR SHOW 


lhe General Electric Lamp De- 


partment, Nela Park, Cleveland, | 


Ohio, recently held a preview of 
its new technicolor film, “The 
Magic of Fluorescence,” at its 
auditorium in New York. The 
film, which will be available at 
a later date for exhibition at 
meetings, schools, etc., was pro- 
duced by a Hollywood motion 
picture company and shows a 
brief dramatic history of the 
origins and development of light- 
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| his brother owned and operated 
the Vaughan Wholesale Grocery 
Co. While in the service, he 
served on a destroyer escort in 
| the North Atlantic, Ireland, Casa- 
| blanca and around the Azores. 


| 





MARCUS REPRESENTS 
CASCO PRODUCTS 
IN NEW YORK CITY 


Casco Products Corp., Bridge- 
home appliances, said recently 


that J. D. Marcus has been re- 


Ave. Mr. Marcus served in the 





| Army for the past three years. 


port, Conn., makers of electrical | 





named New York City represen- | 
tative, with offices at 230 Fifth | 


| 

















CHLUETER 
UGGESTION “. 


FOR POST-WAR DEALER PROFITS 
















The Popular DELUXE No. 1120 


DAIRY PAIL 


fw as soon as we can again start mak- 
ing them in large volume, people will 
be demanding this popular dairy pail. 


They remember it favorably as the dairy 
pail with the “Easy Pour” Lip—the pail 
that makes milk handling easy, that 
keeps the flow under control so there’s 
no splashing, spilling or waste. They 
know it as a sturdy pail, with heavy- 
wired top, heavy tin-wired bail and rivet- 
ed ears—a bright tin pail with a raised, 
easy-to-clean bottom. 


Remembering De Luxe No. 1120 as a 
fast-selling, profit-building item, retail- 
ers everywhere are already asking for 
this popular Schlueter product. While 
we cannot yet make deliveries as rapidly 
as we would like, we strongly urge that 
you order from your Jobber NOW... 
and thus make certain of your full share 
at an early date. 





MANUFACTURING CO. + ST. LOUIS, MO. 


BUY ANOTHER WAR BOND TODAY 
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Buy Bonds 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS 
NBW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 




















Winchester Ships Some Sport Arms 


To Distributors on Allocation Plan 


William T. Birney, director of 
sales, Winchester Repeating Arms 
Co., New Haven. division of Olin 
Industries, Inc., E. Alton, IIl., has 
announced that after only 12 
weeks since it stopped military 
arms production the first sport- 
ing rifles and shotguns are now 
on their way to distributors on 


an allocation basis. Sporting 
arms now being allocated to 


wholesale distributors include 16 
different models of rifles and 
shotguns. 

Where the company manufac- 
tured only the Garand and Win- 
chester carbine for military pur- 
poses and consequently had rela- 


tively concentrated manufacturing 
problems, in peacetime the com. 
pany produces more than a score 
of different kinds of sporting 
arms, Setting up production lines 
for each involves manufacturing 
problems which make it impos. 
sible to achieve volume produc 
tion on each model simultaneous 
ly said Mr. Birney. 


Quantities of sporting arms be. 


ing shipped at present while 
small compared with prewar 


years, will be increased steadily 
during the next few months, It 
will be from three to five months 
before a majority of models will 
be in quantity production. 








LENK MFG. CO. 
NAMES 3 NEW REP. 


Lenk Mfg. Co., Newton Lower 
Falls, Mass., announced recently 
through M. A. Silverman, sales 
manager, that three new represen- 
tatives—J. C. Brower, D. H. Slu- 
man and the Sales Co., Albu- 
querque, N. M.—have joined the 
company. 

Mr. Brower will handle sales 
in Texas, Oklahoma, Arkansas 
and Louisiana. Mr. Sluman will 
cover Montana, Idaho, Utah, 
Wyoming and Colorado. And the 
Sales Co., 1624 N. First, will have 
the same sales work in Arizona 
and New Mexico. 





VIRGINIA-CAROLINA 
HARDWARE HAS NEW 
PRES. AND VICE PRES. 


W. S. Pinder, former vice-presi- 
dent, Virginia-Carolina Hardware 
Co., Inc., 1318-1320 E. Main St., 
Richmond Va., wholesalers, was 
recently elected president of the 
company. He succeeded the late 
John B. Pinder, who passed away 
last summer. The new president 
had been associated with the 
business since its founding in 
1901, and as vice-president. 





W. S. PINDER 





FRED B. EVENSEN 


Fred B. Evensen succeeded 
W. S. Pinder as vice-president of 
the company. He joined the com. 
pany in 1902 as a salesman, later 
calling on city trade. Known to 
his associates and friends in the 
hardware business as “Colonel” 
he was buyer of general hardware 
for 30 years, and enjoys a wide 
acquaintance among manufactur- 
ers. 

H. G. Ellett is secretary and 
treasurer of the company. 





SMALL BUS. ORG. HAS 
NEW HDQTRS.; NAMES 
STARR DIRECTOR 


The Conference of American 
Small Business Organizations, 
Chicago, Ill, reported recently 
that it has opened new head- 
quarter offices in the Board of 
Trade building, 141 W. Jackson 
Blvd., that city, and that a de- 
partment of economic research 
has been established, with George 
W. Starr, economist, as the direc- 
tor. Mr. Starr has been director 
of the bureau of business re 
search, Indiana State University 
for the past 18 years and is 
known as a finanical writer. 


HARDWARE AGE 













PARSONS, 
MGR., P. 4 
AMER. HI 


Geddes Pars 
.istant sales m 


Corbin divisio 





GEDDE! 


Hardware Co 
Conn., states | 
eral sales ma 
sion. Starting 
tion departme 
Parsons soon 
assistant supe 
production, wk 
manufacture ¢ 
armed forces. 
graduate of Y 
viously was in 
ness, 


GEN’L TI 
BUYS PA. 


The Gener: 
Co., Akron, O 
Pennsylvania 
nette, Pa., aci 
O’Neil and H. 
tive company 

Mr. O’Neil 
personnel and 
ing, merchund 
policies will 
Pennsylvania 
ed in Erie, P. 
Jeannette pla 
$75,000 sq. ft. 
ploys 2,000 pe 


LOWE BR¢ 
DANIELS, | 
V.P.-SEC.. 


Edwin A, 
Anderson, Th 
Dayton, Ohio 
been appointe: 
retary and ger 
reports D. A. 

Mr. Daniel 
company as 
chasing depat 


NOVEMBI 








Plan 


cturing 
e com 
a Score 
porting 
n lines 
cturing 
impos- 
rodue 
neous 


ms be. 
while 
prewar 
teadily 
hs. It 
nonths 
ls will 





seded 
nt of 
com- 
later 
vn to 
1 the 
onel” 
ware 
wide 
ctur- 


and 














PARSONS, ASST. SALES 
MGR., P. & F. CORBIN, 
AMER. HDWE. CORP. 
Geddes Parsons is the new as- 
.istant sales manager of P. & F. 
Corbin division, The American 


GEDDES PARSONS 


Hardware Corp., New Britain, 
Conn., states Frank Miller, gen- 
eral sales manager of the divi- 
sion. Starting with the produc- 
tion department in 1942, Mr. 
Parsons soon was promoted to 
assistant superintendent of war 
production, where he directed the 
manufacture of material for the 
armed forces. Mr. Parsons, a 
graduate of Yale University, pre- 
viously was in the insurance busi- 


ness, 


GEN’L TIRE & RUBBER 
BUYS PA. RUBBER CO. 


The General Tire & Rubber 
Co., Akron, Ohio, has bought the 
Pennsylvania Rubber Co., Jean- 
nette, Pa., according to William 
O’Neil and H. W. Jordan, respec- 
tive company presidents. 

Mr. O’Neil said that officers, 
personnel and the sales, purchas- 
ing, merchundising and personnel 
policies will be retained. The 
Pennsylvania company was start- 
ed in Erie, Pa., in 1898 and the 
Jeannette plant has more than 
$75,000 sq. ft. floor space and em- 
ploys 2,000 persons. 


LOWE BROS. PROMOTES 
DANIELS, ANDERSON TO 
V.P.-SEC., SALES MGR. 


Edwin A. Daniels and L. L. 
Anderson, The Lowe Bros. Co., 
Dayton, Ohio, have respectively 
been appointed vice-president-sec- 
retary and general sales manager. 
reports D. A. Kohr, president. 

Mr. Daniels, who joined the 
company as a clerk in the pur- 
chasing department in 1920, has 
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been salesman, store credit mana- 
ger, assistant district manager 
and central industrial manager. 
At the time of his promotion, he 
was sales manager. 

Mr. Anderson was first employ- 
ed as a salesman in 1921 in the 
company’s Chicago, Ill., office; 
later he became division manager 
on the Pacific coast and returned 
in 1925 as district sales manager 
in the Chicago office. He was 


|also a sales manager before this 


new position. 


WILLIAMS RETURNS 
TO RUSSELL MFG. 


G. M. Williams has returned 
to the presidency of the Russell 
Mfg. Co., Middletown, Conn., 
with which he and his family 
have long been engaged in the 
manufacture of automotive parts 
and accessories. Prior to return- 
ing to the Russell organization he 
was senior vice-president of the 
Curtiss-Wright Corp. and execu- 
tive vice-president of the Russell 
Mfg. Co., Middletown, Conn. 


TRIUMPH INDUSTRIES 
FORMS 2 SUBSIDIARIES 


B. F. Pepper, president, 
Triumph Industries, Inc., _ re- 
ported recently that two new 


subsidiaries had been formed: 
Triumph International, Inc., New 
York City, and Triumph Inter- 
national, Ltd., Toronto, Canada. 
A. L. Buschman and W. T. 
Kearney will be respective presi- 
dent and vice-president of these 
subsidiaries, which will engage 
in export and import business. 


CONNELLY RETURNS TO 
F. B. CONNELLY CO. 


Richard L. Connelly has re- 
cently returned as salesman with 
the F. B. Connelly Co., Seattle, 
Wash., appliance wholesalers, 
after service with the Navy. 





RICHARD L. CONNELLY 


FIRE BRICK 
in putty - like form 


FITS ANY RANGE, 
STOVE OR FURNACE 





ERE is a stove lining material packed in plastic, putty-like 
form ... a material far superior to dry mixtures for repair- 
ing cook stoves and ranges . . . a refractory which multiplies 


| your sales (and profits) because it also repairs heating stoves and 





warm-air furnaces. Fireline Stove & Furnace Lining is the an- 
swer to these stove and furnace repair problems: 


COOK STOVES —Fireline replaces cracked 
and burned-out stove brick and firebox cast- 
ings. It “fits” all types, makes, and models— 
is readily moulded to any shape, then baked 
out by the fire. No need to carry all kinds 
and sizes of firebox castings and stove brick— 
no need for long delays and profitless corre- 
sponden-e. With Fireline »n your shelves, you 
make your sale and get your money imme- 
diately. Average sale 5 to 10 lbs. 


HEATING STOVES —in heating stoves, 
circulating heaters, base burners, etc., Fire- 
line preserves cracked firepots—protects good 
firepots from burning out. It forms a gas- 
tight lining entirely around the firepot which 
seals all cracks and holes. No more waiting 
for castings, no more losses through changed 
models or “bootleg” misfits—instead a quick 
turn over, sure profit for you. Withstands 
3000 deg. F. Average sale 30 to 50 Ibs. 


FURNACES~— Repairs cracked firepots— 
protects good firepots. Installed 1 to 1/2 in. 
thick entirely around the firepot, a Fireline 
lining prevents the escape of gas, odors, and 
soot into the building. In this application, 
Fireline jumps your refractory sales to “big 
business” as 100 Ibs. required to line average 
22 to 24 in. furnace. Also used for replacing 
fibre tile in steel furnaces, for setting stokers, 
and oil burner combustion chambers. 











highest-quality industrial refractory material 


Fireline is 
adapted for domestic service. Packed in 5 and 10 Ib. cans (60 Ibs. 
per case), also 50 and 100 Ib. drums available immediately from 
jobbers’ stocks. Mail coupon below for bulletins, prices, and 


name of nearest jobber. Get acquainted with this profitable. 


available item at once. 


~~ F | RELINE=-~ 


Fr 

' 

' 

‘ FIRELINE STOVE & FURNACE LINING CO. 

: 1859 Kingsbury Street (Dept. K), Chicago 14, Illinois 

. Please send full information, prices and discounts on Fireline. 

} Firm 

| 

' Address 
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In Time For Your 
CHRISTMAS RUSH 












Immediate shipment on these popular 
SANTA CLAUS SELLERS to replen- 
ish your Christmas stocks. 





















Shaft 36 inches; wheel 













diameter 4 inches. 
Packed 12 to package 
by designs. Shipping 






weight 20 Ibs. per pack- 





age. 





RIDER STICKS 


Colorful, attention-getting rider sticks 
with Walt Disney’s famous characters (or 
Tennessee Walking Horse) for heads. 
Youngsters will beg. for these brightly 
finished action toys. Order by number: 
Mickey Mouse—55M; Bambi—55b—Don- 
ald Duck—55-D; Walking Horse—44H. 































Authentic 3-color Disney colors. Choice of Don- 
ald Duck, Mickey Mouse or Pluto designs. 

No. 177-D Donald Duck; No. 177P Pluto; No. 
177-M Mickey Mouse. Packed 6 to a package. ; 
Shipping wt. 40 Ibs. per pk. of 6. Knocked down. 


©)LINE 


APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


Order Now! 








































OBITUARIES 











JOSEPH H. SCALES 


Joseph H. Scales, 75, retired 
vice-president and director, Bel- 
knap Hardware & Mfg. Co., 
Louisville, Ky., wholesaler, died 
on Oct. 28 at his home in Louis- 
ville after a long illness. Mr. 
Scales became 


later he was promoted to credit 
manager and the positions he 
held when he retired. 


He was past vice-president of | 
National | 


the Citizens’ Union 
Bank (Louisville) and a director, 
and he served in the same ca- 
pacity for the National Associa- 
tion of Credit Men. Mr. Scales 
also was district campaign chair- 
man for Senator A. W. Barkley 
when he ran for governor of 
Kentucky; member of the City 
Civil Service Board and, later, 
chairman; a member of the Fil- 
son Club, the Pendennis Club 
and the Southern Society of New 
York. 

He is survived by his widow, a 
daughter, son, sister and four 
grandchildren. 


JOHN J. O7DONNELL 


John J. O’Donnell, district 
manager with Pratt & Lambert, 
Inc., 75 Tonawanda St., Buffalo 
7, N. Y., died at St. John’s Hos- 
pital, St. Louis, Mo.. on Oct. 31 
after a two-months’ illness. Mr. 
O’Donnell had been a sales repre- 
sentative with the company since 
1915; he covered eastern Mis- 
souri and southern Illinois as dis- 
trict manager until shortly before 
his illness. He is survived by his 
wife, four daughters, two sons 
and two sisters, : 





EDWARD T. HUBBELL 


Edward T. Hubbell, 76, past 
president of the Townley Metal & 
Hardware Co., wholesaler, Kan- 
sas City, Mo., died recently at his 
home in that city. He was with 
Townley from 1928 to 1932. He 
is survived by two sons, a brother 
and six grandchildren. 


JESSE R. LOVEJOY 


Jesse R. Lovejoy, 81, director 
of the General Electric Co., 
Schenectady, N. Y., since 1922 
and an honorary vice-president 
for 16 years, died Oct. 31 in 
Schenectady at his home. A 
graduate of Ohio State Univer- 


| sity, Mr. Lovejoy first joined the 


Thomson-Houston Electric Co.., 


|Lynn, Mass., as an apprentice 


associated with | 
Belknap in 1901 as a salesman; | 


then with the formation of 6.F 
successively held many posts jy 
that company. A brother and 
several cousins survive him. 








ANTHONY O. HERRMANN 


Anthony Otto Herrmann, # 
}secretary and treasurer, On 
| Herrmann, Inc., Glendale, Long 
Island, N. Y., hardware dealer: 





ANTHONY 0. HERRMANN 


passed away Nov. 7 at his home 
in Richmond Hill, N. Y. Well 
known and very well liked by 
hardwaremen throughout New 
York state he had never com 
pletely recovered from the effects 
of an operation several month: 
ago. He was vice-president of 
the New York State Retail Hard- 
ware Association and a director 
of the United National Bank « 
Long Island. 

Surviving are his widow, his 
father Otto Herrmann, Sr., with 
whom he was associated in busi- 
ness, his mother and _ three 
brothers who are active in the 
Herrmann store—Cornelius, Gus 
tave and Otto. Jr., a son, and 
three sisters. 


ELMER W. BERG 


Elmer W. Berg, 58, Lavelle 
Rubber Co., Chicago, IIl., died 
Oct. 13 in that city. Mr. Berg, 
who had been with Lavelle 2 
years, 23 years as treasurer and 
the last two as president. had 





|New York City, in the sales de 


| sides his widow, he is survived by 
|a daughter and a son. 


been with the U. S. Rubber Co. 





partment from 1901 to 1920. Be 
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HAYNES, ACTING CHIEF 
NEW CONSTRUCTION DIV. 
COMMERCE BUREAU 


John L. Haynes, who recently 
resigned as director, Construc- 
tion Bureau, has been appointed 
acting chief of a newly-created 
construction division, Depart- 
ment of Commerce, Bureau of 
Foreign & Domestic Commerce. 
The program is predicated on 
the basis of a three-fold objec- 
tive, namely, rapid expansion of 
construction activities as we turn 
from wartime to a peacetime 
economy, high postwar volume of 
activity in the construction field, 
due to the importance of its 
effect on the general level of 
business, and a more even flow 
of construction activities. The 
primary purpose of this division 
is to organize and synthesize in- 
formation pertaining to the con- 
struction industry from a variety 
of both government and private 
agencies, and form it into a com- 
prehensive picture of the indus- 
try as a whole. 


18 HDWE. CO.’S SIGN 
PLEDGES TO HELP 
VETERANS GET JOBS 


fo date, there have been 18 
hardware firms among the 1397 
companies in 22 states which 
have signed Industry for Veter- 
ans’ pledges to set aside a mini- 
mum of 25 per cent of peace- 
time jobs for veterans, accord- 
ing to that organization, which 
is a non-profit enterprise located 





at 55 E. Washington St., Chicago, 
Ill. It is headed by ex-Marine 
captain James Simpson, Jr., who 
spent 22 months in the Pacific. 
R. W. Walholm is secretary- 
treasurer. Industry for Veterans 
seeks no contributions. Here are 
the hardware firms: Arcade Mfg. 
Co., Freeport, Ill.; W. R. Case 
& Sons Cutlery Co., Bradford, 


Pa.; Frantz Mfg. Co., Sterling, | 


Ill.; Hansaloy Mfg. Co., Daven- 
port, Iowa; Lawrence Bros., Inc., 
Sterling, Ill.; F. Meyer & Bro. 
Co., Peoria, Ill.; National Mfg. 
Co., Sterling, Il].; The Henry G. 
Thompson & Son Co., New 
Haven, Conn.; 
Scott Co., Monmouth, Il].; H. A. 
Everson Implement & Hardware, 
Gratiot, Wis.; J. H. Grenen, 
Freedom, Wis.; G. H. Read & 
Bro., Bloomington, Il.; Schlitt 
Hardware Co., Bloomington, IIl.; 
Vanetti Home Supply, Sterling, 
Il].; Suttle Equipment Co., Law- 
renceville, Il].; The 
Works, New Britain, Conn.; 
Barrett-Christie Co., Chicago, IIl., 
and Hibbard, Spencer Bartlett & 
Co., Chicago, II]. 


DILTS RETURNS TO 
SOUTHERN SUPPLY CO. 
AS PURCHASING HEAD 


James G. Dilts has been dis- 
charged from the Army and is 
now back with the Southern Sup- 
ply Co., Pacific Ave., Dallas 2, 
Tex., as head of the purchasing 
department. Glenn A. Lawson 
has left the company. 








HARDWARE BRIEFS 








ARKANSAS 


Rudolph Buell, recently dis- 
charged from the armed forces, 
has purchased from his father, 
Sherman Buell, the Buell Hard- 
ware in Bentonville, Ark. 


C. P. Rambeau is now manager, | 


Hubbard Hardware Co., Blythe- 
ville, Ark. He formerly repre- 
sented the Stratton-Warren Hard- 
ware Co., wholesalers, Memphis, 
Tenn., in Poplar Bluff, Mo. 





DISTRICT OF COLUMBIA 


The branch of the Peoples 
Hardware Store at 3511 Connecti- 
cut Ave., Washington, D. C., 


owned by Sam del Vecchio, was 


damaged Nov. 6 by a $35,000 | 


fire that started in the paint de- | 


partment. 


ILLINOIS 





operating retail hardware stores | 


in Decatur, Ill. Scarce goods 
were included in the lines de- 
stroyed. Loss was partially cov- 
ered by insurance. 





KENTUCKY 


The Bomar Summers Hardware 
Co., Louisville, Ky., is adding a 
37% by 60 ft. addition to its 
building at 309 W. Walnut St. 


MISSOURI 


Jack Kelly, manager, Fullerton 
Lumber Co., recently bought a 
building in Graham. Mo., where 
he will open a hardware store, 
with Ernest Kneale in charge. 


OKLAHOMA 





Captain Russell Abercrombie, | 
| veteran of both wars, has recently | 
| returned to the hardware business 


Fire recently gutted a ware- | in El Reno, Okla.. where he runs 


house building of Black & Co., | his own store. 
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Brown Lynch , 


Stanley | 
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“OUR CUSTOMERS 
WANT ALARM CLOCKS!” 


That’s what you've told us. That’s 
what we keep telling ourselves. And 
Gilbert is trying hard to fill that 
want. There’s no question about the 
demand. 


These customers don’t demand clocks 
driven by atomic power. They’re 
still indifferent to super-modernistic 
designs. But they do want alarm 
clocks bearing a name recognized for 
all-around value: clocks that can be 
depended upon. 


“Gilbert” is a dependable name 


Production of Gilbert Clocks is now 
increasing steadily, though still 
slowly. Allocations to Gilbert dis- 
tributors are increasing in both size 
and frequency. Before too much 
longer, we hope to start taking brand 
new orders from brand new custom- 
ers. Will you be among them? 











ASK YOUR WHOLESALER 






Clach makers to the nation since 1807 


THE WM. L. GILBERT CLOCK CORP, 
WINSTED, CONNECTICUT 
Laconia, N. H. 


141 W. Jackson Blvd. 
Chicage 4, Ill. 


551 Fifth Avenue 
New York 17, N. Y. 


















Kromex 


Lan Mame 


HOT IN SALES! 
HOT IN SERVICE! 





The KROMEX Bun 
Warmer is coming back 
to your counters soon— 
but it won’t stay there 
long! There’s pent-up con- 
sumer demand waiting 
for its return. And we’re 
increasing this demand 
with a powerful new na- 
tional advertising cam- 
paign* that will reach 
more millions of women 
than ever! 


Get your order in now 
—to be sure of your 
share! Limited quantities 
for November and De- 
cember, and increasing 
quantities for January-to- 
March selling, will be 
prorated to our regular 
trade on the “first come, 
first served” basis. Of 


Kromex 


+NDURINGLY BEAUTIFUL 


Cleveland 15, Ohio 


heavy-gauge aluminum 
with bakelite handles 
and metal basket, the 
KROMEX Bun Warmer 
doesn’t skimp in size— 
it’s large in both diameter 
and height. And it’s 
handsome for serving. As 
in pre-war years, Bun 
Warmers are hot sellers 
for January and February 
promotion. 


Keep asking your jobber 
for your share of 


KROMEX ware that’s 
being delivered in ever 
increasing quantities. 
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307 Miracle Electric Co. Distributors 
See Company “Firsts” at Chicago Meeting 


The Miracle Electric Co., 36 S. 
State St., Chicago, Ill, recently 
held a meeting for 307 distribu- 





G. A. BOIVIN 


turs in the Morrison Hotel, that 
city, to show post-war “firsts” in 


the company’s entire line of 
merchandise. 

The distributors and 100 of 
their guests were met by J. M 
Friedman, president. G. A 
Boivin, sales-advertising manager, 
conducted the meeting and. dis 
cussed each product. A. W 
Seiler, president, the Cramer 
Krasselt Co.. Milwaukee, Wis. 
talking on basic factors in selling 
home appliances. was the after 
dinner speaker. 

Mr. Friedman said Miracle’s 
mixer will be comparatively light 
and has an over-all height of 
only 8 in. Stating that the com 
pany program calls for the ex 
penditure of nine and a half mil 
lion dollars production next year, 
Mr. Friedman disclosed that 
there will be a service station in 
every key center of 100,000 popu- 
lation. 

Mr. Boivin described in detail 
the electric and non-electric 
vacuum cleaners and the com 
pany’s new carpet sweeper. 








CPA NAMES INDUSTRY 
DIVISION HEADS 


Further appointments of WPB 
officials to serve with the Civilian 
Production Administration, were 
announced recently by Fred Glo- 
ver, director of the newly estab- 
lished Bureau of Reconversion 
Operations. One of five recently 
named bureaus to take over re- 
maining functions, powers, duties 
and personnel of WPB operations 
it will consist of eight industry 
divisions, the result of a consoli- 
dation of the former  board’s 
original 31 industry bureaus and 
divisions, 





Mr. Glover announced appoint- 
ment of his immediate staff and 
appointment of eight divisional 
directors as follows: Irving C. 
White, deputy director; William 
Easton, assistant to the director; 
W. James Sears, Rubber Divi- 
sion: Hugh M. Beshers, Equip- 
ment Division; George V. John- 
son, Forest Products Division; 
F. H. Hayes, Metals and Miner- 
als; Herbert Rose, Textiles Divi- 
sion; Lawrence Brown, Chemi- 
cals Division; Charles P. Redick, 
Construction Division and Carroll 
Burton, Consumers Hard Goods 
Division. 
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PROCTOR RETAILING CLINIC: Hardware dealers and 
distributors met recently for a two-day session of the third 
Proctor post-war retailing clinic for small appliances, held 
by the Proctor Electric Co , 480 Lexington Ave., New York 
City, at the General Oglethorpe Hotel, Savannah, Ga. Here 
are some of the attendants: from the left, A. H. Patton, 
Proctor’s Atlanta (Ga.) district manager; P. B. Strickland, 
Beck & Gregg Hardware Co., Atlanta, Ga.; L. J. Crouch, 
American Hardware & Equipment Co., Charlotte, N. C.; 
E. C. White, White Hardware Co., Savannah, Ga.; L. V. 
Rowlands, sales manager, HARDWARE AGE; H. W. Jerni- 
gan, Jernigan Hardware Co., Augusta, Ga.; H. H. Holt, 
Holt Hardware Co., Atlanta, Ga.; and L. B. Hood, Smith- 
Wadsworth Hardware Co., Charlotte, N. C. 
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member of the executive com- 
mittee of the American Hardware 
Manufacturers Association. 


WALLACE L. POND TO 
RETIRE ON DEC. 1 
FROM NICHOLSON FILE 
Wallace L. Pond, who resigned 
as director of sales of Nicholson 
File Co., Providence, R. I., effec- 





BENDIX APPLIANCES 
NAMES WORTH MGR. 
OF DRYER SALES 


L. F. Worth has been named 
manager, dryer sales, with the 
Bendix Home Appliances, South 
Bend, Ind. Mr. Worth had been 
with the Hamilton Mfg. Co., Two 
Rivers, Wis., for the past fifteen 
years, and is credited with the 
discovery of the first successful 
clothes dryer. 

NOMA ELECTRIC 

SPONSORS UNCLE DON 

RADIO PROGRAM 


Noma Electric Corp., 55 W. 


of Noma lights and wooden and 
plastic toys, said recently that it 
had become a sponsor of the 
Uncle Don children’s hour ove 
Station WOR _ thrice weekly. 





WALLACE L. POND 


tive Oct. 23, will retire from ac- 
tive business as of Dec. 1, 1945. 
He was succeeded as director of 
sales by Harry L. Whitney, as 
previously announced in the Nov. 
3 issue of HARDWARE AGE. 

Mr. Pond, who enjoys a wide 
acquaintance among hardware- 
men throughout the entire coun- 


13th St., New York City, makers | 


Wed., Thurs. and Fri., from 5 to | 


3:15 p.m. until Dec. 21. This, 
said Noma officials, is part of the 
company’s pre-Christmas __na- 
tional advertising campaign for 
children, 

SEEDS, TEX. DEALER 
ELECTED V.P., BASEBALL 





try, joined Nicholson on Nov. 2, LEAGUE, SOUTHWEST 


1895. Four years later he was Robert Seeds, owner, Seed= 
appointed sales manager of the }{ardware & Sporting Goods store, 
domestic sales department. In 704 W. 16th St., Amarillo, Tex., 
1940 he was elected director of recently was elected vice-presi- 
sales, in which capacity he served dent of the resurrected West 
until just recently. Although re- Texas and New Mexico baseball 
tiring he has agreed to assist the league, inactive during the last 


Nicholson organization at any war years. Mr. Seeds, a former 
time in the future should the hig league player who has organ- | 


need arise. ized local sporting clubs for boys. 


For several years he was a_ opened his store last spring. 








G-E Sponsored Victory Lighting Jubilee 
To Be Held Nov. 26-30 in New York City 


The Victory Lighting Jubilee,! large public space with “anti- 
ander the co-sponsorship of the | cold-catching protection by disin- 
General Electric Lamp Depart-| fected air.” G-E will install 40 
ment, Cleveland, Ohio, General | germicidal lamps which will emit, 
Electric and leading manufactur- | according to company engineers, 
ers of lighting fixtures and port-| “potent ultraviolet energy to kill 
able lamps, will take place from | air-borne bacteria and viruses in 
Nov. 26 to Nov. 30 at the 17th| the auditorium.” Used in hos- 
Regiment Armory, 34th & Park pitals and schools, the company 
Ave., New York City, says E. D.| believes that this first practical 
Stryker, G-E Lamp Department | demonstration of air disinfection 
director of the exposition. will prove that germicidal lamps 

The show won’t be public, but | can be used also in retail estab- 
manufacturing, wholesaling, re- | lishments for the same purpose. 
tailing, utility, contracting, build-| There will also be shown the 
ing, architectural representatives | Circline and Slimline fluorescent 
will be welcomed to this showing | lamps and the fluorescent lamps 
of lighting equipment and light | with the new “phosphor,” said to 
sources for commerce, industry | be beneficial in bird and animal 
and the home. | husbandry; more than 1500 types 

One of the features will be a/| of G-E lamps now available. 
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These exclusive features 
sell 


BERNARD 
PARALLEL- PLIERS 


ACTION 











Jaws always parallel. Close 
like a vise. Hold FAST. 
Don’t Slip. Won't mar or 
knurl the nut. 





BRS 


MOSS 


Vex 


Cutter on outside of head, con- 
venient to use. Compound ac- 
tion gives double power. 







Open throat for handling 
wire. Note how jaws fit snug : 
against wire. “ 


AND WHEN YOU SELL BERNARD 
PARALLEL-ACTION PLIERS YOU 
MAKE A WORTH-WHILE PROFIT 





BERNARD 





WM. SCHOLLHORN CO. + 1011 Chapel Street, New Haven 9, Conn 
“Quality Tools Since 1870” 
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high on list of tape-selling factors 
according to recent survey 


According to a recent poll, tape salesmen rated trade advertising 
high on the list of effective selling helps. 
PANTHER and DRAGON Friction and Rubber Tape 
advertising is reaching important tape buyers 
through national and sectional trade publications 


| and he helped to bring through 


EARLE BURSON REJOINS 
NATIONAL BRASS CO. 


Comdr. Earle Burson has re- 
turned to the National Brass Co., ' 
Grand Rapids 2, Mich., builders 
and cabinet hardware manufac- 
turers, taking over his old job 
covering the Ohio and Pennsyl- 
vania territory. During his ab- 
sence of nearly five years, a slight 
rearrangement of territories be- 
came necessary to keep his job 
open for his return. 

In October, 1940, he was re- 
called to active duty by the Navy 
for special assignment in Wash- 
ington, D. C., having served in 
World War I and in the Reserve 
between wars. His work had to 
do with top priority war materiel] 


solid brass as well as chrotaiutin 
finished cabinet of pre-war qual. 
ity. This has been accomplishéa 

¢ 





some of the most urgent require- 
ments of the Navy. 

From his experience in indus- 
try conversion, he gained a real | 
insight into the problems in- | 
volved, which has proven helpful 
to the National Brass Co. in| since V-J Day, and though a large 
speedily reconverting. The plant | backlog of unfilled orders has ac- 





EARLE RURSON 


| is now in full production on the cumulated the company expects 





Also strongly backing up this trade advertising program is | 


imprinted promotional material available to wholesalers and 
retailers for distribution by mail to their customers. 
There’s more than dealer help to recommend PANTHER 


and DRAGON Friction Tapes. They adhere firmly and have | 
high adhesive characteristics. PANTHER and DRAGON Rub- | 


ber Tapes fuse readily and securely, have high elongation and | 


excellent electrical qualities. All tapes pass ASTM and Federal 
Emergency Specifications. 


For complete information on these tapes — or for the address | 


of the nearest agent — write today. 


PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


HAZARD <= 
INSULATED WIRE WORKS 


Division of The Okonite Co. 


Ht 


Wilkes Barre, Penassivunia a 


Offices in Principal Cities 
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| Corp., Warren, Ohio. 


| mass market.” 


regular line of Dexter-Tubular | to be making reasonably prompt 
locks and latches with trims of | deliveries in the near future. 























SHOW YOUNGSTOWN KITCHEN 


AT SALES MEETING: 
More than 150 distributor representatives saw the Youngs- 
town Kitchens’ post-war line unveiled during a three day fac- 


tory sales convention (Nov. 14-16, inclusive) and were told 
that merchandising modern steel kitchens can become the 
next big home appliance industry, according to Charles A. 
Morrow, vice president in charge of sales for Mullins Mfg. 
Mr. Morrow urged distributors to 
“show (dealers) how to sell and install steel kitchens for the 
Included in the new Youngstown Kitchen line 
are six twin bowl cabinet sinks and three single bowl models: 
12 floor cabinet models, with continuous tops available for 
any combination of cabinets, 14 wall cabinet models and a 
greatly expanded line of accessory items. Sales executives 
are shown inspecting the largest of Youngstown’s standard 
models at the sales convention—left to right: Frank Knecht, 
sales manager; Charles A. Morrow, vice president in charge 
of sales, and C. E. Alderman, assistant sales manager. 
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SHOP & 
FACTORY 


Important to Your Customers... 
DOUBLY Important to You! 


For years R-V-LITE advertising has been building up a con- 
vincing background for your every selling effort. Millions have 
read the R-V-LITE story in national publications . . . heard it over 
the radio . . . seen it on point-of-sale displays. Countless 
numbers have bought. Thousands upon thousands are satisfied 
repeat customers. Your opportunity to build volume sales and 
worthwhile profits. 





R-V-LITE 
ON THE FARM 


Widely used for poultry, 
brooder and hog houses, 
hot and cold bed frames, 
farm buildings, cribs, tool 
and storage sheds, etc. 


R-V-LITE 
IN THE HOME 


Unequalled for sunporches, 
nurseries, playrooms, work- 
shops, attics, basements, 
storm doors and windows. 
Many other uses. 


R-V-LITE 
IN THE STORE 
& FACTORY 


Economical and effective 
for windows, skylights and 
partitions for factories, 
shops and field offices. 


Handled by Better Jobbers Everywhere! 


A sure post-war bet . . R-V-TEX . . Watch for it! 





ARVEY CORPORATION 


Bu 
Y 
MOre 


Exclusive Manufacturers of R-V LITE 


3470 N. Kimball Ave. 





NOVEMBER 22, 
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Chicago 18, Ill. 


made of syn- 
thetic rubber 
... and Ideal is 
among the 
FIRST to offer 
them to you! 

























ORDER FIRST COME! 

TODAY! FIRST SERVED! 
IDEAL RUBBER CO., 200 FIFTH AVE., New York 10, N. Y. 
PN at cdtecosseckdncesvewscesaden 

C1) Doz. (BMI) BATH MATS TO RET. AT $ 1.98 
TORT ciccccés, s0saseinadscsasanous eer 
0 EE re Terre he er ee rere rie Te ree ere ee 

~ Buyer's Signature 2... cccccccccccccevccvccvcvccvcceceves 
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RECONVERSION NEWS 


mI 





10% CEILING INCREASE ON SOME 
LOW PRICED BUILDERS HARDWARE 


INCREASE AT ALL LEVELS 


MPR 591 amendments cover some cast iron, wrought 


steel and a few wrought brass items. 


Includes sizes 


and types of hardware most commonly used for low 


(Washington Bureau 
of HARDWARE AGE) 

An increase of 10 per cent in 
the maximum prices for certain 
low priced builders’ hardware 
items used in building and repair- 


cost building and repairs. 


ing homes was announced Nov. 
13 by OPA in amendment No. 2 
under Order No. 1. under section 


| 22 of MPR 591, Specified Me- 


chanical Building Equipment. 
Effective Nov. 14, the action 


covers certain specified cast iron, 
wrought steel and a very few 
wrought brass builders’ hardware 
items such as _ hooks, catches, 
hasps, brackets, drawer pulls, 
knobs, pulleys, mending plates, 


| door springs, basement window 


sets and bright wire goods such 
as steel screw eyes, hooks. etc. 
The new increased prices cover 
some of the specified sizes and 
types of builders’ hardware most 
commonly used in low cost build- 
ing and repairing. 

OPA states that the price in 


creases, which are at all sales 


| levels, were allowed to encourage 


their production for use in the 
expected increase in building 
and repairing homes now that the 
war is over and _ construction 
restrictions have been removed. 
Ceiling prices on certain of the 
items covered by this action pre- 
viously were “frozen” at their 
March, 1942, price levels. 








Fed. Specifications Board 
Sets Up Specifications 
For Uniform Govt. Purchases 


The Federal 
sury Department, Procurement 
Division, recently issued regula- 
tions governing the operations 
of the Federal Specifications 
Technical Committees—74 in 
number. The board composed of 
representatives from 10 govern- 
ment agencies meets regularly on 
the first Tuesday of each month. 
Established by Clifton E. Mack, 
director of the Treasury’s Pro- 
curement Division, it re- 
sponsible, in cooperation with the 
Standards Branch of the Procure- 
ment Division, for preparation 
and revision of federal specifica- 
tions for supplies used hy fed- 
eral agencies. 


is 


Federal specifications are draft- 
ed by the Technical committees 


of the board for promulgation by | 


the Director of Procurement. 
Each committee is composed of 
technical Government personnel 
and is responsible for drafting 
specifications specific com- 
modities. Serving on these tech- 
nical committees, on a part-time 
basis, are about 1300 experts 
from the Government service. 
According to regulations drafted 


on 


160 


Specifications | by 
Board of the United States Trea- | 





the Federal Specifications 
Board, technical committees are 
composed of representatives from 
Government agencies responsible 
for quality and performance of 
materials and equipment. Drafts 





of proposed specifications will b 
submitted for comment and criti- 
cism to Government agencies, 
representative manufacturers, and 
recognized technical and profes- 
sional societies. In this way, all 
interested parties will be given 
opportunity to comment on any 
proposed specification. The tech- 
nical committees will then incor- 
porate any accepted suggestions 
in the final draft of a specifica- 
tion. 

Initiation or revision of a fed- 


| eral specification may be recom- 





mended by any member of the 
board or the technical commit 
tees, any Government agency, o1 
by industry. The vice-chairman 
of the board will then determine. 
with the advice of board mem 
bers, whether the facts justify th: 
preparation of a_ specification. 
Chairman of the Federal Speci 
fications Board is Dr. Lyman J. 
Briggs, director of the National 
Bureau of Standards. Vice-chair- 
man is Willis S. MacLeod, act- 
ing deputy director of the Stand- 
ards Branch of the Procurement 
Division. 








WPB Eased Restrictions on 
Rabber for 75 Additional Prices 


WPB, on Nov. 2, authorized 
the use of natural rubber and 
natural rubber latex in the manu- 
facture of approximately 75 addi- 
tional products and approved in- 
creases in the percentage of nat- 
ural rubber permitted in the 
manufacture of nearly 50 other 
items. This liberalization of nat- 


ural rubber consumption, which | 
is expected to speed reconversion | 


in many lines of manufacturing, 
was accomplished through amend- 
ment of Rubber Order R-1, in- 
cluding appendix II. Bladders for 
inflated sport equipment may now 


ratural rubber, of which 60 per 
cent must be guayule. Industrial 
products for which increases in 
natural rubber consumption have 





been authorized includes certain 
insulation compounds, vibration 
dampers and entine mounts, cer- 


tain hard rubber products and a | 


number of items where rubber is 
needed to line various types of 


equipment used in handling acids. 

Other important items for 
which natural rubber is permit- 
ted or for which greater amounts 
have been authorized include: 
belt splicing and repair material, 
conveyor belt scrapers, street 
sweeper belts, sand blast and 
divers’ hose, rod or piston pack- 


| ing and steam valves. 








EASE RESTRICTIONS 
ON AGAVE ROPE 
Restrictions on domestic special 


sales of agave rope were removed 
Oct. 25 by the War Production 


| Board. The action was taken by 


| Amendment | to Priorities Regu- 
be manufactured with 38 per cent | 


lation 13, governing special sales. 
A special sale is a sale of a ma- 
terial or product by any person 
(including a Government agency) 
who acquired it for use and not 


for the of 


The restriction requiring au- 
thorization on Form WPB-1161 
for domestic special sales of 
Manila rope is continued in the 
amended PR-13. 

The amended regulation no 
longer permits export special 
sales of Manila and agave rope 
without authorization when the 


purpose re-selling. 


| total amount of rope held by the 


seller is less than 5,000 Ibs. 
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(Washington Bureau 
. HARDWARE AGE) 


be available for general civilian 
use during the remainder of this 
year or in the first quarter of 
1946. The Civilian Production 
Administration, successor to 
WPB, made this announcement 
on Nov. 5 following a meeting of 


Committee. 
Although some 


supply is 
for ci- 


the Philippines, the 
still insufficient to allow 


OPA Says No Manila Rope for Civilians 
Until Second Quarter of Next Year 


No Manila rope is expected to | agencies will probably have to be 


the Cordage Industry Advisory | 


quantities of | 
Manila fiber are arriving from | 


vilian use at the present time. | 


| Scheduling of Manila rope pro- 
| duction for the various claimant 


continued in the first quarter of 
1946, members of the industry ad- 
visory committee were told. 

Total third quarter finished 
rope production amounted to 44,- 
978,000 Ibs., as against a quota of| 
50,338,000 Ibs. The production} 
|lag was attributed chiefly to the! 
manpower shortage and vacations 
in the mills. The advisory com- 
mittee reported that it saw little} 


| 


improvement as yet in the man-| 





power situation. 








LUMBER PLACED UNDER 
PRIORITIES REG. 32 
—LIMITS INVENTORIES 


Lumber was placed under in- 
ventory control by a revision of 
Priorities Regulation No. 32, ef- 
fective Oct. 29. Applying to all 
persons using lumber for produc- 
tion, operating supplies, mainte- 
nance or repair or for construc- 
tion, both for his account and for 
the account of another, the re- 
vision is part of a six point pro- 
gram to speed expansion of the 
construction industry. 

The new restrictions on lumber, 


affecting receipts of seasoned, 
green, rough, surfaced and work- 
ed to pattern lumber of all kinds, 
sizes and grades, limit inventories) 
to 60 days requirements or a 
practicable minimum, whichever 
is less. They apply to all users 
including construction and trans- 
portation industries. 

The 60-day limitation does not 
apply to green lumber which 
must be seasoned by the user be- 
fore it is usable for the purpose| 
for which it is purchased, but! 
such receipts are subject to the 
practicable minimum napeeen, 
restrictions of the regulation. 











FEDERAL SIMPLIFICATION NEWS 








MACHINE CARRIAGE 
AND LAG BOLTS 


R-169, Machine, Carriage and 
Lag Bolts simplified practice 
recommendation has recently been 
approved for promulgation, and 
will be identified as R-169-45. 
This recommendation includes a 
simplified list of stock-produc- 
tion nominal sizes and types for 
step, elevator and tire bolts, as 
well as regular, heavy and light 
nuts, machine screw nuts and 
milled studs. Until printed copies 
are available some mimeographed 
copies may be obtained from Di- 
vision of Simplified Practice, Na- 
tional Bureau of 
Washington 25, D. C. 


PAINTS, VARNISHES 


plified practice recommendation 
RI 44-43, paints, varnishes and 
related products (shades and 
containers), has recently been ap- 
proved for promulgation and was 
effective Nov. 1, identified as RI 
4-45, reports the division of 
simplified practice. National 
Bureau of Standards. 
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Standards, | 


The proposed revision of sim- | 





This revision, superseding the ! 


war emergency one of 1943, repre- 
sents an effort to adapt the) 
recommendation to the post-war! 
needs of consumers, and in gen-| 
eral it will increase the number 
of colors for some products, add 
small sizes and a two-gal. size 
container for certain items, and 
it will eliminate portions of the 
text of the previous issue which 
were essential to the emergency 
program. Mimeographed copies 
may be had now—printed copies 
division of 





later—by writing: 
simplified practice, National Bu- 
reau of Standards, Washington 
a, DC. 





PIPE NIPPLES, BRASS, 
COPPER STEEL AND 
WROUGHT-IRON 
On recommendation of 
National Association of 
Nipple Manufacturers, and with 
the endorsement of the standing 
committee, recommended revision 
TS-4024 of pipe nipples, brass, 
copper steel and wrought-iron, 
commercial standard CS5-40 has 
been submitted to manufacturers 
for their acceptance. 
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PLASTIC 





THEY RATTLE — THEY FLOAT 


, 


. ~ NOW READY FOR 


20¢ Ketacler (2%2") 
(234" — 25¢) 


Sensational demand (SEE BIRTH RATE 
STATISTICS) making this a hot year-round 
counter item. Just load your counters and 
see how fast they sell! Millions already sold. 





214” — Packed 9 doz. to carton. 
234” — Packed 71% doz. to carton. 


Remember! they’re made by IDEAL — 


THE WORLD’S LARGEST MANUFAC- 
TURERS OF TOYS AND PLASTIC 
ITEMS —they’ve GOT to be good! 









Fifth Avenue 
pe York 10, N. 7. . 
Please ship us via 
ns 212” Plastic Balls — 
Plastic Balls — 25¢ Retail 










carto 


cartons 2%" 












Store Name ___—_——- 






Address ____—_ 


Buyer's Signature ——_—_$_—— 


oe 7 ee, od 8-5 em ee oe Gon oF 
NEW YORK 10, N. Y. 











200 FIFTH AVE., 
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Ni n b 22 1945 stoves, may apply for price adjustments dies i 
ove er 9 under the reconversion pricing orders of tration 
July 23 without showing that their pre Oct. 30. 
Work socks — Under amend- facturers will apply to OPA for a ceil- duction was curtailed by half or more 
ment 14 to Supplementary Regulation ing price. Distributors and dealers will from 1941 to 1945, OPA announced ef. 
14E OPA has announced that manufac- establish their prices under the fall and fective Nov. 6, under amendments to ware— 
turers who were given a 614 per cent price winter seasonal commodity regulation Supplementary Orders No. ” and 119. port P; 
increase for men’s cotton work socks MPR 210, which permits them the As a result of finding that stoves are a China 
delivered during the period Aug. 15— markups they used in the 1941 Christ- reconversion product, bp may be possible 31, 1948 
Nov. 1, 1945, may continue to deliver at mas season. Consumers therefore will to issue an industry-wide increase factor and wh 
these higher prices until Dec. 1. OPA pay up to 15 cents more than they paid OPA said. a tines OC 
has announced. in 1941 for a metal toy costing up to tee ; , which 1 
s * « $1, OPA said, and proportionately Building items relief — On ers, am 
more for more expensive toys. Oct. 25, OPA announced that manufac- lish bo 
Used Army helmets— Sales of 2 turers of certain building items may ap- English 
used Army helmets are exempt from ply for price increases when they face March, 
price control, OPA announced, Nov. 5, Cooking, heating stoves — a loss, whether or not the products are wholesa 
in Order 84 under Supplementary Order Manufacturers of household cooking “essential” or “low-priced.” Affected aaenes 
94. This exemption applies to M-1 Army and heating stoves, other than electric were manufacturers of such items as ; 
2 . ‘ : and to 
helmets, including the steel helmet it- and of thermostats for use on such boilers, radiators, plumbing fixtures and iol 3 
self and a helmet liner that may be ' 
sold separately or as a complete helmet. 
* 2 e fective 
Wholesale Hardware Sales» Regulat 
Work clothes—Mannfacturers 75 cen 
ceiling prices for work clothes made of By Geographic Divisions, for September, 1945 basing 
seven types of cotton textile materials cal pi 
° ° a c 
will be raised by the exact dollar and ones REPORTED SALES YEAR-TO-DATE ¢ cluded. 
‘ent amounts of price increases re- OPA s: 
cently granted to mills producing the Percent Change ditties 
fabrics OPA announced recently in DIVISIONS —— 1945 | Thousands of Dollars — Nine OPA’ 
amendment 8 to Revised Maximum _ | oS | wa th 
: , Numb: s th 
Price Regulation 208, Staple Work “a | on August | Sept. | Sépt | August| 9mos. | (Add | (Add rowidre 
Clothing, effective Nov. 5. The new Firmsb} 1944 | 1945 | 1945 | 1944 | 1945 | 1944 000) 000) riage oes 
? rani ate ‘ gS ge n 
prices are interim ceilings subject to U.S. TOTAL d....| 329 — 8 | — 5 [$37,650 /$40,707 |$39,771 | + 1 [$378,343 /$372,981 aa nn 
change when OPA completes its survey ow Enstend......... 24 o| +3 d 932 . 928 : 908 +§ ba om yn c 
i i iddie Atiantic....... -5 —2 A ° . ° 
of the work clothing industry’s cost and pny ey ee © 1 3 | x5 | Sore] oeer| ocrss| ta | es'ezr| e2'sts tation 
price situation. Distributors and retail West Werth Central a 2 = : he He oa +s a a. | 
dealers of work clothes are required Sot Goat Gonines 18 o | —4 ] 2,330] 2, 2.424) +8 20,922 | 19.423 7 
“as far as possible” to absorb the manu- West South Central 28 +6 | —4 | 5,676| 5,373] 5,932) +8 46,743 | 43,171 the eff 
Mountain... 9 | +1 | —2 | 1,093) 1,085) 1,117] +4 | 10,163) 9,782 the lig] 
facturers’ prices. Se 28 —19 | —19 | 4,928) 6,106| 6,054) —6 69,255 | 73,680 ' g 
increase 
--* 9 Bureau of the Census Prepared in Business Division by Current Statistical Service study, | 
a Includes 40 reports cence = late ae incorporated i oan Census Bureau published releases. increase 
— Mz ac b Number d t apply in all cases to the year-to-date ; 
Metal toys Manufacturers o c feabedes penne ~ A too late for herd map in previous monthly totals. wage ¢ 
metal toys, who expect this year to be d Includes data for five firms not allocated to geographic divisions. : 
allied o 
able to supply about one quarter of " 
; s States comprising regions: 
mare nermel Christmas volume ‘ of New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 
trains, trucks, scooters and similar Middle Atlantic—(N. J., N. Y., Pa.) i 
items, will be permitted to increase East North Central—(Ill., Ind., Mich., Ohio, Wise.) pete 
their current ceiling prices by 14 per West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 8. D.) CPA) 
cent OPA said, Nov. 2. In Order No South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) asphalt 
Se wee : East South Central—(Ala., Ky., Miss., Tenn.) output. 
4 under Section 1499.159e of MPR 188 West South Central—(Ark., La., Okla., Texas) aaah 
this industry wide price increase factor Mountain—(Ariz., Colo., Idahd, Mont., Nev., N. M., Utah, Wyo.) — 
for all reconverting manufacturers of Pacific—(Calif., Ore., Wash.) — 
metal toys was established. New manu- qureas 
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valves. Relief provision for these items 
:s thus brought into line with similar 
moves for other lines. Heretofore, on 
these building items relief has been 
ivailable to manufacturers working at 
i loss only when the products were “es- 
sential to the war economy or when 
ceilings were at the low end of the price 
scale.” Producers of brick, sand, 
cravel, crushed stone, refractories, as- 
phalt and asphalt products, gypsum 
ind gypsum products and allied con- 
struction materials and refractories with 
gross annual sales of $1,000,000 or less 
hereafter may make application for ad- 
justments in ceiling prices to regional 
ffices of the Office of Price Adminis- 
tration, the price agency announced 
Oct. 30. 
* * * 

English bone china, earthen- 
ware—Order 104 under Maximum Im- 
port Price Regulation (English Bone 
China and Earthenware), effective Oct. 
31, 1945, permits increases in importers’ 
and wholesalers ceiling prices for those 
iines OPA has announced. Increases, 
which must be absorbed by retail deal- 
ers, amount to three per cent for Eng- 
lish bone china and five per cent for 
English earthenware, over the seller’s 
March, 1942, prices. Importers and 
wholesalers are required to state the 
increases separately on their invoices 
and to notify retailers that they must 
absorb the increases. 

. * * 

Higher pig iron ceiling—Ef- 
fective Oct. 23, OPA amended its Price 
Regulation 10, allowing an increase of 
75 cents per gross ton in maximum 
basing point prices for pig iron. Char- 
coal pig iron, however, was not in- 
cluded. The increase was necessary, 
OPA said, “to enable the industry to 
obtain the rate of return required by 
OPA’s overall earnings standard.” This 
was the second raise granted in pig 
iron ceilings since price control began 
in June, 1941. The first increase—1.00 
per gross ton—was granted on Feb. 14, 
when OPA stated that a later re-exam- 
ination of the operations of the indus- 
try would be undertaken to determine 
the effect of the price adjustment in 
the light of changes in costs. The new 
increase is based on results of that cost 
study, which showed there have been 
increases in labor costs as a result of 
wage changes in both pig iron and 
allied operations. 

at * 

Asphalt roofing—Industry re- 
ports to WPB (since succeeded by 
CPA) say that today’s demand for 
asphalt roofing is greatly in excess of 
output. Due to scarcity of wood shingles, 
asphalt roofing is now used for ap- 
proximately 90 per cent of roofing re- 
quirements, said WPB. Production is 
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SOCKET BUTT AND SOCKET 
FIRMER CHISELS * GOUGES 


Blades of special crucible steel for 
uniform toughness; fine, lasting cutting 
edges... for accurate workmanship. 


AUGER BITS © EXPANSIVE 
BITS ¢ CAR BITS © DRILLS 


Accurately made and sized for strict 
adherence to adopted specifications. 
Work fast, clear chips smoothly. 





Take hold of a GREENLEE tool and actually feel the extra quality which onl” 
skilled craftsmen can produce. And better still, try a GREENLEE on some jov 
at home . . . experience the fast action of its sharp, true cutting edge . . . see 
how it speeds clean, accurate work. Show yourself why so many fine wood- 


working craftsmen always choose GREENLEE. 





REGISTERED TOOLS 


GREENLEE 


FOR THE CRAFTSMAN 







FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels « Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions « Bell Hangers’ Drills « 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 1811 Herbert Avenue, Rockford, Illinois, U.S.A. 
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HOLIDAY 
PROFITS 


THE war's over... people have money in their pockets . . . holi- 
day traffic will be heavier than it has been in years. Now’s the time 
to display Kellogg Quality Brushes if you want to keep that cash 
register busy. 

There’s a brush for every household need . . . once the housewife 
sees the Kellogg merchandiser she walks up and makes a selection, 
does not merely ask for one or two brushes. That’s why it is impor- 
tant to you not only to choose a good traffic loca- 
tion and keep the brushes prominently displayed, 
but to keep your display w I fitted. y/ 

The main point is to put these brushes up WW 
where they can be seen—particularly during the 
holiday season. You'll be surprised how fast they’ll 
move. Kellogg Brush Mfg. Co., Westfield, Mass. 


Onder Through Your Wholesaler Today! 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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at the rate of 50,000,000 squares pe 
year, and the present backlog of uw. 
filled orders amounts to about thre 
months’ production. Industry members 
strongly urge continuance of. the roofing 
standardization and simplification order 
L-228. They feel that if this order wer 
revoked, extreme competition within the 
industry would force it to manufacture 
sizes, styles and weights now prohibited, 
but which are called for by consumers, 
and that this would result in a decrease 
of perhaps 10 per cent in production 


* - * 


Lumber — Stocks at sawmills 
and concentration yards totaled 3.386,- 
845,000 board ft., as of Aug. 31, 1945, 
an increase of 2.9 per cent from the 
position of these stocks at the end of 
July. The slight increase, the former 
WPB reported, was not indicative of 
an upswing in stocks, which remain at 
a low level. It is purely seasonal and 
results from the established practice ix 
some producing regions of holding down 
shipments during the summer to take 
advantage of weather conditions for air 
drving. 


* * * 
7 


Westinghouse production 
Manufacturing facilities in “practically 
every division” of the Westinghouse 
Electric Corp. “are being expanded to 
increase production from 40 to 50 per 
cent above pre-war level,” A. W. Robert 
son, chairman of the board, disclosed 
recently in New York. Termination of 
war contracts and interruption of pre 
duction, due to the 20-day strike of sev 
eral thousand employees in six of the 
company’s plants in September, were 
reflected in the company’s production 
figures for the first nine months of this 
year. Net sales billed for this period 
were $5]8.869,515, a decrease of 15 per 
cent from the same period in 1944. 


* * * 


Inventory curbs removed— 
WPB has exempted from inventory re 
strictions 10 major household appli- 
ances—“to help producers, wholesalers 
and retailers to distribute consumer 
goods which are scarce because they 
were not made during the war years.” 
Items affected are mechanical refriger- 
ators, gas and electric ranges, wash- 
ing machines, electric mangles, electric 
water heaters, vacuum sweepers, sew: 
ing machines, radio receiving sets, 
phonographs and radio-phonograph com- 
binations. These are now included as 
“exemptions” in suppliers’ inventory 
control order L-63, and in retailers’ in- 
ventory control order L-219. WPB said 
many merchants, whose total inven- 
tories were close to the dollar limits 
imposed by the orders, had expressed 
concern over their ability to benefit 
from increased manufacturers’ allot- 
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GET THIS COMPLETE Tew FOLDER 
SHOWING 100 METAL TRIM SHAPES 
AND Latest PRICES 













You || find 
this compact 
very handy 


Today Youngstown Manufacturing, 
Inc., has leadership in aluminum trim 
production. A shape for every need is 
now available. Hence, the illustrated 
easy-to-use folder along with the latest 
price schedule in the field will be valu- 
able to you . . . Write Today. 


YOUNGSTOWN MANUFACTURING, INC. 


66-76 PROSPECT STREET 
YOUNGSTOWN, OLO 


TRADE MA 


ALUMINUM TRIM 
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BRANCH OFFICES AND WAREHOUSES PI d literat 4 
YOUNGSTOWN MANUFACTURING, INC. leaataees ein 
YOUNGSTOWN, OHIO Company_ sis 
363 Peachtree Street NE, Atlanta, Georgia 
363 S. Wall Street, Columbus, Ohio Your Name____ — ee 
217-219 N. Alabama Street, Indianapolis, Indiana a 
126 N. 3rd Street, Philadelphia, Penna. 
Export Department—20 Vesey Street, N. Y. (. City State J 
Bee HTH we eRe | we 
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at 65.1 per cent, the lowest level on a 
percentage basis since July 1, 1940. 
Steel operations at an average rate of 
70 per cent of capacity now would re- 
sult in considerably more tonnage over 
a year’s time thar: 88 per cent opera- 
tions did in 1929, although costs would 
be greater, the American Iron and Steel 
Institute points out—this due to the 
fact that steel capacity was enlarged so 
much during the war. In 1929 the in- 
dustry produced 65.000,000 tons of 
ingots, operating at 88.5 per cent of 
capacity. But 70 per cent of operations 
for a year, based on current capacity. 
would produce 66,500,000 tons. One- 
quarter of the steel industry’s present 
annual capacity would supply steel for: 
5,000,000 autos; 900,000 trucks; 4,000.- 
)00 refrigerators; 3,000,000 washing 
machines; 5,000,000 vacuum cleaners; 
4,000,000 electric toasters; 15,000,000 
radios; 3,000,000 domestic furnaces, and 
900,000 dwelling units. All this would 
still leave capacity for the industry in 
the same year to supply 10,000,000 tons 
of steel for the railroads; 8,000,000 tons 
for construction; 2,000,000 tons for farm 
machinery; 3,500,000 tons for contain- 
ers; 1,000,000 tons for machinery and 
tools; 2,000,000 tons for the oil, gas and 
mining industries—and still there would 
be around one-fifth of total annual steel 
capacity left for other purposes. In 
other words, the industry now can sup- 
ply, with room to spare, steel equivalent 
to the peak tonnages which went into 
construction projects, automobiles, home 
appliances, containers and other basic 
products of American industry in any 
year of the prewar period. 


* *-s 


Looking ahead in steel — 
Facing a period of considerable uncer- 
tainty on wages and prices, steel mills 
are in some instances endeavoring to 
keep their order commitments to as 
short-term periods as possible. Some 
mills are booking, with specific delivery 
promises, through the first quarter, but 
this practice is by no means general. 
As one steel executive has observed: 
“The big job in steel selling is one of 
being able to diplomatically resist the 
pressure from consumers, rather than 
the ability to sell steel.” There has 
been a Washington report that the OPA 
has received OWMR approval to issue 
new price ceilings on steel products, 
and was ready to announce them, but 
has now been requested by both labor 
and management to defer action until a 
strike vote has been taken by the steel 
workers on Noy. 28. Price increases 
had been predicted, off and on, as far 
back as the mid-year, with the time 
originally indicated for September. The 
action of the steel union in September 
in making its wage demand of $2.00 a 
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In your store or “on the job” for selling homeowners, builders and architects, 
the new No. 500 Amerock Demonstrator serves “double duty” to make more cabinet 
hardware profits. Separable mounting hinges fasten Demonstrator securely to store 
wall or post yet permit instant removal to use on counter, in window or to take 
along on outside calls. Ask your jobber or send coupon for details. 


AMERICAN CABINET HARDWARE CORP. 


GENUINE 


ROCKFORD ‘iLakele Peeinots 


PRODUCTS 





AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 3-N 
Please rush color illustration and full information on new No. 500 Demonstrator. : 
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MY FAVORITE JOBBER 1S —______ ° = 








The ORIGINAL 
glass-top fuse 








ROYAL ELECTRIC CO., inc. 


PAWTUCKET + RHODE ISLAND 


WIRE + PLUG and CARTRIDGE FUSES 
CORD SETS * TROUBLE LIGHTS 
* CHRISTMAS LIGHTING SETS * 
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day increase apparently upset this tim: 
ing. The various steel companies have 
issued statements turning down the 
union’s demands pending OPA’s an- 
nouncement of hoped-for «price relief 
to cover already existing high Jabor and 
operating costs. 
* . . 

Home coal stokers—On Nov. 

10, OPA authorized higher ceilings on 


household mechanical stokers and al- 
lows the rise to be passed along to con- 
Manufacturers are permitted 
a 10 per cent industry-wide increase 
over Oct. 1, 1941, prices on household 
types of stokers (50 lb. capacity, or 
less, per hour) and a 5 per cent in- 
crease on larger sizes (up to 1200 lbs. 
capacity an hour), and on parts for such 
stokers. Resellers may pass on the dol- 


sumers. 








SALES OF 1,092 INDEPENDENT RETAIL HARDWARE 
DEALERS IN THE UNITED STATES 


September, 1945, Comparisons 





Sept.’45 Sept.’45 


vs. vs. 
No. stores” Sept.’44 Aug.’45 


Total 1,092 +7 +2 


Sept. 44 Aug. 45 
$8,096,023 $8,501,709 


Sept. °45 
$8,638,678 





: 1945, $87,569,329; 1944, $79,421,253 
First nine months, 1945, (a), showed 10 per cent gain over 1944 





Percent Change 

















Number Sept. ’45 Sept.’45 Dollar 
of firms vs. vs. Sales 

States by Regions reporting " Sept. ’44 Aug. 45 Sept.’45 
| New England 64 +4 +4 607,021 
| Maine 9 + 4 — ] 89,979 
New Hampshire 5 +18 +11 145,704 
Vermont 5 an S —2 37,222 
Massachusetts 30 + 7 + 6 246,135 
Connecticut 12 — mn? 65,231 
Middle Atlantic 109 +4 —2 790,881 
Pennsylvania 109 + 4 —2 790,881 
East North Central 342 +5 + 3 2,518,316 
Ohio 96 + 3 + 2 699,056 
Indiana 51 + 8 + 5 346,053 
Illinois 76 + 2 + 5 562.812 
Michigan 42 +7 0 368,945 
Wisconsin baa ees 77 +5 + 3 541,450 
West North Central..... 144 +4 +7 718,122 
Iowa . 46 +8 +16 244,338 
Missouri ; 31 —2 + 2 134,640 
Nebraska 31 +7 +4 116,347 
Kansas — 36 + 3 + 4 222,797 

| South Atlantic 47 + 4 —4 371,247 
South Carolina 9 —5§ —l1 63,588 
Georgia 21 + 6 — 5 164,077 
Florida 17 +7 + 3 143,582 
East South Central 1] — 3 —5§ 96,166 
Alabama ..... 1] —=3 —5 96,166 
West South Central 97 +12 + 2 721.300 
Arkansas 15 +1] + 2 123,722 
Oklahoma .. 32 +9 + 3 142,911 
Texas 50 +14 + ] 454,667 
Vountain 75 +10 +5 752,254 
Montana 16 +21 +13 173,529 
Idaho 13 +20 +32 115,748 
Wyoming 5 —13 — 3 43,160 
Colorado .......... 22 + 6 +16 135,197 
New Mexico .. 6 +12 —15 190.691 
re cone’ +4 + 3 37,145 
Nevada ..... 4 —8 — 5 36,784 
Pacific =a 203 +10 -] 2,063,371 
Washington ....... 25 +12 0 352,350 
Oregon A 26 + 6 - 1] 271,391 
California 152 +10 — 2 1,439,630 
Chicago, Tl. , 13 + 8 + 6 68,878 
Los Angeles, Cal. 16 —17 + 3 168,087 
Portland, Ore. 9 — 2 + 3 68,003 
San Francisco, Cal. 19 +4 —13 189,839 
Seattle, Wash. 6 0 +1 32,439 








Note: (a) Includes reports received too late for inclusion in previous 


monthly totals. 


(b) Number does not apply in all cases to the year-to-date 


figures. Compiled by Bureau of the Census, U. S. Department of Commerce 
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Dollar 
Sales 
ept. 45 


607,021 
89,979 
145,704 
37,222 
246,135 
65,231 
790,88) 
790,881 
518,316 
599,056 
346,053 
562.812 
368,945 
541,450 
718,122 
44,338 
34,640 
16,347 
22,797 
71,247 
63,588 
64.077 
43,582 
96,166 
96,166 
21.300 
23,722 
42,911 
34,667 
52,254 
73,529 
15,748 
43,160 
35,197 
0.691 
37,145 
36,784 
53,371 
2,350 
71,391 
9,630 











8,878 
18,087 
8,003 
9,839 
2,439 
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jar-and-cent amount of the increase 
when the stokers or parts are sold sepa- 
rately. However, if they are sold as a 
part of a larger unit the price increase 
must be absorbed by. the manufacturer 
who sells the combination. The larger 
increase was given to manufacturers of 
household sizes to encourage their pro- 
juction as against the normally more 
profitable larger“models. If manufac- 
turers maintain approximately their pre- 
war proportion of small to large sizes, 
over-all industry price increase 
should amount to about 6.7 per cent, 
and OPA figures that this is the aver- 
age increase needed to compensate for 
labor and materials cost increases since 
194), 


the 


Radio receiving sets — The 
date, Oct. 30, 1945, was distinguished 
by two OPA moves, the ending of ration 
control on passenger automobiles, and 
the announcement of new ceilings (or 
figuring methods) on radio receiving 
sets and electric phonographs, at all 
levels of sale. The latter price order is 
Maximum Regulation 599, and it is so 
“meaty” that interested concerns should 
»btain a copy, for study, from their 
nearest OPA office. The temporary 
preferential relief given to some new 
manufacturers is superseded by the new 
pricing plans, so that all makers, old 
and new, now are governed by the same 
mark-up principles. First, manufac- 
turers who have had approved prices, 
based on their sales between July 15 
and Oct. 15, 1941—or makers of new 
models who arrive at their comparable 
“base” price status—are to set down 
these base ceiling prices as used to 
each of their 1941 classes of purchasers. 
Then, to wholesale distributors, 15 per 
cent mark-up may be added by the 
manufacturers on the lower-priced 
group of sets—12 per cent (or at least 
$1.65) to the medium-priced group— 
and 10% per cent (or at least $3.60) to 
the higher-priced group. Mark-up per- 
centages (over the corrected manufac- 
turers’ prices) are provided, to establish 
the new consumer ceilings, and the 
minimum discounts therefrom to re- 
tailers (varying for the three price 
ranges) also are fixed by the new regu- 
lation. OPA repeats its earlier com- 
ment that these new consumer prices 
are held just about even with the 
March, 1942, “listed” levels. The re- 
tailer, declares OPA, is expected to be 
compensated by the discontinuance of 
his customary pre-war practice of giv- 
ing substantial discounts from these 
“listed” prices, for cash payments, and 
zenerous allowances for trade-ins and 
mark-downs at periodic bargain sales. 
Under the various “allowances,” OPA 
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KWIKHEAT’S 
BUILT-IN 
THERMOSTAT 







* HEATS IN ONLY 90 SECONDS 
* MAINTAINS PROPER HEAT 
* CAN'T OVERHEAT 

* LESS RETINNING NEEDED 
* TIPS LAST LONGER 
* COOL, SAFE HANDLE 
* LIGHT WEIGHT 























PED REET Ne AERA CURIA FI 


has ample reserve power for 
your soldering jobs—225 watts 
held in check by a thermostat 
built right into the iron* —main- 
taining ideal temperature for perfect 
soldering—preventing overheating 
(which causes deterioration in other 
irons)—prolonging life of tips and elimi- 
nating the need for constant retinning. Be- 
sides these big advantages, the Kwikheat Iron 
is hot, ready to use only 90 seconds after plug- 
ging in. It is extremely light (14 ounces), well- 
balanced, and has a safe, cool handle. No wonder 
Kwikheat is a sensation wherever it is used. You will 
want to stock this “hot” item. With one tip — $11.00, list. 


6 INTERCHANGEABLE TIP STYLES 
#0 Al #2 #3 #4 #5 
$1.25 $1.25 i $1.25 y, $1.25 $175 @) $1.25 
VANATTA 4 

= —— ‘nes 


THERMOSTATIC SOLDERING IRON 


A Division o 


SP Ny RMON RT wy 














*patented 


Sound Equipment Corp. of Calif.e 3903 San Fernando Rd., Glendale 4, Calif 




























































consumers normally paid con- 
siderably less in pre-war years than the 
retail prices listed in the manufactur- 


ers’ catalogs. 


says, 


. . s 
Plastic screen cloth —Eflective 
Nov. 1, OPA set maximum prices for 
one of the leading manufacturers of 


plastic insect screen cloth. “List 
prices” (representing the consumer 
figures) f.o.b. point of shipment are 


established on 16 mesh (.015 gage) 
plastic cloth at $12.00 per 100 sq. ft. 
and on 18 mesh (0.12 gage) at $11.50 
per 100 sq. ft. Jobbers’ discounts gov- 
erning carload stock shipments, LCI 
stock shipments, and drop shipments to 
customers, are also detailed in the new 
price regulation, known as MPR 591 
The prices to retailers, f.o.b. point of 
shipment, are set at $8.00 per 100 sq. ft. 
on 16 mesh and $7.65 on 18 mesh. 
Plastic screening is now offered for 1946 
delivery by several makers. The outlook 
is for lessened production of steel cloth 
for next year, by reason of labor and 
material shortages, and whatever amount 
of plastic cloth may be made will use- 
fully aid an impending deficient over- 
all supply. 


Electrical wire and cable 
Effective Oct. 29, OPA issued a new 


Axe and Saw Display Stops Customers 


Axes are shown 
on rests, the hat- 
chet handles are 
above them and 
saws of various 
types are on the 
right wall. Alto- 
gether, it’s a dis- 
play that compels 
attention. 


SPECIAL display area for axe 


IX handles and saws helps Kings- 


bury & Young, Inc., Osage, Iowa, in- 
crease sales on these items. The 
axes are displayed on protruding 
round irons which have been sunk 
into special strips of wood nailed t« 
the wall. The farmer or woodsman 





is tempted to grab the axe and feel 
the weight and swing of it--and 
when this is the case the sale is often 
made. Saws of various types are 
hung on the wall, while hatchet 
handles are in a special boxed shelf 
arrangement at the top of the sec- 
tion. 








price regulation 82, superseding the 
former schedule 82, and including in 





Seinen Ailchener 


Poms 
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The streamlined Kitchen Lighting 


Unit that's become a “must’ for 
every home-loving woman! 


It’s got everything—style, efficiency, beauty, economy—esd it 


is definitely 
bathroom, 


ost-war. 


ve, bedroom—everywhere. 


Easy to install and maintain—for kitehen, 


e orders are al- 


ready piling up—but probably your wholesaler has already got 


his order in. 


Get in touch with him immediately so thet you 


can get your share of this sure-fire business! 


Ki—with cord and plug and adapter 
to fasten to a 4" holder. 


K2—with canopy, fixture strap and 
wire leads to fasten directly to out- 


let box—with UL label. 


reo: CO 
SMITHCRAFT LIGHTING DIVISION, CHELSEA 50, MASS. 





Retail price 
$ Py A-ee tsT 


LAMPS 


/ts Lrolituble busines 





its coverage every type of wire con 
ducting electricity, including aluminum 
and nickel-alloy. The old regulation 
priced only copper, copper-clad and 
copper alloy wire. Omitted, however 
from the new regulation are cable ac 
cessories and portable “trouble lamps,” 
which now are transferred to Price 
Pegulation 136 (machines, parts and 
industrial equipment). OPA says that 
its purpose, in the new regulation, is 
to simplify pricing methods and make 
it possible for manufacturers entering 
this field to price their products in line- 
with prices already established by other 
manufacturers. Pricing methods now 
will be based on the prices of various 
types of electrical wire in effect on the 
“base” dates (Oct. 15, 1941, for copper 
wire and March 31, 1942, for other non- 
copper-content electrical wires). A 
slight variance in the pricing method 
used for wire, both bare and insulated, 
will still leave their procedure rela- 
tively the same as that heretofore em- 
ployed. 
* * > 

Durable goods changes — A. 
special pricing method used by manu- 
facturers of “consumer durable goods” 
who were forced to*change their prod- 
ucts because of wartime shortages of 
materials and parts was revoked as of 
Nov. 5, by OPA. With the end of the 
war, these shortages are rapidly disap- 
pearing, and a sharp decline already has 
been noted in the number of manufac- 
turers’ using this emergency pricing 
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| The Choice of 
| Qragtemen Everywhere 


Small tool replacement due to the 
war’s ending is tremendous. In war 
time every kind of tool took a real 
| beating in an effort to bring the 
Victory that is ours. Vaughan tools 
for over seventy-five years have been 
| valuable sales assets to Hardware 
i Dealers’ Lines. Vaughan high qual- 
ity material, design and workman- 
ship are your assurance of repeat 
sales that come from satisfaction. 
Investigate Vaughan’s complete line 
i of Hammers, Hatchets, Axes and 
Small Tools. 








4 No. 700 Assortment 


Here is a small tool assortment that 

will sell tools on sight when dis- 

} played on your counter. Each display 

i consists of 30 assorted chisels and 
| punches of various sizes. 





VAUGHAN & BUSHNELL 


| 

f 
hig MANUFACTURING CO. 
I, CHICAGO 3, ILLINOIS 


ees ee a a si 
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method. Hereafter, all applications for 
new or changed models from manufac- 
turers who have ceiling prices already 
established for comparable models will 
be filed under a single pricing tech- 
nique. This directs manufacturers to 
figure their ceiling prices on the basis 
of current costs rather than March, 1942, 
costs. They may file their pricing re- 
ports with the file offices that priced the 
comparable items, and OPA has broad- 
ened the authority of district and re- 
gional offices to make it possible for 
them to issue pricing orders or to ap- 
prove prices in these cases. These 
changes will not affect the general level 
of prices under the regulation, which 
still is stabilized at the March, 1942, 
level. Nor will they have any effect on 
consumer prices for such lines as fur- 
niture, bedding, housewares, tools, 
small electrical appliances, luggage, 
lamps ahd other goods covered at the 
manufacturing level by the “consumers’ 
durable goods” regulation. 


* * * 


Key blanks—On Nov. 1, Corbin 
Cabinet Lock Co. advised its trade that 
because of the situation on malleable 
iron and cast bronze key blanks it was 
withdrawing all such items from its 
catalog and that no further orders for 
these items will be accepted until fur- 
ther notice. All foreign nickel, silver 
and brass blanks were withdrawn from 
sale. The statement indicated that “We 
can accept orders only for geruine Cor- 
bin Cabinet Lock, P. & F. Corbin, and 
Russell and Erwin blanks. All flat steel 
blanks as shown in our No. 104 catalog 
will be available and orders will be 


accepted.” 
* * 8 | 


Holiday spending — All signs 
point to another free-spending holiday 
season this year with dollar sales com- 
ing close to record 1944 results, accord- 
ing to the United Business Service, Bos- 
ton, Mass. While transition layoffs and 
reduced take-home pay will lower the 
buying power of many former war 
workers, the Service predicts that this 
will be largely offset by (1) huge ac- 
cumulated savings, (2) some easing o! 
shortages, (3) buying by veterans, and | 
(4) the psychological stimulus of the 
first peacetime Christmas in five years. | 
Total retail dollar sales are still run- 
ning moderately above a year-ago levels, 
although not showing the gains regis- | 





tered early in the year. Even allowing 
for some further slackening of demand. 
holiday dollar volume will show no 
more than a small decline from last 
year and will exceed by a substantial 
margin any comparative period prior to 
1944, 









Looking ahead with 
Weather-tested 


PLASTEEL 


ROOFING 
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“It’s the Roof that Keeps 
the Weather Out” 


Dealers the nation over have 
learned that progressive farmers 
want the industrial type roofing that 
does not require painting and main- 
tenance. Farmers are buying Plasteel 
Roofing because it is weather tested 
and corrosion-proof. Plasteel is high 
strength steel sealed under heat and 
pressure within a corrosion-resisting 
plastic. For insulation and appear- 
ance the surface is impregnated with 
pure mineral mica. Triple protection 
that defies deterioration! That’s why 
progressive dealers are looking 
ahead and recommending Plastee! 
for farms. Available now ! 





For Details, See or Write 
Your Distributor Today 


Protectep Steet Propucts 


WASHINGTON - PENNSYLVANIA 








HEAD YOUR BUYING LIST | 








ZIM CAN OPENER 


Opens any shaped cans, leav- 
ing edges clean. Strongly 
made for long service. Folds 
upward when not in use. 





ZIM Jar OPENER 





‘a R. | 


Removes screw caps, bottle caps, 
pry-up caps and friction caps. Folds 
flat against wall when not used. 







DELUXE MODEL 
ZIM JAR OPENER 


ZIM FLATIRON REST 


STANDARD MODEL 





Leaves entire board for ironing. 
Folds back when’ not in use. 


VERY SOON NOW .... 


we will supply you with the fa- 
miliar Zim appliances and new 
“postwar” ones too. Meanwhile, we 
are apportioning our production 
so each customer will get some. 








ZIM MANUFACTURING CO. | 
Headquarters for Labor-Saving Home Appliances 


3037 CARROLL AVE. — CHICAGO 12, ILL. 
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Boxes of this type form a setting for the merchandise on display. 


Use of Set-Up Boxes for Tools 
May Attain 85% Trade Coverage 


HE trend toward the use of set- 
up paper boxes by the hardware 
tool business, which has been em- 
ploying them to pack 75 per cent of 
their products to date, has gained 
such momentum, according to an 
industry-wide survey by the National 
Paper Box Manufacturers’ Associa- 
tion, that soon it is expected the fig- 
ure will be closer to 85 per cent. 
As with every trend, there is good 
reason for this one. It is predicated 
on the three distinct advantages 
offered by the custom-built con- 
tainer: sales-appeal decorativeness: 
greater strength because of the con 
struction; and features that mean 
less shelf space and individual prod- 
uct “fit.” 
There is no doubt but that the 


dominant use of color lends more 
emotional appeal to both product 
and store. The product identifica- 
tion, backed by national advertising, 
is another strong customer winner. 

The containers have craftboard 
bases, reinforced corners of tape, 
linen or metal, inside and outside 
wrappers and inner supports, and 
platforms and special fabrications 
for better display and protection. 

These points are important to the 
hardware dealer, for postwar is now 
and in the coming days there will] 
be, as a natural side-kick to modern- 
ity, a premium on sales appeal and 
space, and the dealer who empha- 
sizes display is two steps ahead of 
the nearest competition. 

The set-up paper box is tailored 





Here we have boxes serving as decorative pedestals for various items. 
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- All steel, one-piece, 5-ft. rod. 
Light, strong and sturdy. Cad- 
mium finish; two guides and 
special new, improved end 
tip; strong steel end piece. 
Fine finish wood handle. 

3 more 

sroduct List $ 00 
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og FLY ROD REEL 

‘ Flyweight . . . only 4 oz. Preci- 

ilored sion-built; center shaft steel bear- 
ing, lapped and ground for free, 
silent casting. Aluminum spool. 

Open frame, ventilated . . . line dries on 
spool to prevent - Holds over 50 yards 
; mar 
io Singe San ih Simms 
silent drag. Metal anodized— | 
prevents po Me rong Crackle $3 -50 
ee finish. 
. 


ROYAL REEL SEATS 





MOTALBILT 


Steel; zinc-plated. Tapered sliding bands to 
hold large or small reels. Size 3/,- $2 =00 


3 inch by 614-inch. ...... 


Write for Circulars and Discounts 


ROYALBILT LINE 


1335 Folsom St. 
San Francisco 3 * 


per doz. 


California 
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for this latter quality—display. No 
matter what the contents, the boxes 


are attractive and have a take-me- | 
home look, whether shown in the | 
window or on the counter. And un- | 
assembled units can be put in set-up | 
boxes with partition forms that sim- | 
plify home or shop assembly and 


protect the parts in transit. 


Eight Sound Rules 
For Selling 
ILLIAM MAXWELL, before 





he died was one of the coun- | 


try’s most successful and well-liked 
sales managers. As head of the 
famed Thomas A. Edison’s sales 


department he was well-known | 


throughout the country. 

Once he wrote eight rules for 
successful selling, and through the 
courtesy of Edwin C. Barnes, 
Chicago distributor for Ediphones, 
we publish them here. They are: 

1. Proper handshake — hearty, 
friendly, decorous grip of a man 
who’s glad to see another man. 

2. A sincere smile—all over the 
face, in other words. 

3. Erect posture —a_ physical 
slump means a sales slump. 

4. Right voice tones — express 
confidence and sincerity. 

5. Careful pronunciation — let 
the other man hear your sales talk. 

6. Mental alertness—cultivate a 
quick grasp oi all the angles. 

7. Self-confidence—if you be- 
lieve in yourself, others can be per- 
suaded. 


8. Thorough preparation—know | 


everything about your business— 
his business — your goods — his 
problem. 

—Dartnell Corporation 


Mass Display of Small 
Items Is an Eye-Catcher 


LEANING goods and _ other 

bottled and packaged items of 
small size are shown to good ad- 
vantage in a massed goods display 
at the C. B. Taylor hardware store, 
Decorgh, Iowa. 





The firm has two special display | 
stands which permit piling the mer- | 
chandise on narrow shelves which | 


begin almost at floor level. From 
counter top level there are three 
more set-up levels which also per- 
mit the showing of more merchan- 
dise. 

One advantage of such a display. 



































BRAND 


HACK SAW BLADES 


Here’s the original, time-tested HY-FLEX 
BLADE .. . of a special analysis, 
mol,bdenum steel as Forsberg produces 
it. Scientific heat treatment enables these 
Blades to give practically equal per- 
formance with high speed tungsten steel. 
They're gauged and checked for accuracy 
throughout every step of manufacture, 
and given a tough bending pounds test 
before you get them for sale. If you 


want to promise long life on stubborn 
cutting jobs, offer Forsberg HY-FLEX 
Blades and you'll deliver it. 


A popular WHALE BRAND Hack Saw 
Frame for the machine shop mechanic 


and electrician. Adjustable for 8” to 
12” Blades. There’s a complete line of 
WHALE BRAND Frames for every hack 
saw need. 
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BUY NOW 


FOR XMAS: 










DACO AIDACO 

5 INCH POLISHED BLADES 
5SE #S6SE #G5SE 
$19.80 $24.00 $21.00 
Per Doz. Per Doz. 


Per Doz. 


qe" 
4°" BLADE #K300—$18.00 PER DOZ. 
Terms: 2% Cash Net 10 Days 
We Guarantee money back if Merchandise 
Proves unsatisfactory upon delivery. 
if material is unavailable, we reserve the right to 
substitute equal or higher cost merchandise of a similar 
nature at No Extra Charge 


BERNARD GOLDWEBER 


1133 Broadway, New York 10, N. Y. 
WAtkins 9-6693 
WHOLESALERS’ INQUIRIES SOLICITED 















* 
PROTECTING 
AMERICA'S 
HAND POWER 





THE BOSS MFG. CO., KEWANEE, ILL., U. S. A. 







according to Mr. Taylor, owner. is 
that it is different from the con- 
ventional counter and sidewall dis- 
plays through the rest of the store, 
and thus it attracts considerable at- 
tention. Another advantage is that 
it gives the massed effect which 
helps to sell more merchandise by 
catching the “impulse” customer. 


A Correction 


In an advertisement which appeared 
on page 175, Nov. 8, 1945, issue of 
Harpware AGE prices given for four 
styles of sheath knives offered by Ber- 


| nard Goldweber, manufacturers’ repre- 


sentative, 1133 Broadway, New York 
10, N. Y., were incorrect and due to an 


| error in the printing plant. The prices 


for these leather washer grip single edge 
knives, with tear drop knobs are: K100, 


| 6% in., $24.00 per dozen; K200, 5 in., 





$19.80 per dozen; K400, 5 in. stubby, 
$21.00 per dozen; and K300, 4 in., 


| $18.00 per dozen. All of these prices to 


the dealer are below OPA ceilings. 


Mass Bin Display 
Sells Merchandise 


HE Kingsbury & Young hard- 
ware store, Osage, Iowa, gets 
mass display of various items by 
using a number of specially con- 


| structed cases which have bins which 
| will hold a great deal of merchan- 
| dise in small] sizes. 


While the bins are all the same 


_ depth, they are of varying width. 


Each display case has three bin 
levels, the depth of the top bins 
being only a few inches as con- 
trasted to the 6-in. depth on the 
other two. 

The bin levels are on the step-up 
basis, so that customers can reach 
down and inspect merchandise very 
easily. Each case is built with a 
vertical back, so that it can be 
backed against a wall or counter, :f 
desired, or backed against another 
similar case to form a larger dis- 
play. 


Correct Answers to 
Test Your Hardware 
Sense 


(Questions on page 134) 


1—Answer. Dealer cost of 20d is 
$3.57; 6d, $3.92, and 12d, $3.67. 

2—Answer. Margin in broken cases, 
36 per cent of sales; in full cases mar- 
gin is 42 per cent. 

3—Answer. Value of stock $2,000 on 
which a 10 per cent dividend is paid 
or $200. 

4—Answer. Rental is 3 per cent of 
sales. a 

5—Answer. Freight is $1.40. 














“VISIBLE” GLASS 
MAIL BOX 


NOW! IT HAS 

ENDURING ALUMINUM 

HARDWARE ACCESSORIES 
instead of Steel 


EVERY ONE SOLD BECOMES 
A SALESMAN FOR YOU... 

















FEATURES 


@ Contents Are Visible 

@ Saves Time, Unnecessary Trips 
and Exposure in Bad Weather 

@ Body is Heavy Crystal Glass in 
Attractive Stippled Design 

@ Har izing Al 

Hardware 





@ Large Capacity, 12-in. Deep 
@ Distinctive On Any Home 


¢ 

¥ ; ond: 
4 
THE MOST CONVENIENT 
ATTRACTIVE AND MCDERN 





LETTER BOX ON THE MARKET 


For Quick Sales and Good Profits, the ‘’Visible’’ Glass Mai! 
Box creates and supplies an important new year ‘round 
market on a handsome, useful new Household Specialty 
which has no competition 
“Glass Retains Its Beauty Always” 

Profit by large postwar home building program. Don't 
overlook this profitable business. Stock and display now 
National advertising in ieading home magazines is rapidly 
increasing the already large demand 


ORDER MODEL No. 32-Al 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 














HOUSE NUMBERS 


Tey 


well 
packaged 


3” Numbers — neat 
sturdy and well designed 
New and modern as tomorrow! 
Packed in transparent envelopes, 
with screws. Retails at only 10¢! 
Packed in 10 doz. Assortment 
with attractive display card. 


Ask for: samples. 











REFLECTO LETTERS CO. 


110 WEST 27th STREET, NEW YORK | 


HARDWARE AGE 
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Operating Problems and Policies of 
Surplus Consumer Goods Disposal 


(Continued from page 98) 


level, which is at a discount of 
10 per cent below the highest 
price charged the smallest retailer. 

The .Office of Surplus Property 
could not agree with this policy. 
not only on the ground that it is 
commercially unsound but also be- 
‘ause in my opinion it violates a 
number of the provisions of the 
Surplus Property Act of 1944 
(that section pertaining to small 
business particularly) and is in 
direct violation of the Price Con- 
trol Act, the Robinson-Patman 
Act, and OPA pricing policy. To 
illustrate the latter violation we 
need only to look at the new Sur- 
plus Property Administration’s 
recommendation for pricing the 
several million shotgun shells re- 
cently offered by OSP. Had we 
followed the pricing schedule fur- 
nished us in writing by SPA the 
shells would have been sold as 
follows: 


Wholesalers $28.52 per 1000 
Large retailers and 
a a“ * 


Ld 


Average retailer. 32.41 
Small retailer.... 33.71 “ “ 


The Office of Price Administra- 
tion’s published ceiling covering 
sales by manufacturers to whole- 
salers is $25.93 per 1000 shells. 
the ceiling price to retailers (large 


or small) is $32.41. 


Wide Discrepancies 


In view of the wide discrepan- 
cies in thinking and business pol- 
icy between the Office of Surplus 
Property in Commerce and the 
Surplus Property Administration 
I could only ask of the Secretary 
of Commerce to be relieved of the 
responsibility of longer continu- 
ing an operation so much at vari- 
ance with my concept of sound 
business practice. 


The Consumer Survey-a Means of Forming 
Credit Policies 


(Continued from page 101) 


that they had; 73 per cent that 
they hadn’t; and 1 per cent didn’t 
remember. 

“The government,” said an- 
other poll question, “now limits 
installment accounts to a 12 
months’ term of payment. After 
the war, how long a time would 
you like to have to pay for a re- 
frigerator if you were going to 
buy ?” 

Six per cent replied “Don’t 
know.” ... “As long as we want.” 
. . « “Depends on amount.” .. . 
“Depends on earnings.” . . . “De- 
pends on discount for cash. price 
and down payments.” 

And 13 per cent said “None: 


should pay cash.” Fifty-six per 


cent favored 12 months and the 
balance ranged in their choices 
from three months to three years. 

This, then, is the way Minne- 
sotans react to pertinent questions 
on credit. Although this poll was 
taken during the war, the ex- 
pressed desires of the people in 
this state would undoubtedly vary 
but little today. More important, 
the survey indicates what can be 
discovered about credit policies 
through simple questions. Whether 
Minnesota is representative of the 
other 47 states is not too relevant: 
what matters is this: By means 
of similar surveys, hardwaremen 
can take the guess out of forming 
their credit policies. 


Conclusion of the Survey 


Atter the war how long a time would you like to have to pay tor a 
washing machine if you were going to buy? 


Don’t know ....... 
None—should pay cash 
1-2 months 

3 months 

6 months 

8 months 

12 months 

18 months 

2 years 


NOVEMBER 22. 1945 















BROODERS 


Low priced, build good 
will, yield excellent profits. 
Send trial order for several 
dozen. 
“E-CON-O” Sr. 
300 CHICKS 
LST FOR ONLY $goo 
Many features of high- 
priced brooders. Circular 
heating element, thermo- 
static control, fiber canopy 
vanized metal legs, socket 46x46 in. Galvanized met- 
and cord. al legs, cord and plug. 


SANA - FOUNTS 
Save time and labor; jar extends 
beyond base keeping water clean; 

safe for medicine. 
No. 1541 (Gallon) 12 in 2 pkgs., 
wt. 64 Ibs. 
No. 569 (Quart Jar) base only, 
36 per carton, wt. 35 Ibs. 


ORDER FROM THIS AD---REGULAR DISCOUNTS 
ANDERSON BOX COMPANY 


INDIANAPOLIS 6 * INDIANA 





“E-CON-O” Jr. 
150 CHICKS $225 


LIST FOR ONLY 


Operates on light bulb. 
(not furnished) 
Fiber canopy 32x32. Gal- 

















ANNOUNCING 


NEWMAN 
LINEMEN'S PLIERS 


Electric Furnace 
Nickel-Chrome Alloy Steel 
Drop Forged 
Machined to Precision Gauges 
Heat Treated-Hardened-Tempered 


THE FINEST QUALITY 
PLIERS 
Ever Offered the Industry 


OTHER NEWMAN TOOLS 


TREE TRIMMERS 
TREE SAWS (Pole) 
TREE SAWS (Hand) 

LOPPING SHEARS 
HEDGE SHEARS 

HAND PRUNERS 

TREE PAINT 

TREE PAINT BRUSHES 


Order Through Your Jobber 


NEWMAN MFG. & SALES CO. - 


KANSAS CITY 2, MO. 
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If You're Going in Business! 


Here are a few suggestions that are worth ad 
checking up on. They'll make the job easier 


F you are thinking of establish- 

ing a retail store, it is necessary 
to consider a hundred things; here, 
in partial question form. are some 
of them. The following check-list 
highlights many factors that should 
be analyzed in advance and was 
prepared by the U. S.-Department 
of Commerce’s distribution division 
and issued by the Bureau of Foreign 
& Domestic Commerce. 

Personal qualifications: Have you 
had previous experience? Do you 
have the necessary skill? Do you 
have imagination, energy and _ in- 
itiative? Financial qualifications: 
How much can you put into the 
business now, and what assets can 
you depend on? 

Location: The right place makes 
success and brings personal satis- 
faction. Is it a good economic 
neighborhood? Is the population 
growing? And are transportation 
facilities, professional services and 
schools good? Is another store 
needed? How’s competition? 

Buying a going business: 





Orders are now being accepted for 
early 1946 delivery of many outstand- 

ing assortments in the Maestro Line 

of Ruby and Silver hand-crafted art 
glassware. Take advantage of this 
opportunity to be among the first to re- 
ceive new stocks for spring promotions. 
Maestro—with its sales-winning combina- 
tion of radiantly glowing ruby-colored 
glass and rich, gleamingly brilliant, pure 
inlaid silver — is distinctively different 
... eye-catching and appealing ... smart 
in its decorative charm. You will wel- 
come its return; will find it as popular, 
profitable, and fast-selling as before. 
Assortments include groupings of such 
numbers as cake plates, salad plates, relish 
dishes, bowls, trays, etc. Let us give 

you complete details . . . 


does the owner want to sell? Have 
you checked his business claims 
with his copies of his income tax 
returns? Is the title clear. Is the 
stock a good buy? 

The following points are for those 
who have already started their store. 
Some of the important questions to 
ask yuurself are these: 

Building and location: Is build- 
ing suitable for my kind of business? 


Is section zoned for commerce? Are 
there similar stores nearby? 
Rental terms: Is lease long 


enough to protect you, even with 
major alterations? Provisions for 
cancellation, sub-leasing, renewal? 

Equipment and fixtures: The less 
money you have, the more the need 
for careful planning. Have you de- 
termined your needs? Do they suit 
needs of the store? Pay for them 
on the installment plan? 

Planning your stock: How much 
is needed? Is it what community 
wants? Source of supply: Have you 
made arrangements with whole- 


salers, and what merchandise you'll 





Century Melaleraft Conf: 4440 NORTH CLARK ST., 


CHICAGO 40 


buy? Selecting help: What’s the 
prevailing wage rate in the com- 
munity? What skills are necessary. 
and will employees supply them? 

Accounting records: Have you 
planned a bookkeeping system? Do 
you have all the necessary equip- 
ment: cash register, adding machine. 
records? Store policies: Have you 
decided what the store’s policy will 
be? Will you deliver and sell fo: 
credit? Do you have the capital 
and space to carry all the lines 
carried by competitors? What will 
be your price policy? 

Opening right is important. Here 
are but a few of the questions to 
ask yourself: 


Stock arrangement: Has it been 
planned? Insurance: Fire, wind- 
storm, cyclone——-have these been 


bought? Legal regulations: Havz 
you complied with them? Account- 
ing and sales forms: Are they 
ready? Promotion plans: This in- 
cludes handbill and 


direct-mail advertising. 


newspaper, 
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Planet Jr 


Helps You 
Help Your Customers 


HE time anticipated by the song has arrived ! 

All over the world, the lights are going on again 
as men turn to peaceful pursuits ! But in Peace, as in 
War, the world must be fed—America still has a Big 
job to do in growing food! 


For three-quarters of a century, Planet Jr. has been 
producing labor saving tools to make the grower’s 
job easier; has been helping farmers and gardeners 
to grow more with less effort. 


During the war you found the demand for Planet Jr. 
greater than the supply. That condition will con- 
tinue for some time into the future. We are conscious 
of the need for producing equipment just as rapidly 
as possible, and you will find more Planet Jrs. avait- 
able as time progresses. 


It shall be our policy, however, despite all pressure 
for more Planet Jrs. to provide only equipment of 
the highest standard. You can be sure that every 
Planet Jr. you sell will be built of quality material 
and designed for the most efficient operation. For we 
believe, it is only when the best is produced that 
Planet Jr. helps you to help your customers. 


Plan to stock Planet Jr. for your customers, as soon 
as possible in the future! 


) 


Pane! y 


REG. U. S. PAT. OFF. 


S. L. ALLEN & CO., INC. 
3425 N. 5TH STREET, PHILADELPHIA 40, PA. 


Planet Jr. 


GARDEN TRACTORS AND SEEDING, FERTILIZING AND 
TILLAGE EQUIFMENT FOR’ HAND, HORSE, OR TRACTOR 
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NATIONALLY 
ADVERTISED 


FAST MOVING 
PROFITABLE ITEMS 








A-M-R 
LIGHTER FLUID 


Nationally advertised in leading mag- 

azines and newspapers to create con- 
sumer demand. Attractively colored 
tin containers. Priced right, and ex- 
cellent margin of profit. 4-ounce 
cans packed 36 to the carton. 


“Lights Quick as a FLASH" 


HANDY OIL 


Oils everything: washing ma- 
chines, sewing machines, vac- 
uum cleaners, baby carriages, re- 
frigerators, roller skates, reels, 
guns, bicycles. Ideal as a rust pre- 
ventive. Attractive 4-ounce tin can 
Packed 36 to the carton. 





A-M-R INSECTICIDE 


contains 5% DDT 
| OTHER DEADLY KILLERS 


A-M-R is a Grade AA Insecticide. 

containing in addition to 5% DDT 

other insect destroying ingredients 

equivalent to 7% Pyrethrum that 
guarantee 100% Kill and 100% 
Knockdown. Meets requirements 
for sale in every state. Popularly 
priced. Nationally advertised. 
Available in lithographed tin,— 
in pints, quarts and gallons. 


Siig OP “await 







KEM 


Liquid Plant Food 


Contains all eleven essential ele- 
ments so necessary to indoor and 
outdoor plant life. Retails at $.1C, 
$.25, $.50 and $1.00. 


Order Through Your Jobber or Direct 


Write for 


descriptive literature. | , AMR 
-A-M-R CHEMICAL CO. 


985 EAST 35TH STREET, BROOKLYN 10, NEW YORK 
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Westinghouse Heat 
Ray Lamp 


This new infra-red lamp produces, ac- 
ording to the maker, a radiant heat 
for comfortable body warmth but is 





“built of special ruby red glass so rug- 
ged that the bulb can toss off water 
without cracking.” Lamp has withstood 
temperature shock test of more than 
300 degrees Fahrenheit differential and 
das special glass which is resistant to 
temperature extremes of liquids. For 
ise in bathroom and other parts of the 
home. Heat source is the lamp fila- 
ment; lamp made of red glass, which 
reduces glare, and screws into regular 
household light socket, using 250 watts 
if electricity. Bulb has self-contained 


hermetically sealed-in reflector. West- 
inghouse Lamp Division, Bloomfield, 
N. J. 

Adjustable 


Ice Creeper 


Featherweight adjustable ice creeper 
for men. Smooth contours fit snugly 
around the heel of the shoe, rubber, or 
overshoe. Chisel pointed steel spurs 
grip securely, and the creepers fit any 
heel size because of their flexible plate 
design. Unique yet simple strap ar- 
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rangement adjusts itself to any shape 
and height of arch. Finished in wear 
resisting cadmium, the metal trimmings 
are nickel-plated. Attractive display 
package contains a half dozen pairs. 
Churchill Mfg. Co., 287 Thorndike St., 
Lowell, Mass. 


Oil Filter Manual 


The makers of Wix oil filter refills 
have recently issued a new oil filter 
manual, which carries a complete speci- 
fication list and an oil filter identifica- 
tion chart. Cross-index reference shows 
interchangeability between makes of 
popular filters. Wix Accessories Corp., 
Gastonia, N. C. 


HarderFreez Home, 
Farm Locker 


HarderFreez upright farm and home 
locker, available in two models: HU-18F 
and HU-18D; first is frozen-food re- 
frigerator, 18 cubic ft., with processing 
compartment; second is dual-purpose 
refrigerator, 9 cubic ft., also with proc- 
essing compartment. Features: hermeti- 
cally sealed, five in. of insulation and 
welded steel inside and outside. There 
are also two other lockers available: 
HC-12, with 12 cubic ft., chest type; 
and the Personal Locker Plant—can be 
erected in basements and service rooms. 
Personal has capacity of 190 cubic ft.. 
one half of which is for frozen foods 
and processing space; other half for 
normal refrigerating temperatures. Tyler 
Fixture Corp., Niles, Mich. 





Corbin Unit Lock 


The Corbin Unit Lock, first in a new 
line of post-war products, was an- 
nounced recently by P. & F. Corbin. 
New Britain, Conn., and, says maker, 





is one complete unit, which makes pos- 
sible a fast application requiring only 
two saw cuts to make a slot 1% by 
3% in. in edge of door, with no mor- 
tising necessary; slips into cut and 
made fast by two bolts without touch- 
ing or adjusting working parts. Has 
pin-tumbler cylinder in outside knob, 
giving»security to entrance door, and 
auxiliary turn button on the inside 
knob of entrance door deadlocks the 
door; also has privacy lock, and acci- 
dental locking of door is impossible. 
says Corbin, because of an automatic 
release which functions as soon as the 
latch-bolt contacts the strike in closing. 
Door, too, may be opened from out- 
side by means of special release. Latch- 
bolts are of pivoted swinging type, re- 
ducing friction, and bronze metal is 
used throughout to prevent corrosion. 


Merrill Catalog on 
Bright Wire Goods 


Catalog No. 300 has just been pub- 
lished by Merrill Mfg. Corp., 106 Gene- 
see St., Merrill, Wis., makers of wire 
products and metal stampings, to illus- 
trate the company’s complete line of 
bright wire goods, including screw eyes, 
screw hooks, gate hooks. eyebolts and 
cup hooks. 
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GET THIS Pte BOOKLET 


only 24 pages, will fic under the 
cover of your sales slip books, The 
booklet is free—and we will be glad 
to supply enough to give each of 
your store clerks a copy. Write 
and tell us how many you need. 


Packed full of quick facts about 
West Bend Aluminum, this booklet 
will bring you and your store clerks 
up-to-date on the important advan- 
tages of West Bend utensils. Handy 
pocket size 4x6! inches, and of 


weés f 
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“Circle B” Cap 
Screw Counter Display 


Buffalo Bolt Co., North Tonawanda, 
N. Y., has designed a counter display 
for its “Circle B” cap screws. Screws 





are available in all stock sizes, both 
bright and black satin finish, New 
method of heat treating gives these 
screws their black satin finish. Display 
has a large circle around a capital B, 






WHATS NEW 





and in the circle is printed, “Here they 
are, circle B cap screws.” Has a slight 
ledge at the bottom in the front where 
several screws may be laid. Display is 
available to all stores carrying the 
screws, 


Cpe ee 


New Alloy Finish 


Johnson Steel & Wire Co., Inc., 
Worcester, Mass., is now ready with a 
new alloy finish of wire. Maker claims 
it gives twice the rust resistance of 
tin with finish that acts as lubricant; 
that coating does not affect wire and, 
being zinc, “solders better than tin.” 
Used where extreme acid or gas fumes 
are prevalent. 


TAT DDT Insecticide 


O. E. Linck Co., Montclair, N. J., is 
making a concentrated solution con- 
taining 35 per cent DDT, marketed 
under the brand name TAT. Simple 
directions guide the consumer in adding 
DDT concentrate to water for whatever 
insect he seeks to contro}. Bottle con- 
taining 6 oz. gives a range of 3 pts. to 
4% gal. 

























FOR BIGGER PROFITS... | 


better than ever. 


Cash in now on these popular DAZEY items! 39 


DAZEY CORPORATION e ST. LOUIS 7, MISSOURI 
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--ePICK A 


WO of DAZEY’S biggest profit items—the DAZEY DELUXE CAN 

OPENER and the DAZEY SENIOR CAN OPENER—are now avail- 
able, ready to go to work making money for you. The smooth, 
effortless, time-saving operation of DAZEY CAN OPENERS has made 
them first choice of American homemakers for over 18 years. 


The DAZEY ALUMINUM JUICER, now in production, will soon be 
in the hands of the distributors — redesigned, streamlined, and 






a 








Handee Christmas 
Gift Certificate 


Chicago Wheel & Mfg. Co., Chicago 
7, Ill., announces a new gift certificate 
for its dealers (Handee). Handees, 


Cue ae : ie | 
/ ' 





says maker, again available without 
priorities, but won’t be enough on hand 
to “meet requirements of all consumers 
during gift season.” Certificate, free 
upon request, will guarantee “delivery 
shortly after first of the year.” 





Gits Molding 
Display Easel 


Gits Molding Corp., 4600 W. Huron 
St., Chicago 54, Ill., is offering a seven- 
color, cut-out display easel featuring two 
types of unbreakable molded plastic 
flashlights. Display, 4 ft. high, is made 
of rigid heavy cardboard for use on 
counter, in windows or standing on the 
floor. Two models are “Plastic Eye,” 
and “Super Right Angle,” the latter 
with two bulbs. Models are available in 
a wide selection of colors. 
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front installation, data on linoleum floor 
G.E. Issues Data vad and wall covering by Congoleum-Nairn, 
Store Modernization Inc., Kearny, N. J., and linoleum floor ( y lo / 
The General Electric Co., Bridgeport, covering by Armstrong Cork Co., Floor 
Division, Lancaster, Pa. 







































cm Conn., recently issued a booklet, with me * 
illustrations in color, presenting a 
“scientific program for better appliance . 
and radio merchandising.” It deals American Transformer f or ha ore Tool 
with the problems of store location, tells Booklet on Ballasts v 
y how to check traffic for proper location , | e 
— of a store handling appliances, outlines A —_ four-page booklet entitled ' eag 
cate : : : Bulletin 611-01 has just been published 
the allocation of space for displaying . 
lees, . F by the American Transformer Co., 172 
major and traffic appliances, radio, etc., Re 
: Emmet St., Newark, N. J., describing 
and shows five basic types of store AmerT Ball f P : 
7 fronts for different types of outlets. rw ate 6S = 6Basseee 


lighting and germicidal lamps and in- 
cluding price list showing various types, 
sizes and ratings. Also includes power 
factors, circuit voltages and shipping 
information. 


Known as “Your G. E. Appliance Store” 
it shows in color layouts and lighting 
oF suggestions for different sizes and types 
ead of stores for adequate display of appli- 
ances and radio, etc. In addition there 
are illustrations of a model kitchen 
demonstration display, all-electric laun- Folder on Country’s 

dry demonstration display and display : ° 

merchandisers for traffic appliances, etc. Industrial History 

Pages are also devoted to equipment, Illustrated booklet explaining the his- 
parts and display for service depart- torical relation between jobs, machines 
ments, wall and floor treatments, and and prices has been published by the 
data as to how lighting effects of dif- National Machine Tool Builders’ Asso- 





| 
| 
| 
| 
| 


ferent types may be used. G. E. identi- ciation, Cleveland, Ohio. Tells how im- 
J fication signs for interior and exterior proved machinery contributes to high 

use afe shown. With the booklet.gn level of employment at good wages in 

its own products and suggestions the service industries and manufacturing. 
out company has included a special envelope Also points out the industrial history 
ind containing a folder on “Visual Fronts” of the country is the application of 
ers by Libbey-Owens-Ford Glass Co., To- manufacturers of machines to cut costs, 
ree ledo, Ohio; telling of the various types and prices, so people can buy their prod- 
ery of that company’s products for store ucts. Copies available on request. 








Myers Silveraire Power Sprayer 


sa No. 4570-AETRS made by The F. E. plete coverage. Has centrifugal, all 
7 Myers & Bro. Co., Ashland, Ohio, is a brass closed impeller, double ball bear- 



















4 high capacity sprayer for one man oper- ing pump with 50 gal. per minute dis- \ i 
on ation. All coatrols are within easy charge capacity. Engine, 22 h.p., air  — Pliers for 
de reach of the tractor operator. It is cooled, with six volt generator and : E Need 
practically automatic when properly ad- starter. Has 500 gal. cypress tank, Wer Lee 1 
“ justed for the type and size trees being v-belt drive with v-pulleys and all 
te sprayed and such adjustments are easily steel arc welded frame. Fully enclosed ; 
a made. Centrifugal pump _ supplies oscillator driver with helical gears, ball Sj 
a liquid to the nozzles where it is broken bearing mounted, running in oil. Has ‘For over 50 years ; 
up into a fine fog outside the blower disc type wheels with Timken bearing : - : : 
outlet. Strong blast of air is then used hubs. Dimensions: 166 in. long includ- 


to carry the spray to the foliage of the ing draw bar—144 in. less draw bar; 
trees. Mechanical oscillation of. the overall width 70 in; 61 inches high, 60 


nozzle head sweeps material from top to in. tread. Has spring type tractor 
bottom of tree, causing foliage agitation hitch and all steel arc welded rear 
to insure excellent penetration and com- platform. 


- . Sree ene eee 
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KEEP WARM 
SAVE FUEL 












Seal your home 
against drafts 
and cold, stop 
expensive heat 
leaks! Keep out 
dust, dirt. Just 
press MorrTitTe 
pliable plastic | ) 
tape around = 
windows, doors, baseboards, 
etc. It’s easy! It’s sure! 
Se $425 


5 windows .. 








Higher West of 
At hardware, paint, Canada 
dept. stores and 


lumber yards. 


4. W. Mortell Co., 508 Burch St, Kankakee, Ili, 


Above is one of the advertisements 
running in national and trade maga- 
zines and Sunday newspapers—build- 
ing a big demand for Mortite. 


ORDER THROUGH YOUR JOBBER 
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EASY TO READ 


EASY TO SELL 
LUFKIN X-56 


The Lufkin X-56 Exten- 
sion Wood Rule is easy 
to sell—easy to use— 
easy to read! 6” brass 
slide in end section per- 
mits inside and outside 
measuring. It’s sturdily 
built—brass_ strike 
plates, lock joints, end 
caps. Black graduations 
on light colored hard- 
wood sections. Recom- 
mend Lufkin first — it 
pays! THE LUFKIN RULE 
CO., SAGINAW, MICH., 
New York City. 
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\ 


[UEKIN FOR DURABILITY 


182 







Camfield Toaster 


New Camfield automatic toaster that 
will soon be on the market. Features 
“equa-therm” control, a thermostatic de- 





vice which helps toasting regardless of 
voltage variations, says maker; and a 
“finger-trip” release, which enables user 
to see toast at any time. Toasters will 
be sold in blue-and-white packages, 
with the name of the toaster appearing 
in reverse color letters. Camfield Mfg. 


Co., Grand Haven, Mich. 





Smoothrite Combination 
Blackboard-Dart Game 


American Novelty Co., 410 City Na- 
tional Bank Bldg., Omaha 2, Neb., is 
making a combination blackboard and 
dart game on a reversible board. Board 
is 26% in. wide overall and 42 in. high, 
made of hard wood, all screws, fiber 
panel. Equipped with chalk, eraser, and 
four darts. Packed six to a carton. 





Nicholson File Rotary 
File, Bur Assortments 
Nicholson File Co., Providence, R. I., 


announces three assortments of rotary 
files and burs packaged in a novel, prac- 
tical container called Rotakit. Container 
has glass front, and acts as a package 
for assortment, and display, stand for 
retailers wanting to sell the tools indi- 


WHATS NEW 


vidually. Ideal for those who remove 
scale from small aluminum, brass and 
bronze castings. Also valuable in die 
sinking, metal pattern making, molding, 
finishing, tool making and _ finishing 





small and intricate parts. 


Alaniinum Cake 
Turners—Ladles 


Western Metal Products, 4500 Brazil 
St., Los Angeles 26, Cal., is making alu- 
minum cake turners and ladles. Blade 
of cake turner is made from tempered 
duralium, 4% in. long by 2% in. wide. 
Ladle is 2% in. across by 1% in. deep. 
Both handles are 8 in. long, tempered 
duralium wire 5/32 in. diameter. Also 
available is a_strainer-ladle, 3% in. 





across by %4 in. deep. Has 73 small 
holes in the shape of a star-snowflake 
design. All products are finished in a 
silvery, satin-like tone accomplished by 
means of an etching bath. Finish is 
not applied. 
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Situft Power 
Brushes—Brush Holders 


Situft power brushes and_ brush 
holders packed in a kit containing 12 
different sizes of brushes and two sizes 





of the holders. Has a block which holds 
brushes and holders in place according 
to size. They have been tested on long 
and short shafts for close-tolerance op- 
eralions, for removing insulation, rust, 
mold marks and for other operations 
requiring deburring, cleaning or finish- 
ing small diameter inside surfaces. One 
holder fits into the standard 4-in. air 
chuck or portable tools, and an easy 
method has been devised for inserting 
or removing brush from holder with 
special pliers. Most versatile Situft is 
the model equipped with .005 wire, 
mounted on motors varying in speed 
from 500 to 25,000 revolutions per min- 


ute. Brushes utilize a new principle of 
wire suspension under pressure, and 
are equipped with a variety of holding 
tools designed for use in drill presses, 
bench grinders, and other special pro- 
duction and deburring tools and 
equipped with high-grade crimped wire. 
The Osborn Mfg. Co., 5401 Hamilton 
Ave.. Cleveland, Ohio. 





Kindt-Collins 
Shop Container 


Kindt-Collins Co., 12651 Elmwood 
Ave., Cleveland 11, Ohio, announces a 
new container for use in shops. Heavy 


aluminum, with crossbar support inside 
the can which can be removed for clean- 
ing; this serves as wiping bar for sur- 
plus on brush and as unit upon which 
to hang brush when not in use. Cone- 





shaped top fits snugly over can, cover- 
ing brush and contents. Available in 
one and two-quart sizes. 


Frigidaire Home Freezer 


The Frigidaire Division, General Mo- 
tors Corp.. Dayton, Ohio, is producing 
a four cubic ft. cabinet or horizontal 





home freezer model, finished in white 


baked enamel. Operated by the regu- 
lar 1/9th h.p. Meter-Miser, it is ca- 
pable of maintaining a zero or below 
temperature in a room of 110 deg. 
Outer dimensions are: height, 36 in. to 
top of cabinet; length, 34% in., and 
width, 24 in. Storage space is 12% 
in wide by 24 5/16 in. long by 23 in. 
deep. Total weight of the freezer is 
250 Ibs. and it is operated so that 
slightly less than 134 kilowatts of elec- 
tricity are necessary to run it in a nor- 
mal room temperature for 24 hours. 








EVERY HOME IN AMERICA 


WILL WANT 


The "'Four-in-One" is the ideal kitchen tool,—easy 
to use and positive in operation. This one compact 
unit is the last word in simplicity and utility. 


The “Four-in-One" Kitchen Tool serves as: 


1. Jar Opener- 
2. Jar Closer 


3. Bottle Opener 


4. Can Opener 


It is precision built and made of high grade hard- 
ened steel, brightly nickel plated. Seasoned wooden 
handle in assorted lacquered colors. Write for 


quantity, price, and full details. 


BOTTLE OPENER 


— 5 d 


KNOEPFLER BROS.., Inc., 39 W. 23rd St., New York 10, N. Y. 
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CAN OPENER 
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Hold Your 
Customers 
With This 
Quality 
Line— 





The Pecora line is an old “buy-word” 
with the hardware trade. Experience 
has demonstrated over many years that 
there is no satisfactory substitute for 
high quality and it is this extra ability 
of Pecora products to render complete 
satisfaction that has brought customer 
after customer back to the counters of 
hardware stores for “more of the 
same.” Build up your profits with the 
following items: 


1PECORA 


CALKING COMPOUND 


A leader since 1908. Will not dry out, crack 
or chip when properly applied. Gun and 
knife grades. 

ROOF COATINGS 


Plastic and liquid forms. Fire resisting, 
weatherproof, sunproof, acid and alkali 
proof. More durable than paint. Costs less. 


WATERPROOFINGS 


“Klere-Seal” and “Varseal” types; also 
Black Asphaltic Waterproofing in paste or 
liquid form. 


ASBESTOS FURNACE CEMENT 


A good and trustworthy friend of every 
furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 
PERFECT PATCHING PLASTER 








WRITE 
fe) | 
-fe.e) 4G a6 | 


PECORA 


PAINT COMPANY, INC. 


Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 


e. 
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WHATS NEW 





Dallas Electric 


Churns 

Harry H. Knight Co., 4149 Keating 
St., Dallas 4, Tex., is offering an electric 
churn which will churn in a few 
minutes by plugging it into any light 
socket. Available in three models, No. 





S-3, complete with a 3-gal. heavy stone- 
ware container. Hardwood lid and quick 


| action dasher, and cord and plug are 


other features. Has a heavy duty en- 
closed type motor, A.C., 110 volt, 78 
watts. Is 18 by 9 in., and weights 2 
lbs. Will churn two gal. No. S-2 has a 
2 gal. stoneware container, A.C. motor, 
110 volts, weighs 20 lbs., and is 15 by 8 
in. in size. Will churn up to 1 gal. 


| No. S-1 has 1-gal. container, same type 
| and volt motor, weighs 10 lbs., is 12 by 
| 714 in. in size and will churn up to % 


gal. 


Mell-O-C hime 


Elec. Door Chimes 

The Mello-O-Chime & Signal Corp., 
Chicago, IIl., is offering two lines of 
Mell-O-Chime electric door chimes, 
namely, “Populaire,” and “Sympho- 


nique.” Chimes are designed along both 
modern and classic lines, with plastic 
covers in a variety of styles available 
in single-color and Duo-color finishes. 
Syncro-Tone 


timing supplies precise, 





uniform striking of notes. Long and 
short tube models and small tone-bar 
models are available. Designed to give 
two notes for front door and one for 
the rear door. All models operate on 
standard home wirings, or any 8- to 10- 
volt transformer. Shown left to right 
are: Stylist of the Populaire line, and 
Mellomaster of the Symphorique line. 


Industrial Protective 
Clothing 


Hodgman Rubber Co., Framingham, 
Mass., is making a line of industrial 
protective clothing including aprons, 
rubber surface work suit, neoprene sur- 
face work suit, leggings and waders. 
Made for use in the dairy, canning and 
packing industries is a white apron of 
drill, coate’ on each side with GR-S 
synthetic rubber. Four grommets at 
upper corners for tie strings with re- 
inforeing patches to keep grommets 
from pulling out. Has %4-in. hem all 
around, which is fully cemented and 
vulcanized after making. Light apron, 





No. 7120, is for use by canners. Made 
of white sheeting, coated on one side 
with Buna-S synthetic rubber. Shown 
is a black apron for general industrial 
use, made of drill, coated on each side 
with GR-S. Made the same as No. 7075. 
Rubber surface work suit, No. 1032, for 
construction laborers, dock workers, 
etc. Jacket is of white backed sheeting 
with general purpose synthetic rubber. 
Seams are fully cemented and collar 
stands with corduroy edge. Ventilating 
eyelets at armpits, and storm fly front, 
with ball and socket snap fasteners. 
Overalls are the same material as 
jacket with bib front, webbing sus- 
penders and adjustable buckles. Neo- 
prene work suit is the same as above 
model, and can be used, with neoprene 
coating, for purposes where grease, oils 
and fats are encountered. 
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Dura-brite 


* 
Soap Dispenser | 4 W t St p 
Plastic Molded Products, Inc., 1505 | 0 Oo JTF U Le 
N. Western Ave., Los Angeles, Cal., is | 
making in various two-toned color 


| 
| 





P Sales Storm! 
a 





combinations, an all-plastic Dura-brite 
soap dispenser. Dispenser fits snugly | 
into the hand. 





Toy Motor 
Assembly Kit 


Kelmar Corp., Wisconsin Tower, Mil- 
waukee, Wis., is making Pow’r House 
Junior, electric toy motor assembly kit, 
to be followed by the Senior and then 
the Master kit. Kits include merry-go- 
round, ferris wheels, caterpillar rides, 
airplane whirls, musical calliopes, etc. 
With the kit is an instruction book 
with animated ‘caricatures and simple 
understandable theory on motor and 
transformer construction and operation. 
Watts ’N Volts, a gremlin figure in the 
instruction book, portrays electro-motive 
power, and who in cartoon style bends 
his lightning-like legs and arms to 
assist with the step-by-step instructions 
outlined. Kits come packed in highly 
colored lithographed boxes containing 
materials of sturdy construction. With 
the kit is an entry card, which the 
child fills out when the assembly of 
the kit is finished. This entitles him to 
a merit diploma with the name en- 
graved, and a membership emblem for 
a ocagd of Junior Pow’r House 3+ Then climb on the KITCHENAID bandwagon ! 

ngineers. 





| 





Mixers ror EVERY PURPOSE—husky — by the Hobart name, competitively 
young brothers of the famous Hobart priced, nationally advertised, and offer- 
bakery mixers—designed and powered ing full margin. Plan on KitchenAid 
to perform in a class by themselves!  now—cash in with Kitchen-Aid sooner. 

Several models! 

All attachments! 

Electric coffee mills for fresh Boe 

home-ground coffee! * * 
That’s the coming version of / TA C/o l 


the KitchenAid line, backed 








The Hobart Manufacturing Company ¢ KitchenAid Division * Troy, Ohio 
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ASCO 


LEATHER and SADDLE SOAP 


Preserves 
Cleans 

Softens 

Polishes 
All leather fie 
except % 
suede 


«© 
FAST SELLER 
25¢ 50c 


GIVES that— 
* Expensive Leather Look” 


THE SECRET IS IN THE 
ASCO L-A-T-H-E-R 
Ask your iebber or write to 


ASCO CHEM. CO., 641 Lexington Ave., B’klya. 




























Remember When It's 


STOVES— 


Oil—Gas— Wood—or Coal 
Brushes—Paint—Rope 
Kitchen—Farm or— 
Hardware Specialties 


DAVID B. TAYLOR CO., Inc. 
Wheleselers and Distributers 
101-103-105 Light Street 
Beltimore 2, Meryiand 


















SUPER VALUE 
NAIL CLIPPER 
Retail 20¢ 








COOK’S 
—>NEW— 


THE H. C. COOK CO. 
27 Beaver St., Ansenia, Cona. 








Gripper Clips 


Registered U 6. Pat Ofee 


teels. 
Kitehen utersils, 


at 10¢ each. Cir- 7 


e GIBSON GOOD — Inc. m7 
Box 268 Orange, Mass., U.S.A. 














A COMPLETE LINE 
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Ty patune— 
Educational Toy 


Typatune looks like a streamlined 
portable typewriter, and sounds like a 
full-toned musical instrument. Has 32 
musical notes, 2% chromatic octaves. 





Has a smart, wooden case attractively 
finished, is 114% by 10 by 3% in. in 
size, and weighs about 5 lb. Can be 
comfortably played on table, lap, ot 
even in bed. Notes are indicated by 
letters of the alphabet, arranged like 
standard typewriter keyboard. Said to 
make touch typing easy and pleasant 
to learn. Special song book is available 
with the instrument, and the first page 
illustrates the basic essentials of touch 
typing. Book includes well-known com- 
positions that are simple to play on 
the Typatune. Maker states it needs no 
tuning, servicing or adjustments. Typa- 
tune, Inc., affiliate of Electronic Corp. 
of America, 45 W. 18th St.. New York 
City. 


Victor Booklet on 
Hack Saw Blades 


The Victor Saw Works, Inc., Middle- 
town, N. Y., has just published a new 
booklet on hand and power hack saw 
blades entitled “Metal Cutting.” Thirty- 
page revision of previous booklet of 
same name, with latest specification 
tables and price lists; also features 
causes and cures of common blade dif- 
ficulties. 


Krick Truck-n’-Dolly 


Used either as a hand truck or as a 
smooth running dolly, this piece of 
equipment has rated capacity of 1500 
lbs. Truck-n’-Dolly weighs 30 lbs., has 
3-in. rigid casters on the front, and 
heavy-duty 3-in., ball-bearing swivel 
casters on the back. Heavy gage, non- 
slip surface has raised, diamond shaped 
studding and is reinforced by welded 
angle steel on bottom. All welded con- 
struction, and painted to prevent rust 
and corrosion. Two types available, No. 
100 equipped with semi-stee] wheel, 
3-in. diameter, 114-in. face, designed for 
general use where a sta!wart truck is 
needed, and No. 101 equipped with 
chipless non-warping Plaskite wheels. 
Said to be spark proof, and non-con- 
ducting having flexural strength of 11,- 
000 Ibs. per sq. in. Krick Mig. Co., 


114-118 S. Salina St., Syracuse 2, N. Y. 





PRECISION LEVELS 


Available from stock without Priority 


POCKET LEVELS 
Other levels for every use 
Write for New Catalog 
HALL tieeey & MFG. WORKS 
Established in Geneva, Ohio in 1913 
Hibernia oie. New Orleans 12, La. 








a “— 





FILE HANDLE. Aamees better workmanship end 
safety to user. It can’t split. 


‘ 





FILE CARD—cleans files, taps, and dies quickly end 
thoroughly. 


TROY FILE WORKS 


Troy. Est. 1831 N.Y 








Templeton, Kenly & Co. 
Chicago (44) III. 
Better, Safer Jacks Since 1899 





all steel TRUCK 


@ Immediate Delivery 
@ Rubber Tired Wheels 


“Handee Andy” Bag, Box 95 


and Case Truck. 600 Ib. 
Cap. Full size, first qual- 


ity. Ht, 44”. Nose Lots 
Width, 14”. ”. Streamlined, of 
wt. only 28 Ibs. Best 12 


truck buy in 3/ years, Lots of 3 


Guaranteed. Shipped im- 
mediately. 1% 10 days. 


Unrated firms cash with order, 
F.0.B. 


HANDEES CO., Dept. 45G5, Bloomington, II. 



















COMBINATION 
SQUARE 
with Level and Seriber 


Ready for Immediate Shipment 
Very Reasonably Priced 


Twix Manufacturing Co. 
40-09 21st St., Long Island City, N. Y. 








“SUNS Proce =" 
- r77C 


eMolS 


MADE IN U.S.A. 


ASK YOUR JOBBER 
POR OUR EXTRA VALUS 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANWNINC CORP 


MAVERHILL. MASSE 
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riority Art-Cratt Cards have ruled edges and provide a 
° ‘ maximum amount of engineering infor- BUY 
Hurricane Sprinkler mation in a minimum amount of space. 


Precision-tooled of gleaming brass, 


this Hurricane Sprinkler will not cor- Neo-O-Lite Electric ALL ITEMS IN STOCK— 


rode, or flake and scale to stop up the 




















Test-Lite ORDER FROM YOUR JOBBER 
The Neo-O-Lite Mfg. Co., Rockford, FOLDING AUTOMOBILE 

Ill., is now making this electric Test- BABY SEAT 

Lite as a trouble-shooter in testing 

electric appliances, locating blown fuses, ae San nl nen Rong 

testing a.c. lines, polarity or a.c. lines, = Mag aa CSF .. 

polarity or a.c. or d.c., tracing greund fabrics used fer seat part. 

line in a.c. circuits, as radio frequency in ee — 





indicator and as spark plug and cable 
tester. Glow of neon lamp tells if circuit 
is broken. Tests voltages from 60 volts 





BABY SWING 


Ne. 96. They will be in big de- 
mand this fall and winter. Cash 
in on this item. Made from 
heavy white cotton materials, re- 
inforeed for long and hard wear. 
In ordering specify No. 96. 
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water outlets, says the maker. Adjust- 
able arms enable user to regulate the 
spray radius from 3 to 40 ft., and main- 
tain the maximum water pressure at all 
times. Through 24 outlets, a 1% in. 
stream of oxygenated water is distrib- 
uted to the lawn, plants and shrubbery. 
Sturdy peg sticks firmly in the ground 
to prevent sprinkler from toppling. Has 





















three adjustments, for large lawn, both a.c. to 550 volts a.c. or d.c. by variable 

ends up maximum radius, approx. 40 ft. light intensity, claims Neo-O-Lite. Has Made from high-grade fibres, cloth walls 

with medium’ speed, smaller lawn, one plastic tip and shell, new insulated test with drawstring, cotton padded. Made for 
. . . comfortable riding. 

arm right and the other left, radius points. A 

approx. 20 ft., with increased speed, —— SPRADLING'S Inc. 








ST. LOUIS, MO. 


and small space or flower bed, both arms 


down, radius approx. 3 ft., high speed, Fridigaire Kitchen 


which reduces water consumption. Art- Cabinet Equipment 
Craft Products Co., 909 Olympia Bldg.. — 
Miami 32, Fla. Frigidaire Division, General Motors 


Corp., Dayton, Ohio, is now offering 
kitchen cabinet equipment, including 


95 Engineering Data hase, wall and utility cabinets and sink 
units, all of various sizes. Cabinets will 





























































ry Pocket Library be made of high grade steel and fin- 
12 Manufacturers Screw Products Co.. ished in white baked enamel. Standard 
mas 216-222 W. Hubbard St.. Chicago 10, packages of various sizes for the re- 
ia Ill., has printed a pocket size Library of frigerator, range and sink —_ = 
s Engineering Data. for all industrial constitute the majority of the produc- 
= users of screws and other fasteners. tion, but individual units and complete SOLDERING IRONS 
— Data is on four ‘vari-colored cards kitchens will also be marketed. Dealers, 
= enclosed in a durable pocket envelope. handling the cabinet line, will be in- Outstanding quality values backed 
et Includes machine screw weights, deci- structed in kitchen planning and design, by 25 years of soldering iron man- 
mal equivalents of twist drills, ete. through a training program set up by ufacturing experience, DRAKE 
>N the company. Soldering Irons have the built-in 





customer satisfaction you find 
profit in selling. There is « 


ber DRAKE Soldering Iron just right 
for every purpose 
/ INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering Irons makes them particularly 
valuable for busy war plants. You can 
sell DRAKE Soldering Irons to those 
plants. 

UUastrated here is No. 701—100-wats 
DRAEEB Soldering Iron. This same type 
ef irom also comes io 60 and 150-wat: 


ratings. 
ASK YOUR 
JOBBER 


Write for latest 
information about 
securing priorities 


DRAKE ELECTRIC WORKS, INC. 


3636 LINCOLN AVE, CHICAGO 
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DRILLS 


Morse Twist Drills sell easier to new 
users and repeat with old users, because 
people who know cutting tools know 
that they drill fast, cut clean, last a 


long time! 


MORS 


TWIST DRILL AND 


MACHINE COMPANY 


NEW BEDFORD, MASS., U. S. A. 


NEW YORK STORE: 130 LAFAYETTE ST. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
SAN FRANCISCO STORE: 1180 FOLSOM ST. 
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Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


Ace Hardware Corp., convention 
and exhibit, Jan. 28-30, 1946, inclusive, 
at Hotel Sherman, Chicago, Ill. E. G. 
Lindquist, 1319 S. Michigan Ave., Chi- 
cago 5, Ill, is vice-president and sec- 
retary. 


American Hardware Manufac- 
turers’ Association meeting jointly 
with the National Wholesale Hardware 
Association and the Southern Hardware 
Jobbers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer, Ameri- 
can Hardware Manufacturers’ Associa- 
tion; George A. Fernley, 505 Arch St., 
Philadelphia 6, Pa., is secretary-trea- 
surer, National Wholesale Hardwere 
Association and T. W. McAllister, 814 
Metcalf Bldg., Orlando, Fla., is secre- 
tary of the Southern Hardware Jobbers’ 
Association. 


Alabama, Retail Hardware Asso- 
ciation of, May 13-15, 1946, inclusive, 
convention and exhibit at Tutwiler 
Hotel, Birmingham, Ala. Mrs. J. H. 
Crowe, secretary, 1906 N. Fifth Ave., 
Birmingham 3, Ala. 


American Hardware Supply Co., 
convention and exhibit, Jan. 28-29, 1946, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh 19, Pa. 
William M. Stout is executive vice-presi- 
dent and general manager. 


Arkansas Retail Hardware & Imple- 
ment Association, convention, March 
18-19, 1946, at Marion Hotel, Little 
Rock, Ark. George L. Turner, 322 E. 
Markham St., Little Rock, Ark., is sec- 
retary. 


Bicycle Institute of America, Inc., 
with meetings of the Bicycle Manufac- 
turers Association of America; Cycle 
Parts & Accessories Association; Cycle 
Jobbers Association and Merchant 
Members, Jan. 22-24, inclusive, 1946, 
at Hotel Commodore, New York City. 
Miss Cecile Meehan, 122 E. 42nd St., 
New York 17, N. Y. 


Connecticut Hardware Association 
convention, Feb, 12-13, 1946, at Hotel 
Taft, New Haven, Conn. Fred T. Blish, 
Jr., Manchester, Conn., is secretary. 


Cooking and Heating Appliance 
Manufacturers, Institute of, conven- 
tion and exhibit, Dec. 3-5, 1945, inclu- 
sive, at Netherland Plaza Hotel, 
Cincinnati, Ohio. Samuel Dunckel, 
Shoreham Hotel, Washington, D. C., is 
managing director. 
















































Florida Retail Hardware Associa. 
tion, convention early in May, 1946, 
Anglebilt Hotel, Orlando, Fla. William 
W. Howell, Waycross, Ga., is secretary. 

Georgia Retail Hardware Associa. 
tion, convention early in May, 1946, 
Ansley Hotel, Atlanta, Ga. William YW. 
Howell, Waycross, Ga., is secretary. 

Housewares Manufacturers Asso- 
ciation exhibit, Dec. 31, 1945, to Jan. 
4, 1946, inclusive, at Palmer House, 
Chicago, Ill. A. W. Buddenberg, Lisk 
Mfg. Co., 1402 Merchandise Mart, Chi- 
cago, IIl., is secretary. 

The Housewares Show, managed 
and directed by Mrs. Flo English, will 
be held at the Atlantic City Auditorium, 
Atlantic City, N. J., May 13-17, inclu 
sive, 1946. Mrs. Flo English has her 
headquarters at the Hotel Pennsylvania, 
New York 1, N. Y. 

Illinois Retail Hardware Association 
convention, Feb. 25-27, 1946, inclusive, 
at Sherman Hotel, Chicago, Ill. C. G. 
Gilbert, 1321 Merchandise Mart, Chi- 
cago 5A, IIl., is secretary. 

Indiana Retail Hardware Associa- 
tion, convention and exhibit, Jan. 2% 
Feb. 1, 1946, inclusive, Murat Temple, 
Indianapolis, Ind. G. F. Sheely, 333 N. 
Pennsylvania St., Indianapolis 4, Ind., 
is secretary. 

International Housefurnishings 
Market to be held Jan. 7 to 19, inclu- 
sive, 1946, in The Merchandise Mart, 
Chicago, I]. John C. Goodall is gen- 
eral manager. 

Iowa Retail Hardware Association, 
convention and exhibit, Feb. 12-15, 1946, 
inclusive, in Des Moines, Iowa, Conven- 
tion—Hotel Fort Des Moines; exhibit— 
Coliseum Building. Philip R. Jacobson, 
Mason City, Iowa, is secretary. 

Kentucky Hardware & Implement 
Association convention, Jan. 21-22, 
1946, at Kentucky Hotel, Louisville, Ky. 
Morris Jones, Room 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 

Michigan Retail Hardware Associa- 
tion convention, Feb. 19-21, 1946, inclu- 
sive, Pantlind Hotel, exhibit at Civic 
Auditorium, Grand Rapids, Mich. H. 
W. Schumacher, 1112 Olds Tower Bldg., 
Lansing, Mich., is secretary. 

Minnesota Retail Hardware Asso- 
ciation, convention and exhibit, Jan. 22- 
24, 1946, inclusive, at St. Paul Audi- 
torium, St. Paul, Minn. C. J. Chris- 
topher, Nicollet at 24th St., Minneapolis 
4, Minn., is secretary. 

Missouri Retail Hardware Associa- 
tion, convention and exhibit, March 5-7, 
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1946, inclusive, at Jefferson Hotel, St. 
Louis, Mo. Louis C. Kreh, 323-324 
Wainwright Bldg., St. Louis, Mo., is 
secretary. 

Mountain States Hardware & Im- 
plement Association convention, Jan. 
10-11 at Cosmopolitan Hotel, Denver, 
Colo. John T. Bartlett, 637 Pine St., 
Boulder, Colo., is secretary. 

National Wholesale Hardware 
Association’s meeting jointly with the 
American Hardware Manufacturers’ 
Association and the Southern Hardware 
Jobbers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. George A. Fern- 
ley, 505 Arch St., Philadelphia 6, Pa., is 
secretary-treasurer, National Wholesale 
Hardware Association; Charles F. Rock- 
well, 342 Madison Ave., New York 17, 
N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ As- 
sociation and T. W. McAllister, 814 
Metcalf Bldg., Orlando, Fla., is secre- 
tary of the Southern Hardware Jobbers’ 
Association. 

Nebraska Retail Hardware Associa- 
tion convention, Feb. 19-21, 1946, in- 
clusive, at Fontenelle Hotel, Omaha, 
Neb. C. A. McCoy, 325 Insurance Bldg., 
Lincoln, Neb., is secretary. 

New England Hardware Dealers’ 
Association, convention and_ exhibit, 
Feb. 20-22, 1946, inclusive, at the Statler 
Hotel, Boston, Mass. Russell R. Muel- 
ler, 189 Dartmouth St., Boston 16, Mass., 
is secretary. 

New England Housewares Show, 
13th Annual, sponsored by Housewares 
Club of New England, Feb. 11-15, 1946, 
inclusive, at the Parker House, Boston, 
Mass. Albert B. Patterson, Wagner 
Mfg. Co., Boston, Mass., is chairman. 
Address—c/o Housewares Club of New 
England, Room 282, Parker House, 
Boston, Mass. 

New York State Retail Hardware 
Association, convention and_ exhibit, 
Feb. 5-7, 1946, inclusive, in Rochester, 
N. Y. Convention, Seneca Hotel; ex- 
hibit—Convention Hall. N. H. Kiley, 
508 Hills Bldg., Syracuse, N. Y., is 
secretary. 

North Dakota Retail Hardware As- 
sociation, convention and exhibit, March 
26-28, 1946, inclusive, in Fargo, N. Dak. 
Convention—Town Hall, Hotel Gardner; 
exhibit—Crystal Ballroom, Fargo Audi- 
torium, Miss Clarine Sherwood, 21 Clif- 
ford Bldg., Grand Forks, N. D., is secre- 
tary. 

Ohio Hardware Association, conven- 
tion and exhibit, Feb. 11-14, 1946, in- 
clusive, at Netherlands-Plaza Hotel, Cin- 
cinnati, Ohio. John B. Conklin, 175 S. 
High St., Columbus 15, Ohio, is secre- 
tary. 

Oklahoma Hardware and Implement 
Association, convention and_ exhibit, 
Feb. 5-7, 1946, inclusive, at Municipal 
Auditorium, Oklahoma City, Okla. R. 
K. Thomas, 711 Wright Bldg., Okla- 
homa City, Qkla., is secretary. 

Panhandle Hardware and Implement 
Association convention, Feb. 11-12, 1946, 
at Herring Hotel, Amarillo, Tex. Mrs. 
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C. L. Thompson, Canyon, Tex., is execu- 
tive secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association conven- 
tion and exhibit, Feb. 12-14, 1946, at 
Bellevue-Stratford Hotel, Philadelphia, 
Pa. W. Glenn Pearce, 400 N. Broad 
St., Phila., Pa., is secretary. 


South Dakota Retail Hardware As- 
sociation, convention and exhibit, Feb. 
19-21, 1946, inclusive in Sioux Falls, 
S. D., meetings and exhibit, Coliseum 
—convention headquarters, the Cata- 
ract Hotel. Earl Erlandson, Cotton- 
wood, S. D., is secretary. 


Southern California Retail Hard- 
ware Association, convention and ex- 
hibit, Feb. 26-28, 1946, inclusive, at 
Municipal Auditorium, Long Beach, 
Calif. A. C. Kammeier, 112 W. 9th St., 
Los Angeles 15, Calif., is secretary. 


Southern Hardware Jobbers’ As- 
sociation meeting jointly with the Na- 
tional Wholesale Hardware Association 
and the American Hardware Manufac- 
turers’ Association, March 11-14, in- 
clusive, 1946, at the Marlborough-Blen- 
heim, Atlantic City, N. J. T. W. Me- 
Alister, 814 Metcalf Bldg., Orlando, 
Fla., is secretary of the Southern Hard- 
ware Jobbers’ Association; Charles F. 
Rockwell, 342 Madison Ave., New York 
17, N. Y., is secretary-treasurer of the 
American Hardware Manufacturers’ As- 
sociation and George A. Fernley, 505 


Arch St., Philadelphia 6, Pa., is secre- 
tary-treasurer, National Wholesale Hard- 
ware Association. 


Tennessee Retail Hardware Associa- 
tion, convention, Feb. 18-19, 1946, at 
Andrew Jackson Hotel, Nashville, Tenn. 
Morris Jones, 315 Kentucky Hotel, 
Louisville, Ky., is secretary. 


Texas Hardware & Implement Asso- 
ciation convention, Jan. 15-17, 1946, in- 
clusive, Adolphus Hotel, Dallas, Tex. 
R. M. Souder, 814-15 Texas Bank Bldg., 
Dallas 2, Tex., is secretary. 


Western Retail Implement & Hard- 
ware Association, convention, Jan. 28-30, 
1946, inclusive, at Hotel President, 
Kansas City, Mo. Frank H. Spink, 322 
Scarritt Bldg., Kansas City, Mo., is 
secretary. 


West Virginia Hardware Associa- 
tion, convention, Feb. 25-26, 1946, at 
the Stonewall Jackson Hotel, Clarks- 
burg, W. Va. Sam H. Diemer, Box 363, 
Fairmont, W. Va., is secretary. 


Wisco Hardware Co., merchandising 
school and sales show, Jan. 21-23, 1946, 
inclusive. Facilities — University of 
Wisconsin, Wisco Hardware Co., head- 
quarters and Loraine Hotel, Madison, 
Wis. John A. Fitschen, 15 S. Brearly 
St., Madison 3, Wis., is secretary and 
general manager. 


Wisconsin Retail Hardware Associa- 
tion, convention and exhibit, Feb. 5-8, 
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The wire of a thousand uses 
—the home workshop— 
springs, wire forms. 

XLO MUSIC WIRE in all standard 
sizes from .003” to .200”. In units 
of % Ib., V2 Ib. 1 Ib. 5 Ib., or 
catchweight coils. 





JOHNSON STEEL & WIRE CO. INC. 


MASSACHUSETTS 


CHICAGO 














LOS ANGELES 







THREAD 
PIPE BY 


POWER 






No. 422 





1946, inclusive, at Milwaukee Andi- 
torium, Milwaukee, Wis. H. A. Lewis, 
Stevens Point, Wis., is secretary-trea- 

| surer and exhibit manager. 


Unusual Service for 
Servicemen Helped 
Build Traffic 


HERE are plenty of service 
men who hail from around 
Osage, Iowa. who are going to re- 
member the Kingsbury & Young 
hardware store. The reason for this 
is that throughout the entire war 


OSTER] & 
| period, F. W. Kingsbury and Hugh 


POWER 
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\ STAND 
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This portable machine quickly pays off 
its low cost in time saved threading 
pipe by power instead of by hand. Use 
your own die-stocks, cutters, and ream- 
ers. Mount your own vise. Legs for the 
machine can be made from standard 
I" pipe, or we can furnish at slight 
extra cost. 

Machine is powered by !/2 H. P. Black 
& Decker universal, reversible, variable 
speed motor, geared head type. 
Operates from standard light socket. 
Standard range: 3" to 2" pipe; extra 
range: |/s" and |/," pipe; range with 
special drive shaft: 2!/2" to 6" pipe. 


Weighing only 140 pounds, machine is 
carried easily by its two arms, set up, 
ready for action in 2 minutes. 


GET THE 
WHOLE STORY 
IN THE OSTER 
CATALOG 





©. K. OSTER! Send me your illustrated catalog 
on the No. 422 Power Vise Stand and tell me 
where | can buy it from your distributor in my area. 


MY NAME 


COMPANY 


STREET .. 





THE OSTER MANUFACTURING CO 


2061 EAST 61st STREET 
CLEVELAND OHIO 









Young, owners, made available two 


| can sealing machines at the store for 


customers who wanted to send items 
to those in the service. 

Families of servicemen would 
send in a wide variety of objects 
reports Mr. Young. Cake, cookies, 
cheese, candy, cigarettes, cigars, etc., 
found their way into them. When 
thus sealed, the merchandise stood 
a better chance of getting to the 
men in service without being dam- 
aged. 

Not only did this service help 
increase the store traffic in the hard- 
ware store, but it resulted in addi- 
tional business for many of the 
people saw hardware items they 
wished to buy. 





The cost of this free service to | 


people with sons in service was very 
small compared to the good will it 


| built and the satisfaction the store 
| owners gained from it. 


Mr. Young reports that the store 
sealed more than 2000 packages 
free of charge for servicemen’s 
families during wartime. All work 
was contributed, but the customers, 
of course, bought any cans they 
might wish to use. 





These can sealing machines worked 
overtime and brought many people 
to the store who bought hardware. | 











Capitalize On The 
Strength of Wire! 


Don’t underestimate the great strengt 





of wire. Drawing and forming adi. 


toughness, temper and strength 


most metals and alloys—far beyon % 
| that which is possible in a plain milleq” 
| product. 


products, capitalize on the strengt 
of wire forms—also on such oth 


advantages as greater design possibil’. 


ities and lower price. 


M. S. BROOKS. & SONS 


BOX "'B" CHESTER, CONS 


Since 1848 


“BROGKS i HOGKS 



















ORDER NOW 
THE SEASON’S ON 











RUST PROOFED 
LICENSE PLATE 
FASTENERS 


Smartly designed for looks and satisfac- 
tion. Wide screw head for any slot. High 
wing nut for better grip. Two washers, 
flat and lock, for security. 
ORDER DIRECT OR THROUGH 
YOUR FAVORITE JOBBER 


SHARON BOLT & SCREW CO. 


BOSTON 10, MASS. 
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ne DISCONTINUED at the beginning of war be- 
yeace-tiP ban cause of the critical shortage of ingredients, 
; Strength this popular adhesive is again available in 
new and improved form. 


Here’s what it can do for your customers in 
tough jobs around the house, school, or 


office. 
yw Bonds a Wide Variety of Materials 
a Such as: 

' Wood Fabric 

ON Wallboard Leather 
Plaster Felt 
Concrete Canvas Paper 

to 
Metal Linoleum 

Plastics Sheet Rubber 

7 Glass Painted Surfaces 
Enamel Foil Etc. 

| WITHSTANDS SHOCKS—Won’t crack loose. 


Keeps joints flexible—absorbs shocks and ex- 
pansions of widely dissimilar materials that crack 
ordinary “brittle” cements. | 


aa RESISTS MOISTURE— Makes heat- and moisture- 
rE resisting bonds in bathrooms, kitchens, etc. 
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Horible Cnet 


™ — 1§ BACK AGAIN! 


CLEAN AND EASY TO USE—Does not stain or 
discolor surfaces—it’s white! Noninflammable 
too! And since no heating is required, it’s quickly 
and easily applied. 


ORDER YOUR SUPPLY of Casco Flexible Cement 
from your jobber today—with each attractive 
6-tube carton you get a FREE supply of folders. 


Also available in Ya-pint, pint, quart, and gallon sizes. 
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t. High = e 

washers, 350 Madison Avenue 
New York 17, N. Y. 


R DIVISION OF THE BORDEN COMPANY 
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No. 33022 


No. 3363Z 
Taking Care 
of Baby 








Goose Girl 














No. 4165Z 


LEO KAUL 


We Have Reduced Price 
of our Reproductions 
of Hummel Statues to 


$12.00 per dozen. 


From want of space, we illustrate only a 
few subjects here, but fully illustrated price 
list of our large variety of designs will be 
sent to any HARDWARE DEALER on 
application, 


Goose Boy No. 3362Z 
See top cut, 5 ins. high. 


Goose Girl No. 3363Z 
See middle cut, 5 ins. high. 


Taking Care of Baby 
See Bottom cut, 4 ins. high. 


Weight: 2% to 4% Ibs. per 
dozen. 


Packed individually, One doz. 
assorted, smallest quantity 
sold. 


Be sure to send for our Complete 
Set Z of GIFT GOODS. We have 
them from $1.80 to $90.00 per doz. 
All big sellers. 





115-119 Z 
South Market St. 
Chicago 6, Ill. 


IMPORTING 
AGENCY, lac 











PROFITABLE HARDWARE STORE ITEMS | 


CANVA LASTIC  waterproof- 


tarpaulins, canvas 

automobile tops, linoleum, 

venetian blinds. Dries in 2 

or 3 hours. Not oily or 

greasy. pmsinsoeie 

CELLTITE Damprooting water- Cite 
proofs, preserves stone, con- 
erete, stucco, tile, brick, Wreswncors 
plaster, wood, plastics, base- — 

ments, silos, gymnasiums, 

cement walks, driveways, 

plastered walls. 


EASILY APPLIED— 
LONG LIFE 


RAIN SHED Waterproofs 
boots, shoes, canvas, leather, 
clothing. MAKES SHOES 
SHINE BETTER. MAKES 
a SOLES LAST LONG- 





























“ALL THREE EXCELLENT 
ITEMS"’"—LIQUID WAX 


SHEPS SADDLE SOAP a 
cleaner and preservative for 
boots, shoes, saddles, leather 
jackets, other fine leather. 
“A very convenient, prac- 
WATER PREOFING tical product.” 
ar a 
4 a shoes, boots, saddles. Used 
by farmers, miners, factory 
eooTs sHors workers. 
Genus "A SUPERIOR 
a 








SHEPS SHOE PASTE water- 
PRODUCT" 


proofs heavy duty leather 
Sold by jobbers everywhere. 











exposed to weather—work 
Inquire of salesmen. 





Mfg. by 


NEATSLENE COMPANY, Omaha 8, Nebraska 











EACH ISA 
MASTER PRODUCT 


Our washers are flat, clean-cut 
and hand-sorted—no scrap, 
no slugs, no mis-cuts. In the 
twenty-five years we have been 
serving the hardware trade, we 
have learned how to fill your 
needs, whatever they may be. 


U. S.$. Washers * S.A. E. Washers 
Riveting Burrs * Square Washers 
Expansion Plugs * Machinery Bushings 
Aircraft Washers © Discs 
Light Steel Washers * Copper Washers 
Brass Washers © Aluminum Washers 
Stainless Steel Washers « Etc. 


and over 10,000 sets of tools 
for special washers. 


rue MASTER PRODUCTS co 






















6400 PARK AVENUE 
CLEVELAND 5, OHIO 
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ALL ALUMINUM 
DIPPERS 













VIGORO'S 
GREAT NEW 
MERCHANDISING 
IDEA... 


DEALER’ 
PRICE | 


$940 


PER DOZE 





tical profit-producers stimulate en- 
Shows how to increase thusiasm for gardening because 


Vigoro profits from 29c to they give home-owners workable 


$1 25! plans for beautifying their land- f E 
Ge scapes. pn = more ~_. 
These exciting Vigoro Beauty Plans ™O0re garden supplies, more } tgoro D l / VF 
are just what every homeowner in With the Vigoro Beauty Plans. It’s = 


your neighborhood wants! They’re Se eet oe — in 


Gotan’, lgndeeaping plans. illue- supply of Vigoro and The Vigoro Here are the gpecifications: 
oe a ph ee pty Beauty Plans now! Ads are about 14” 1 all 7 ‘ d 
scape architects. They give your a ge yas zone customers ong over .». / OZ. Capacity cup... rivete 

customers a chance to have profes- Beatty Plans from and buffed-edge handle; has hook and eyelet for 
hanging . . . sold 12 doz. to the carton, F.O.B. 


sionally planned landscapes for the you! 
Brooklyn . . . shipping weight 20 lbs. 


purchase of a 100 lb. bag of 
JOBBERS' INQUIRIES INVITED 


Vigoro. 
: : ANA 
7 ry i 6 , al’. 








Thus, they give you a chance to 
sell more 100 lb. bags of Vigoro— 
even 10 Ib. buyers will want 100 
lbs. You'll increase your profit on 
each sale. What’s more, these prac- 











SWIFT & COMPANY 
Plant Food Division, U. S. Yards, Chicago 9, Ill. 
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ATLAS aseesres COMPANY, WORTH WALES, PA. 


THE ATLAS tine 


of stove wicking is complete 


TOP NOTCH: Cylindrical type made of high grade cotton yarn, carefully woven to insure 
against binding and sticking. Complete with metal carrier to fit most popular 
makes of oil cook stoves and room heaters. Packed in attractive boxes. 

tet R : GLASWIK: The finest kindler on the market. Made of treated spun glass yarn. Will outlast 

the ordinary kindler many times over. Furnished in either 5!/2 ft. individual 
boxes or 100 ft. rolls in widths of %", 1", 114" and 134". 

FLAMEMASTER: Made of high grade asbestos yarn, wire-reinforced. Woven to give you 
better service than the ordinary asbestos wick. Packed in colorful boxes of 
either 5!/2 ft. or 100 ft. in widths of 7%", 1", 114" and 134". 

VICTORY: An economical asbestos wick which will light quickly, burn without soot and 
produce a hot flame. Boxed in 5!/2 ft. rolls in widths of 7", 1", 114" and 13". 

Here's a new merchandising rack com- Can also be supplied in 50 ft. lengths. 

















plete with 4 boxes GLASWIK KINDLERS 











—@ real sales booster! Fill your needs for these lively sellers from one source! 


ATLAS ASBESTOS COMPANY, NORTH WALES, PA. 


Producers of Asbestos Products for 21 years 
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WHEELBARROWS — LAWN ROLLERS — CON- 

CRETE CARTS —SALAMANDERS — DRAG 

SCRAPERS — MORTAR MIXING BOXES — 
MORTAR BOXES 











DEPENDABLE SERVICE—Always 


Long experience—extending back over a period of 
sixty-eight years—proves that Jackson products can 
be depended on for design and construction which 
result in their meeting the most exacting needs of 
your customers for utility, convenience and long life. 


There is a Jackson Wholesaler near you to render 
prompt service. Ask us for details. 





Est. 1876 


JACKSON MANUFACTURING CO. 
HARRISBURG, PA. 





CHULEF Of Qurning 


Funk Heater 


No moving parts — trouble 
free economical heaters of 
many uses. Can be sold at 
liberal profit by 


dealers. 









Available in two 
models. 
Limited Quantity 
for Prompt 
Delivery. 


Write Today for 
Information 


CENTRAL EQUIPMENT CORP. 
Toledo 1, Ohio 
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FAST SELLING Because 
They Are FAST CUTTING 


© Pulpwood @ Mine Timber 
@ Poles & Ties © Firewood 


For Speedy Turnover and Quick Profits Stock 
The Complete Line of Sandvik Saws. 
Ask your jobber’s salesman or write: 
SANDVIK SAW & TOOL CORPORATION 
47 Warren Street, New York 7, N. Y. 
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As manufactur- 
1 ers of Royal Gas 

Radiant Heaters 
we are supplying 
our distributors 
on a fair and 
equitable basis. 








OTT 
TTT 


PLEASE BE PATIENT—THEY ARE 
DOING THEIR BEST UNDER 
EXISTING CONDITIONS. 


CHATTANOOGA IMPLEMENT & MFG. CO. 


CHATTANOOGA 6, TENN. 





HARDWARE AGE 























NOVEMB 






















actur- 
al Gas 
eaters 
plying 
butors 
- and 
yasis. 


2 AGE| NOVEMBER 22, 1945 











Deluxe-oversized roller of 
the finest pure wool car- 
pet. Invisible seam as: 
sures smooth application 
without bumps or holi- 
days . . . Complete in- 
structions for use and 
care of the RED DEVIL 
ROLLER PAINTER are 
printed on the inside of 
wrapper. 


A new, fine quality painter's roller 
with that “sell on sight” appear- 
ance. The superior roller-carpet 
permits use with oil paint as well 
as modern cold water casein and 
phenolic resin paints. The RED 
DEVIL No. 89 is perfectly balanced 
—handle designed to properly fit 
the hand. 


Write on firm letterhead for com- 
plete details. 


RED DEVIL TOOLS 
IRVINGTON, NEW JERSEY U.S. A. 


Creators of the Genuine 
RED DEVIL ROLLER STIPPLER 


ROLLER PAINTER No.89 
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Fine for Guns 
Great for Sales 


Ask any experienced shooter what best removes 
primer, powder, lead and metal fouling from guns— 
and protects guns from rust—and he'll quickly answer 


HOPPE’S No. 9 


Ask any experienced gun dealer what gun cleaner sells 
best and you'll get the same enthusiastic answer: "Hoppe's 
No. 9."' That's why it pays to handle ALL Hoppe Prod- 
ucts—Solvent—Lubricating Oil—Gun Cleaning Patches—Gun 
Grease—and Hoppe's Gun Cleaning Packs. Your jobber 
will corroborate this too and will be glad to supply you. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 






























A Better Automatic 





Mouse Trap 


REQUIRES NO BAIT 
CATCHES SEVERAL MICE 
WITH ONE SETTING 


Sells on sight. This au- 
tomatic trip trap winds 
like a clock —and one 
setting is good for up to 
15 mice or small rats. 


Ideal for homes, mills, 
granaries, elevators, all 
purposes. Rodents can be 
destroyed while in trap, by 
immersing in water. 


Made of 28-gauge galvan- 
ized sheet metal. Perma- 
nent, trouble-proof. 


Better than average profit. 
mediate deliveries. Write today 
for illustrated price list. 


NOCKONWOOD INDUSTRIES, Ltd. 


Dept. H, Bloomfield, lowa 


Patent No. 1758052 














£ 
‘‘In use much longer than most."’ That's the way you'll hear 
many dealers describe SUPER-LECTRIC appliances. Dealers 
all say this about SUPER-LECTRIC appliances, ‘‘It’s a line 
\ that sells easy, gives little trouble after it’s sold and cus- 
tomers do come back and ask for SUPER-LECTRIC when 
they're ready to buy another appliance "’ 





SUPERIOR 


ELECTRIC PRODUCTS CORP. 
CAPE GIRARDEAU MISSOURI 





—~ 


a4 


SUPER @ LECTRIC 


SUPERIOR ELECTRIC PRODUCTS CORP., CAPE GIRARDEAU, MO 


196 

















Fe More Money on Gloves... with 


< Bonecttos 


The Radically Improved Housekeeping Gloves 
y 


Real Non-Slip Finish 













Curved Fingers 
For Gripping 
Comfort 


A 
Satinized Inside — 
Extra Easy-on 


Roomier Palm >» 


Short Fingers Fit Every 5 ~Ssiilge 
Hand Snug to Tips 


Millions of women wear ordinary house- 
hold gloves though they don’t like them; 
many more won’t wear them. New Ebon- 
nettes get rid of what they don’t like, amoney- 
making chance for you. See those radically 
new Ebonettes’ features illustrated above! 
You’re wise if women find Ebonettes at your 
store first. For glove sales that repeat and 
repeat, ask your Jobber for new Ebonettes. 





Only 3 sizes 
to stock. 
Display car- 
ton — dozen 
size assort- 
ment that 
sells out. 








THE PIONEER RUBBER COMPANY 












<< Sane 
Over 25 years of Quality Glove Making =" Guaranteed by 
306 Tiffin Road Willard, Ohio, U.S.A. \G0od Housekeeping 
New York ° Los Angeles as soveensto ese 
X ) 
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J. R. HUNT & 
Baltimore, Mar 


WESTERN ME 
INC., Buffalo, 


UNITED DIST 
Cambridge, Mas 


SOUTHERN Ri 
Charlotte, N. ( 


CAR PARTS D 
El Paso, Texas 


MAJOR DISTR 
Cincinnati, Ohi 


SMALL & SCH 
Evansville, Ind. 


anna es 
NOVEMB 


bid 


THE YANCEY CO., INC. 
Atlanta, Ga. 

JR. HUNT & CO. 

Baltimore, Maryland 

WESTERN MERCHANDISE DIST. 
INC., Buffalo, N. Y. 

UNITED DISTRIBUTORS, INC. 
Cambridge, Mass. 

SOUTHERN RADIO CORP. 
Charlotte, N. C. 

CAR PARTS DEPOT 

El Paso, Texas 

MAJOR DISTRIBUTING CO. 
Cincinnati, Ohio 


SMALL & SCHELOSKY CO. 
Evansville, Ind. 
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ALLEN DISTRIBUTORS 


MORLEY-MURPHY CO. 

Green Bay, Milwaukee, Wisc. 

D & H DISTRIBUTING CO. 
Harrisburg, Pa. 

ROYAL DISTRIBUTING CO. 
Houston 2, Texas 

SOUTHERN WHOLESALERS, INC. 
Jackson, Mississippi 
MURRAY-BROOKS HARDWARE CO., 
LTD., Lake Charles, La. 

GOUGH INDUSTRIES, INC. 

Los Angeles, Calif. 
STRATTON-WARREN HDWE. CO. 
Memphis, Tenn. 

MAJOR APPLIANCES, INC. 

Miami, Tampa and Jacksonville, Fla. 


Water Heater 


Oll-Burning Par- 


heating unit with one, ten-Inch 


PE RBEROP ES B90, 


: 
} 


LoPilot is a marvel in efficiency and low cost. Wire 
your nearest Allen Distributor for Franchise Details. 


ALLEN MANUFACTURING CO., INC. |” 3 
NASHVILLE, TENN. 


Princess 
Oil-Burning Range 
Coal—Wood 


MASDA CORPORATION 
Newark, N. J. 

GEO. H. LEHLEITNER & CO., INC. 
New Orleans, La. 

UNITED DISTRIBUTORS, INC. 
New Orleans, La 

HARPER & McINTIRE CO. 
Ottumwa and Cedar Rapids, lowa 


ARIZONA WHOLESALE SUPPLY CO. 


Phoenix, Arizona 

APPLIANCE WHOLESALERS OF 
OREGON, Portland, Oregon 
NELSON & SMALL 

Portland, Me. 

WYATT-CORNICK, INC. 
Richmond, Va. 

DALCO APPLIANCE 

Sacramento and San Francisco, Calif. 
WYETH HARDWARE & MFG. CO. 
St. Joseph, Mo. 


Coal Burning 
Parlor Furnace 


Combination 
Range— 
Combination) 


RYAN RADIO & ELECTRIC CO. 

St. Louis, Mo. 

MOTOR POWER EQUIPMENT CO. 
St. Paul, Minn, 

MOUNTAIN STATES DISTRIBUTING 
CO., Salt Lake City, Utah 

RADIO TELEVISION & APPLIANCE 
CO., Seattle, Washington 
RUDNING-ROBERTSON CO. 

Sioux Falls, S. Dakota 

SEATTLE RADIO SUPPLY, INC. 
Spokane, Washington 

MASCON DISTRIBUTORS, INC. 
Springfield, Mass. 

EDWARD JOY COMPANY 

Syracuse, New York 

H. A. McRAE & CO., INC. 

Troy, New York 








DRAPER-MAYNARD SPORTS EQUIPMENT 


of All Sorts +» « = 


I. the postwar era there 
will be a tremendous expansion in athletic activity. Millions of men 
and women who have benefitted through the physical training and 
competitive sports program of the Armed Forces will remain sports- 
minded and will continue athletic recreation. In addition, industrial 
recreation will create an increased demand for athletic equipment, 
the general public will not only be recreation-minded but will more 
than ever before recognize the value of physical fitness. 


DRAPER-MAYNARD ATHLETIC EQUIPMENT 
offers you a golden opportunity for rich returns in the postwar 
period. Write your jobber for full information and details. THE 
DRAPER-MAYNARD CO., 400 York St., Cincinnati 14, Ohio, U.S.A. 


MEMBER:—The Athletic Institute, a non-profit “ie 
organization dedicated to the advancement of \\ % 
national physical fitness. o— 
Awarded 
Sport Products Inc 
Manufacturers 











Of cute 
PHOENIX & JUNIATA 


HORSE AND MULE SHOES 


May we remind you through this 
homely adage of the importance of 
good shoes properly fitted to help 


keep work animals in peak condition. 





























and protection. 


the best. 


your customers. 





PHOENIX MANUFACTURING COMPANY 


manufactu e and mule shoes and calks in the world 


Joliet, Illinois Catasauqua, Pa 


It particularly applies to Phoenix and Juniata 
Horse and Mule Shoes because they’re expertly 
made from annealed forging steel for long wear 


These fast-selling shoes build repeat business. 
Check your stock and order the sizes you 
need today . . . your customers deserve 


FREE... this book tells how to care fog the feet of horses and 
mules. Explains how proper shoeing prevents lameness. 
Authoritative . . . concise . . . fully illustrated. Endorsed by 
"A leading horsemen and veterinarians. Write today for your 
copy and the facts about our plan of Free distribution to 
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E CAN'T tell you when you 

will be able to get all the 
Cyclone “Red Tag” Products you 
need. ... We’re “sweating it out” 
ourselves. But we can tell you this: 
that as fast as Cyclone “Red Tag” 
Products become available, they 
will be shipped to our jobbers for 
equitable distribution to you and 
our other retail outlets. It will pay 
you to keep in touch with your 
jobber. 

We can tell you, also, that 
Cyclone quality has been fully 
maintained. You can assure your 





customers that your U-S-S 
Cyclone Lawn Fence, Burner Bas- 
kets, Screen Cloth and Hardware 
Cloth have the same tough sturdi- 
ness and long life that made 
Cyclone “Red Tag” Products out- 
standing before the war. This 
Cyclone quality will always mean 
satisfied customers — and easier 
selling for you! 


EVERY SUNDAY EVENING, United States 
Steel presents The Theatre Guild on the Air. 
American Broadcasting Company coast-to-coast 
network. Consult your newspaper for time and 
Station. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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Safeguarding livestock 


and equipment! 


wo you put the popular National Storm-Proof Hardware 
on the job you can rest assured that sliding doors are held 
snugly closed when destructive wind and stormy weather arrive. 


The No. 88 Barn Door Hanger and the No. 55 Junior, with their 
specially designed rail, are built for rugged, heavy daty—all that 
the name ‘“Storm-Proof” implies. Also they are rust-proof, dust- 
proof and bird-proof, with their extended hood and covered rail. 


Natienal 


This name, so long familiar to the trade, is an assurance of quality 
of materials and workmanship. Your trade will marvel at the 
smooth, friction-free action of the hanger wheels as they glide 
along on the specially designed storm-proof rail. The streamlined 
design of the hardware itself promotes the neat, trim appearance 
of every sliding door. 


Write us today regarding your stock require- 
Xe ments for storm-proof hardware or for any s& 
other product of the extensive National line. 


National Manufacturing Co., Sterling, Illinois 
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Here are three popular, fast selling O’Malley Faucet and Valve 
Repair Sets . . . low priced, long lasting, efficient. In great demand 
the year around by home owners and maintenance men. A big 
selling item for fall and winter to repair and prevent fuel-wasting | 
leaks caused by increasing use of hot water. 


O'MALLEY MODEL 2X FAUCET REPAIR SET 


Repairs faucets of 4”, 1/2", 54” and 3/4,” sizes. These four sizes can be taken 
care of with two cutters... small cutter for the average size faucet up to 44", 
and the larger cutter for 44," faucets. Comes complete on self-selling display 
card with five quality bibb washers. 


List price 55¢ each 


O'MALLEY DELUXE FAUCET REPAIR SET 


Same features as above with exception of having extra long shaft designed 
for repairing valves of built-in bath tubs and showers. Equipped with two 
cutters for 34”, 1”, 5” and 34” seats. Comes attached on self-selling dis- 
play card with five bibb washers. 


List price 75¢ each 


O'MALLEY NO. 4 REDHEAD REPAIR SET 


Takes care of resurfacing 3”, 1”, 5” and 34,” faucets, built-in tubs and 
showers, as well as 3”, 1”, 3/4,” and 1” flat seat Jenkins Type Valves. This 
repair set costs considerably less than other types and does more perfect 
work . . . the particular size and slant of teeth eliminates “chatter” and gives 
a rolling, polishing action on the seat, leaving no teeth marks. Popular item 
for apartment house and small plant maintenance men. 


List price $3.00 each 


Sold by leading jobbers in the United States and Canada. Order from 
them direct ... if your jobber does not carry the O'Malley line repair 
sets, send us his name and address. 


All sets are conveniently packed in cartons of one to six dozen each, 


EDWARD O’MALLEY VALVE CO. 


7604 GREENWOOD AVENUE CHICAGO 19, ILLINOIS 














BATHROOM AND KITCHEN ACCESSORIES 


THE AUTOYRE COMPANY + OAKVILLE, CONNECTICUT’. 

























WORK 
IN LESS 


AUTOMATIC GRIP 
SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers are used. 
Gripper instantly released by spring action, slid- 
ing up ovt of way when not in use. Highest 
quality materials thoughout. Order through 
your jobber. 


TIME 








PATENTED 











UPSON BROS., INC., 84 Exchang 















HOME LOCKER 


TWO NEW UPRIGHT MOD- 
ELS for frozen food storage and 
processing. Style A- 18 cub. ft. 
capacity. Style includes 
normal temperature compart- 
ment. Chest model — 12 cub. ft. 
capacity. Low price! Tremen- 
) dous market! 





Tyler Fixture Corp., Dept. H-11, Niles, er 
Please rush Illustrated booklet on oe - 
freez ( ) upright models ( ) chest model 







Send Coupon Today! 






TYLER FIXTURE CORPORATION: NILES, MICHIGAN 


= ~ 








Famous, High-Strength PREVENTHEM, Plus 


5% D-D-T 


New York's Largest Selling Insecticide 


Costs twice as much to make as plain 5% DDT. 
Kills instantly! Bedbugs, flies, mosquitoes! 
Controls all roaches, including German! 

Gives residual kill up to 6 months. 

Label approved by U. S. Dept. of Agriculture. 
Fair trade in all States. Good profit! 

@ Free window signs, free advertising deals. 


WARNING! end be convinced’ Sell DDT PREVENTHEM, ond pro- 


tect the reputation of your store! 


Stores, jobbers, write for pres details. 
Full freight allowed in U.S.A 


The BENGAL COMPAN 


214 St. Nicholas Ave. 
New York 27, N. Y. 


COWMBIAN VISES 





THE BEST MADE 


% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in efficient 
and economical vise 
equipment. All types 
for all work. See 
your distributor. 


THE COLUMBIAN VISE & MFG. CO. 


Cleveland 4, O. 





' 
! 


, 9017 Bessemer Ave. 
















An every day necessity for safe and 
sanitary disposal of trash from house 
or garden. Garbage, rags, paper, 
leaves, etc., quickly reduced to a fine 
ash. No mess, no sparks. Endorsed 
by thousands of users and Fire Pre- 
vention Bureaus. Lights at top, burns 
down. No extra fuel needed. Made 
of weather-proof porcelain enameled 
iron. Liberal trade discounts. Write 
for circular. 


Prices — F.0.B. New York 


No. 1—1!/a bushels—weight 70 Ihbs.. —S 
No. 3—3  bushels—weight 100 Ibs..... 36.50 
No. 6—6  bushels—weight 150 Ibs..... 58.00 


d. W. Fiske Iron Works—Estob. 1858 
78 Park Place—Dept. 5—New York 





























FROM COTTON BALE TO PADS.. 


that looms the pads it sells 


WAFFLE-KNITTED 
IRONING BOARD PADS 
and COVERS 


Textile iills 


General Offices: 3948-50 W. Roosevelt Rd 
New York Office: 200 Fifth Ave 





.the only company 


Chicago 24 











HARDWARE AGE 


*Reg. U. 





NOVEME 


COLLAPSIBLE CUPS 


Whatever the weather. or wherever the locality, Durabrite* Zip-Sip 
Collapsible Cups attract the customer’s eye at a price that fits his 
pocketbook. 

No matter where you go — on Sunday outings, parties, picnics, 
hunting or fishing — you'll find Zip-Sips. That’s why a single sale is the 
exception and a set of six is the rule. 

Feature these brilliantly colored plastic collapsible cups the year 
‘round . . . watch them sell. 

Retail Price 39c each * Dealer's Price 23c each 
(Packed 1 doz. to carton) 


ANOTHER 


PLASTIC Zo&d Gost, wc. 


*Reg. U.S. Pat. Off. 1505 N. WESTERN AVENUE LOS ANGELES 27, CALIFORNIA 
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GLASS 


POINT DRIVER 
CUTTERS : 


No. 1 










No. j There are no substitutes for quality— NE 
024 | ; stock and sell genuine RED DEVIL tools. = 
> 4 ; Complete Catalog Available 
Us | SS g RED DEVIL TOOLS. Irvington 11,N.J.,U.5.A. 











KILLS 


OXite s-4 





ee 





oJ 7 
This powerful dis. Sliding Door Track 
infectant also kills A high 
blue bugs, fleas, ticks, cattle lice, termites, — item _——— 
roaches;‘ants and similar pests. fers engaged cs 


Something to Sell When the Going is Tough! large war proj- 
Nationally advertised — widely distributed — = “<" us the 
Satisfied customers in all parts of the country shi ers. e can 
as a result of years of successful use in homes ship promptly. 
and on farms. This powerful disinfectant Dependable Products Since 1888 


helps control diseases. | COBURN TROLLEY TRACK CO. 





























LSTOXITE LABORATORIES 433 HARDING ST. HOLYOKE, MASS. 
BOX B CHESTERTOWN, MARYLANS [| 
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SCC sEdses Won't 
FINE TOOLS 4X . 
h C Id Chi | Curl nor plit -- 
Mayhew Co isels * One 
No. 90 —because their blades Steel 
‘ Since 1856 are made of TEM-CROSS Chas: 
MAYHEW Cold Chisels, No. 90 Series, are hammer-forged Ingersoll Process Steel. 
of alloy steel. Harder, tougher, with a special knurled han- It is cross-rolled to give an in- 
dle Mayhew Chisels are the pride of generations of skilled terlocking, mesh-grain structure 
Toolmakers. Available also in Cape, Round Nose and wen Raccgttnee a my to _— — 
Diamond Point styles. MAYHEW Punches, Screw Drivers, and splitting. Write for oiens m 
Burring Reamers, and MAYDOLE Hammers give genuine 
satisfaction to the user and full profit satisfaction to the INGERSOLL SHOVELS 
Dealer. 
ee ™ 44 a’? 
“Ask your Jobber Salesman’’ A yes Satine — | 
MAYHEW STEEL PRODUCTS, Inc. INGERSOLL STEEL & DISC DIVISION 
Borg-W Corporation, New Castle, Ind. 
Shelburne Falls, Mass. pedi ntneee stra Ratan <3 
F ig 
* | 
" q 
FINISH: Green Enamel. = 
POST: High carbon welded steel 
tube. (Four times stronger than 
common black pipe.) 7 feet 
long x 1 42-inch diameter. 
HOOKS: New design, strong, ‘ 
heavy, with plenty of line space. Aggres: 
Mower 
SOCKET: New design, strong, 
heavy, with plenty of line space. trend oO 
PACKED: Four complete posts FIRST- 
in h t f 
—" in heavy waterproo and to 
: . WEIGHT: 56 lbs. per set of four longer 
posts. ‘ 
Immediate Deliver) 7 anus ow acne | , SECO? 
DOBBINS MANUFACTURING CO. EXTR. 
CHENEY METAL PRODUCTS CO. Dept.H Trenton, N. J. ELKHART, INDIANA ease, as 
THIRI 
will m: 


* MARSHALLTOWN TROWELS * I 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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Aggressive Dealers want a Modern, Dependable Power Lawn 
Mower with Outstanding Performance Features to Satisfy the 
trend of customer demand. 


FIRST—The New Pincor All Steel Power Mower is strong 
and tough, for STEEL eliminates costly breakage, insures 
longer wear and DEPENDABILITY. 


SECOND—Pincor Power Mowers have been engineered with Hand Lawn Mowers 
EXTRA POWER, for rugged performance and new handling : ; 
ease, assuring CUSTOMER APPEAL AND DEMAND. Electric Hedge Trimmers 


THIRD—The Common Sense Pincor Direct-to-Dealer Policy Electric Power Plants 
will make Pincor Power Mowers a fast selling, profitable line 
for aggressive dealers. 

WRITE DEPARTMENT HA 1145 


> 


Power Lawn Mowers 


Water Systems 





PIONEER GEN-E-MOTOR 


corporation 


5841-49 West Dickens Chicago 39, Illinois 
Export Address: 25 Warren St., New York 7,N.Y. Cable Address: Simontrice N.Y. 
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VISIBLE PARTS CABINET 
. 
$3.95 Delivered 
Complete with 36 Bottles 
ORDER TODAY! 


For PROFIT—Now and Later 
Keep Your Coleman Service Program Going 


Now is the time to step-up your Coleman Service Program... 
increase your number of customers... boost your daily profits... 
build a lot of good will! Coleman helps you do this by making all 
Parts and Supplies available for all Coleman Appliances. Your 
jobber can supply your needs. 


Coleman will also send you tried and proved suggestions on 
how to have a successful Service Department—and will supply you 
with all these free advertising and selling helps— 

© Mats of Newspaper Ads ¢ Mantle Display Card © Dealer Service Man’s 
@ Colorful Service Banner ¢“Keep’Em Working” Card Handbook 
© Generator Display Card ¢Customer Service Books «Coleman Parts Catalog 

A well-stocked, efficient service department is always a profit 
producer. It’s more important than ever while there is a shortage 
of products. Get a Coleman Visible Parts Cabinet. Keep your stock 
of parts complete. Order from your jobber regularly. 








ALL COLEMAN APPLIANCES will soon be in production ... lanterns, lamps, irons, 
the new “Pocket” Stove, and all the rest of the popular Coleman Profit Line ... made by 
Coleman precision manufacturing with all of Coleman’s high standard pre-war quality. 


- lt will take a little.time to make enough to fill the nation-wide demand for Coleman prod- 


ucts, but soon you'll be able to get quantities for stock. Keep in touch with your jobber. 


THE COLEMAN COMPANY, INC., Wichita 1, Kansas 
Philadelphia 8 


Los Angeles 54 Honolulu, T. H. Toronto, Can. 














The NEW Coleman ‘Pocket’? Stove 





Coleman Hot Plate 
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3 metals 


combine to make 


EKCOWARE 


the most amazing line of utensils 
you ever handled 


Ekcoware is a brand new idea. But your 
customers will soon be reading all about it in 
their favorite magazines—and they'll be looking 
to you for this beautiful, work-saving line. 

The Ekcoware story is so simple it sells 
itself— pots and pans of Stainless Steel, 
with bottoms of CHROME over COPPER. All 
the advantages of 3 metals in each utensil! 
And the designs add beauty to any kitchen. 


You'll want Ekcoware in your home, too! 


fama 
EKCO ) 
EKCO PRODUCTS COMPANY 


Founded in 1888 as Edward Katzinger Company 
1949 North Cicero Ave., Chicago 39 


These famous products make EKCO the Biggest Name in Housewéres: FLINT 
Hollow Ground Cutlery; EKCO Pressure Cookers; A & J Kitchen Tools; 
GENEVA FORGE Cutlery; STA-BRITE Tableware; OVENEX 
Tinware ; TRU-SPOT Flashlights, and others. 





Patented and Patents Pending 
T. M. Reg. U. S. Pat. Off. 
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OOST your profits by displaying grinding wheels 
by “CARBORUNDUM”. A grinding wheel is the 
sort of thing that your customers need... but don’t 
always remember to ask for. On farms... 
workshops... 


in home 
and garages, workmen know that a 
sharp tool makes the job go better. And they also 


know that the only way to keep it sharp is by 
grinding. 

That's why a visual reminder at the point-of-sale 
often results in an extra purchase. Keep your display 
where your customers can see it. The Carborundum 
Company, Niagara Falls, New York. 


THERE 1S A PRODUCT BY 


TRADE MARK 


FOR EVERY ABRASIVE APPLICATION 


(“CARBORUNDUM"” ie a registered trade mark of and indicates manufacture by The Carborundum Company) 
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HELP YOUR CUSTOMERS 


Speed Kecouversé(ou 


with the Files that $peeded War Production 


Factories, plants, machine shops 
and mills everywhege are hum- 
ming with new activity. Industry 
is going through the vast change- 
over from war to peacetime pro- 


duction. 


In the days ahead, the fast pace 
of reconversion will pose new 
filing problems that you can help 
customers solve to your own 


advantage. 


When the buyer asks for a file, it 
will pay you to show him the 
Heller NUCUT “Wavy-Teeth” 


File. Explain how its two-in-one 


filing action cuts down both fil- 
ing time and costs, because it both 


cuts and smooths at every stroke! 


No matter what the filing job, 
cutting shaping or sizing... no 
matter what the material,—stain- 
less steel, aluminum, brass or 
plastics ... there is a Heller 
NUCUT that will do the job 
faster, easier, with far better 


results! 


Write for further information on 
sizes, shapes and cuts that will 


meet your customers’ needs best. 


HELLER BROTHERS COMPANY 


America’s Oldest File Manufacturers— 


Awarded to the 
Newcomerstown, 
Ohio Plant 


Good Tools Since 1836 


Newark 4, New Jersey—Newcomerstown, Ohio 


WAVY TEETH 
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with New TAPERLITE Streamlined Assortment 







Here’s a candle that brings you quick profits— Tie-In Now for Extra Profits! 


repeat sales! Because more and more, your cus- 






































tomers insist on this recognized quality candle. - « + Order the Taperlite Introductory 
Assortment 1,000 containing: 
* Nationally Advertised Right Now 8 doz. 10” Taperlites to retail at 15¢ a pair 
In Leading Magazines 8 doz. 15” Taperlites to retail at 20¢ a pair 
TOTAL RETAIL VALUE......0.........0..ccccc.c.000004 $16.80 
WOM og Mr ag ej ie 7 5 a a re $10.00 o§ 
; oA art, / DEALER'S PROFIT ..000.0..- ooo oe $6.80 or 41% 


Standard Color Arrangement—2 doz. White; 2 doz. 
Old Ivory; 1 doz. Blue; 1 doz. Foliage Green; 1 
doz. Yellow; 1 doz. Peach. Other colors available 
if desired: Cream, Pink, Dark Blue, Apple Green, 


Sunshine Yellow, Red. 
Get your Taperlite Assortment direct from your i 


“J Wholesaler today. If he can’t supply you, mail your 
53 check for $10.00 direct—terms: 2% F.O.B. Factory, 
Will & Baumer’s extensive national advertising builds sales Syracuse 1, N. Y. 
volume for you in 2 ways: 


 Xitmrit end prevents tipping and dripping. cine = WILL & BAUMER CANDLE CO., INC. 


only popular-priced hand-dipped candle with this . 

important feature.) Established 1855 scocetios 
2. And, they learn how to use more candles oftener F ac, 

through a new booklet “Guide to Lovelier Table ancy Candle Sales Office: BE 

Settings” offered free in every ad. 15 East 32nd St., New York, N. Y. 


Factory and General Offices: Syracuse, N. Y, 








rtttend the 
THERE’S NOTHING SO OBSOLETE 1946 


AS LAST YEAR'S MODEL 
HOUSEWARES 


tad 


Your customers know the war MAJOR 


is over. They're expecting the 
latest and are ready to buy it. APPLIANCE 
That’s why it’s more important 


than ever before for you to E hibit ud 


attend this year-end show. 


Here in one place, you'll see Sates Coufereuce 


what America will be buying 


tomorrow ... the newest and pe 
latest... all the products that es | ICAGO rs 
are definitely Post-War. You'll : 
save time, money and the dan- Palmer House 


gig ery 1) eT 0) 
early and get in on the “Hot” 
Lo 
JAN. 4 


ones. All the leading manu- 
210 HARDWARE AGE 


facturers will have exhibits. 
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SELLS LIKE, LIGHTNING! 


eg _—_ 








Nationally Advertised 


»» | KHANDY MANDY 


41% 


doz. Trade Mark Reg. Sp 
n; 1 Soft-Woven 











MANDY does a light- 
ning-fast job of clean- 
ing pots and pans. It’ 














— easy to grip this jumbo 
@ copper pad, and it cov 

your V ers a lot of surface 
your COW 1N§ But, above cll, users 
tory, like HANDY MANDY’S 
kindness to hands. The 







copper mesh is ex- 
tremely durable yet is 
soft to the touch, and 
doesn't splinter. 






“The pad that’s kind to hands” 





NC. 





eccee BM cececccocececocee “9° °"ly bY 99 00000000000000000000000 0001 PYY yy.) 


RIANGLE MANUFACTURING CO. NOW! 
Immediate 


123-25 N. Jefferson St., CHICAGO 6 Delivery 





No wonder housewives 





reach for, ask for, in- 
sist on -—— genuine 
HANDY MANDY Scour- 
ing Pads! 


















pe TN 


%& The average housewife has waited too long and | 
too patiently to be satisfied with i ee but the best 
in aluminum cooking utensils. 












No finer aluminum ware is made than the extra- 
thick, beautifully designed and highly finished Priscilla. 
utensils illustrated here. 

This is aluminum ware at its very best — and well Se 

‘worth wating for. i on 


LEYSE ry 


“Ae td i NUM. co. UNCONDITIONALLY GUARANTEED 
KEWAUNEE * WISCONSI —a 
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This is the kind of display-dispenser YOU have 
been waiting for. A real “drive” can be made 
in your store if YOU will properly place several 
of these units. 


DEAL “C-D” 
GET YOURS NOW 


Quant. Watt? List Tetal 
12 a0 $ .25 $3.00 


36 60 -25 9.00 
36 100 -25 9.00 
6 Iso 45 2.790 


6 530-100-150 .75 4.50 
Total List $28.20 


FULL DISCOUNT APPLIES 


Write TODAY if YOU wish to see a full-color 
reproduction of the display before buying. It’s 
field-tested. It’s proved. It will sell Verd-A- 
Ray Lamps for YOU. 





"THIS SALES CREW IS 
READY TO WORK FOR YOU 


NOW ‘om mane to Fron 


Expand your new product distribution quickly 
and easily with this already established, effi- 
cient sales organization. Our sales crew of 
trained men can work for you through leading 
department store and housefurnishing outlets 
from Maine to Florida. 

E. J. McAleer & Co. is one of Philadelphia’s lar- 
gest and best established jobbers of nationally 
famous housewares, including O-Cedar prod- 
ucts,and Pyrex ovenware. Wecan entrench your 
products now for bigger consumer acceptance, 
Write today—stating your sales problems. No 
obligation. Inquiries will be kept confidential. 

In peacetime, in addition to being a 


leading distributor of houseweres, we 
make metal kitchen and wall cabinets. 








AND COMPANY, INC. 
1422 N. Sth Street 
PHILADELPHIA 22, PA. 
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CYS PE 


GIVES YOUR TRADE 
4-WAY PROTECTION 
AT ONE PRICE! 


WHAT A STORY FOR YEAR ’ROUND SALES! 
The exclusive PENETRATING FUME-KILLING 
feature of KEYSPRAY gives guaranteed results. 
SOLVENIZING ACTION does a remarkable 
job of cleaning, re-lustering fabrics. « Gallon, 
half-gallon, quart, pint sizes. Packed in stand- 
ard cartons, to sell at a good margin of profit. 
Order Either From Your Jobber... or Direct 
Promote year ‘round traffic and volume. 
KEYSTONE CHEMICAL CO., INC. 
CLEVELAND 13, OHIO 

We'll see you at the Housewares Snow 
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EDLUND SOON “there'll 


HtCde Tit 5 E 
KitthenTools e MOR 


Look to your jobber for 
increasing deliveries of 
Edlund Kitchen Tools 
—made possible by re- 
moval of wartime re- 
strictions and growing 
mill-to-factory  ship- 
ments of materials. 
Back-to-normalcy is 
well under way, promis- 
ing an early ending of 
present temporary limi- 
tations. 


EGG BEATERS 


“MARSHALLAN” MEANS MORE SALES! 


KNOWN FOR DEPENDABLE QUALITY 
IN THESE TOP-DEMAND ITEMS 


UTILITY TABLE #509 


An item with amazing 
sales potential! Has end- 
less uses—in homes, labora- 
tories, stores, doctor and 
dentist offices, beauty and 
barber shops. Beautiful, 
modern design; white 
enamel finish. On 4 cast- 
ers. Top: 16” x 22”. Height 
26”. Shipped K.D. 





“COLD HANDLE” PRY PANS FLOOR REGISTER SHIELD 

Handles that stay cold—a sales- Floor or Wall Types | i 

clincher with all customers! In great demand now! Ideal 

All standard sizes. Unlimited for warm air furnaces. Save j ps 


quantities on several sizes. _ a 
Known everywhere for depend- popular sizes. Adjustable 1166 BROADWAY, NEW YORK 
able quality! 10 to 19 inches. sf 


MARSHALLAN MANUFACTURING COMPANY 


ANI HIO 








656 $O LOS ANGELES ST LOS ANGELES 
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WHAT YOU GET 


WHEN YOU SPECIFY 





HEN you specify Stronghold you 

get more than quality, more than 
precision, more than kept promises, 
more than the lowest current prices. 
You also get—FREE—the priceless little 
things which make such a world of 
difference. You get engineering advice 
whenever you want it—you get many 
“specials” at “regular” prices—you get 
delivery from stock on many items— 
you get ONE DEPENDABLE SOURCE OF 
SUPPLY FOR ALL YOUR FASTENER NEEDS 
—and finally, you get a catalog quoting 
NET PRICES instead of an old-fashioned, 
bothersome List Price with Discounts! 


Have You Received Our Net Price Catalog ? 


It’s a fastener encyclopedia, reference 
guide, exhibition, specification chart 
and price list rolled into one! If you 
have a copy refer to it when you want 
authentic information. If you haven't 
received your copy, fill in the coupon 
below, paste it on your Company 
letterhead, and mail today. 
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MANUFACTURERS SCREW PRODUCTS 
231 W. Hubbard St., Chicago 10, Illinois 








4 Paste This on Your Letterhead j 
Manufacturers Screw Products s 
| 231 W. Hubbard St.. Chicago 10, Minois - 
| Please send me a copy of the new STRONGHOLD net price J 
i “Guide to Fasteners.’ 1! 
i ee eT rer ee ee eee eee ee ee ee i 
i WOGTEEGEE ccccc ccc cccecescessescccccesesseecesecccses j 
i OEE oo. 6. 0.6.6.0 6.00 Fob CODECS OES EE SOHO TED OC DOSS® " 
I [ FAN e TTT eee Tee ee eT Pea ee i 
CITY, ZONE, STATE.........-+++e8 ne dateahes eeeedandeas i 
! Please send a few samples Please quote prices as per 
j of your products. attached request. ! 
ee ee ee 




















LOCKS and LATCH SETS 
Now Ready for Shipment 


MANY OUTSTANDING FEATURES 


Fine Hillgren locks and latch sets of latest im- 
proved design, made of durable Zamak (Zinc 
Alloy), zinc finished. Easy installation—two holes 
and one mortise—cardboard template furnished. 
No knob screws—knobs attached to rosettes by 
permanent lock washers. Threadless spindles— 
rosettes attach direct to case with two machine 
screws. Locks have simple thumb turn on inside— 
a big selling feature. 


SPEEDY SALES DEMONSTRATOR 


(SHOWN ABOVE) 
A working model that helps customers sell them- 
selves! Lock can be removed quickly and easily 
to show simple two-hole installation. This Demon- 
strator makes more sales—more PROFIT—can be 
furnished with lock or Jatch sets described below. 


ORDER BY NUMBER 


No. 14-S Cylinder Lock, 5 pin tumbler; two keys; can be 
keyed alike in pairs, threes; individually boxed, 36 to a 
carton. 


No. 12 Lock Set; locks on inside with thumb-turnp—NO KEY 
NEEDED; individually boxed, 60 to a carton. 


No. 10 Latch Set; universal type; big feature is no knob 
screws, so NO LOOSE KNOBS. 
WRITE FOR descriptive literature and prices. 


MANUFACTURERS’ AGENTS and distributors—get de- 
tails of our post-war expansion program built on practical, 
profitable basis. 


VIMCAR SALES CO. 


Exclusive wholesale distributors through jobbers and 
dealers for "right" builders’ supplies. 


VIMCAR BLDG. MAILING ADDRESS 
124 So. San Pedro St. Dept. 11-A 

Los Angeles, Calif. P. ©. Box 2395, Terminal Annex 
Phone: Michigan 2874 Les Angeles 54, Calif. 
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Our Dealers Say: 


“Practically Sells Itself”... 
“And How It Demonstrates” 

-“Please Rush Repeat 
“Enthusiastic 
Customers Do My Selling 
for Me”. . .“My Only Kick—I 
Can’t Get Enough Cookers.” 





Order”. . 


Here’s 

What Creates 
this 

Att.tude 


Only the 








Pressure Cooker and Canner 
Offers All These Advantages 


(1) 100% Locking Ring seals entire cooker . . 
no bolts or screws . . 


. . (5) Safti-Plug prevents over-pressure . . . 
Gasket insures perfect seal... 
and accessories .. . 
polished, easily cleaned . . . 


Skim the Cream NOW! 


—and establish a line of pressure cookers and canners that will 
give your competitors a real fight. Remember there’s usually 
a FIRST in every field. We believe the “HEALTH” has every 
right to first place on the basis of its unchallenged list of mechani- 
cal superiorities which gives housewives a wealth of services they 


can’t get elsewhere. 


We Sell DIRECT to You, the Dealer 


Our factory to retailer plan saves time, eliminates expensive 
migunderstandings—gives you new products, policies and prices 


with no delay. Write for complete details—no obligation. 


Sales Office: National Aluminum Sales 
1424A Merchandise Mart, Chicago 54 


NATIONAL 
ALUMINUM Manufacturing Company 


PEORIA: Illinois 
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IFTY-THREE percent of the consumer in- 

quiries produced by Youngstown Kitchens’ 
advertising ARE LIVE LEADS TO SALES. 
¢ This figure has been substantiated by 
dealers everywhere. ¢@ This is news, for 
thousands and thousands of inquiries are 
piling up as the result of continuous national 
advertising. ¢ This tremendous, unsaturated 
market is not only pre-sold on modern 
kitchens, it is also being pre-sold on 
Youngstown Kitchens for every inquiry has 
been acknowledged and catalogs have been 
presented. @ All inquiries have been card- 








. (2) Turn-Lok Lid— 
. (3) Sure-Lok Lever—a quick flip guarantees 
safety .. . (4) Tested Safety Valve—no springs to get out of order 
(6) Steam Tight 
(7) Extra Sturdy Handles, fittings 
(8) Thick Molded Aluminum—smooth, 
(9) Modern Design—extra capacity 
. (10) Exclusive Patented Features developed in practical use. 


indexed, ready to be turned over to dealers 
with the first shipment of merchandise. ¢ 


Write for full information 
and the name of your nearest 
distributor. 


To bring per- 
manent pros- 
perity and free- 
dom to our 
nation, let's do 
our part to... 


MULLINS MANUFACTURING 
CORPORATION 
WARREN, OHIO 


Design Engineering Service 
Large Pressed Metal Parts 
Porcelain Enameled Products 


Give a Mana Job 





Put Dotlars to Work 


The FREE American Way 


by Mullins. 


YOUNGSTOWN KITCHENS « Mullins Manufacturing Corporation | 
Dept. HA-1145, Warren, Ohio. 


Please send me Youngstown Booklet, ‘Get Avadsinted 
With Your Kitchen Business’. . 





Name sobs cout | 





Street. eh 











CGY Be LI vi rsisaictassecnessnssssocsinsion COUNLY 0. .osi ccs sscessepocee State......:.,... 


215 








“SPEE-DEE” Fabric Cement 


now on the market, is used for repairing all 
fabric and canvas goods including clothing. 
It is waterproof and flexible. All hardware 
dealers should stock this product for the de- 
mand is very good, especially from farmers. 


Also do not fail to order a stock of “Spee-Dee” 
Utility Cement. This is an all purpose cement 
and works on any material. It gives the best 
of satisfaction, and has a big demand. Your 
jobber can supply you both of these products. 


OWOSSO PRODUCTS COMPANY 
Manufacturers of "Spee-Dee" Products 
OWOSSO, MICHIGAN 


THE LOWDOWN 
oe he ITB Pee Si 


A big potential sales-maker that 
will be heading your way next 
year in time for summer display 
—just as soon as we can get 
them into sufficient production 
to meet the huge demand. 
They'll be more popular than 
ever . . . watch for them! 


















Immediate outlook for these best-sellers 
is even brighter. Some are already on 
their way to dealers. However, there 
won't be enough to meet full demands 
right away, but it won't be long before 
supply equals demand. Fora profitable 
turn-over, keep your eye on these old 
friends of yours. 


UNION STEEL PRODUCTS COMPANY 
126 BERRIEN STREET ALBION, MICHIGAN 


iil 
WM 
Wil il 
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An Electrolytic 
Tool of 
101 
Uses.., 


Cw 
WARNER 





Gu ELECTROPLATER 


Plates Gold, Silver, Nickel, Copper! 


REPEATING 
PROFITS ON 
SUPPLIES 


Owners of Warner 
Electroplaters come 
back again and again 
for needed supplies. 


You make repeating 

profits on Renewable 
poe and op Gold, 
Silver, Nickel and 
Copper Electroplat- 
ing Compounds. Sup- 
ply list and discounts 
included with your 
first shipment. 


ORDER TODAY! 





NEW SALES-MAKER!... just what every hob 
byist and mechanic needs and wants! With the new 
battery model Warner Electroplater entire models 
and fittings can be plated easily and quickly Worn 
articles, faucets, tools, silverware, etc., can be replated 
with beautiful coat of gleaming metal. Equipment ia- 
cludes: 10x14" Control Panel, Variable Voltage 
Regulator, Work and Brush Terminals, Battery 
Connectors, Patented NYLON-LUCITE Elec- 
trolytic Brush with 4 Anodes. All necessary 

plies: Electroplating Compounds for Gold, Silver, 
Nickel, Copper—also Degreaser, Cleanser, Instrue- 
tion Book and Wiring Diagram. LIST PRICE 
$19.75. Your price for sample, $14.81. Lots of 3 


_ or more: $13.17 F.O.B. Shipping weight Tbs. each. 


MASON-WILLIAMS CO., Dept. B-12 
663 N. Wells St. CHICAGO 10, ILL. 











BOOT SAVEK 


NEW — SELLS ON SIGHT! 
TO SPORTSMEN, FARMERS 
AND OTHER 
OUTDOOR WORKERS 


Van's Boot Saver is a smart, simple 
device for the proper drying and be- 
tween-season care of all types of 
boots and other outdoor footwear. 
Easy to carry, even in coat pocket— 


folds flat. 





Prevents siasiianitias boots do not have to be 
folded. Rising warm air circulates through boots, 


quickly drying them. 


Indestructible — Van's Boot 


Saver will last for years. 


For easy sales, a convenient vending display 
which holds stock—occupies less than a square 


foot of counter space. 


Consistent advertising 


planned in leading sportsmen's magazines. 
Retail price $1.25, leaving you a good profit. 


If your jobber cannot supply you right now, 
we will give your order prompt service. 


NOEL VAN TILBURG COMPANY 


1027 Washington Ave. S.E. — Minneapolis 14, Minn. 
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DEARBORN YES, we Know the war is over 


WORLD'S FINEST, SAFEST 


GAS-HEATERS ...BUT 


Increase your profits. Join the swing 
to Dearborn, the complete line of 
vented and unvented heaters offering ° ' 
) outstanding Safety and Convenience we still can t make 
| features plus Matchless Performance. | 


= It’s the Quality line that leads in sales e 
) trum coast to coast prompt delivery on 
FEATURES? THAT SELL 


Ultra-smart Appearance—Air Insulated 
Cabinets—Hi-Crown Burners — Auto- 
matie Lighting—Syphonaire Chassis— 
Super Glo Radiants — A.G. Ap- 
proval. These are features that make 
Dearborn heaters truly Outstanding. 
They Offer a Talkable — Visible and 
Saleable difference. 


V/ : | 
IER | 7 | WRITE FOR LITERATURE 
TER | |AIR COOLED CABINETS siesnacsogianiiadantmaaiaiustils 














oer! Yor Safety TEX Stove Top and Table Pads and 

bap Air Ingulated Cabinets end the fire haserd. The cabinet, never sets hot. Yes, you PRO-TEX Burner Pads, and continuing 

poor ag og Ng egg eg ee a shortages of the materials from which the 
seeret. It’s patented. Dearborn’s famous cool cabinet feature is s major com- 8 y 

, ae tribution to safety — are made, we regret to announce that it is 

mod 4 not yet possible to make prompt delivery 

Battery ure. at of these popular items. 

. ece . 

ary SUD- | We are doing everything in our power to 

[nstrue- | fill your orders as quickly and efficiently 

Aa FAMOES HI-CROWN ry on as possible and shall continue to do so 

s.each, ALL Dearborn Heaters have this costter but definitely, superier, Ht-Crews sins until the supply is normal once again. 

B-12 convenience and safety of Automatic Lighting. 

HLL. DEARBORN STOVE COMPANY | | EY ihe) bela mal agate) 

a 3256 Milwaukee Ave., Chieage, til. 8625 S. Grand Ave., Les Angeles, Callf. 1820 EAST 37th ST CLEVELAND 14, OHIO 








More Than 1,000,000 ALLIGA ATOR 


















































at}! | TAYLOR PADLOCKS — 
JERS STEEL BELT LACING 
Delivered to the Army and 
; Navy... 
mple 
| be- 
f 
tee NO. 1%" 
ies 750M DISC 
PADLOCK TUMBLER 
be 
ts, : : FOR KEEPING | THIS ECONOMY PACKAGE is a] FOUR SIZES IN 
. .. and more going to the occupation forces. Now uP YOUR STOCK particularly attractive merchan- | ECONOMY DIS- 
oot available in limited quantities from your jobber. fe ap “a bmg J onena o duatied tae oie pied 
oo. TT aes Ce dos ic | bar coe oho a | a 
@ DOUBLE LOCKING >t pelt ond th his Econ- 
OEE ND MOE OF 6S 2"HEAVY MILLED KEYS San” austin ah ay alt th By A omy Display 
SHACKLE @ ONE-PIECE DIE-CAST BODY chown above. | for the narrower belts. pp Mvemoy | 
PRICED TO SELL Lacing List Weight Belt 2 of 20E, 3 of 25B 
: No. Percarton | Per carton Thickness and2of27E. , 
15E 475 3.1 Ibs. 1K" to 50" 
Qratiy GID Preince a SES ae 
} ze é 65 S38 ib. ty 4 we Unit, List....$5.60 
e ° Ss. 2"" to He" 
TAYLOR MANUFACTURING CO., Philadelphia 7, Pa Ail prices subject to discount YOUR JOBBER 
MAKERS OF ‘ 
LOCKS — KEY BLANKS — HARDWARE FLEXIBLE STEEL LACING COMPANY 
in. 4616 Lexington Street, Chicago, Ilinois 
\GE NOVEMBER 22, 1945 217 
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HUGE PROFIT 








PLEASE SEND ME, 


BEAVER DISPLAYS 
SEND 


SALES SOARING! 
GET THESE 


BUILDERS 


1 iS BACK / 





S STEEL WOOL 


oy | BEAVER BRAND Kee 
& ve: 


with your order of BEAVER FAMILY STEEL WOOL. 
This balanced assortment of pound rolls, industrial pads 
and 5¢ and 10¢ rolls provides a complete steel wool de- 
partment at regular jobber prices. BEAVER displays 
put steel wool up on the counter where customers see it 


and buy if. 
. . « YOU MAKE A 


PROFIT OF 50% OR MORE 


AND YOU HAVE REPEAT SALES. 
BEAVER HELPS YOU SELL by giving you 


this large colorful merchandiser, a counter display card 
and window streamers at no extra cost! 


Long SILVERY STRANDS 
EASY ON YOUR HANDS 


Order this LARGE MERCHANDISING DBAL NO. 5660 from 
your hardware wholesaler or fill in the coupon and mail TODAY. 


© 19145 


INFORMATION ABOUT 


WITHOUT OBLIGATION, 
THE BEAVER FAMILY OF STEEL WOOL 
AND THEIR MERCHANDISING AIDS — DEAL NO. 5660 


EEE Nis'4.54 4 cae cckscbaohedaaa’ cieunswconanheirastaaawes 
STREET .. eas 
ES ee eee me ED eperwrrre 
SERENE aes Bie Rg ee RoR iret FRAN R CE EEE 
MY WHOLESALER'S NAME ........................ ba shbnakdsebneutts 
MN. Gekibbedtaadghebcnaiwkddiomiineasat aeteaeel ere 
1 would also like to knew about... . 
+5 RHODES’ CHAMOIS RHODES’ SPONGES (-) 
j RHODES’ WEATHERSTRIP (2 


JAMES H. RHODES & COMPANY 


48-02 TWENTY-NINTH STREET 
LONG ISLAND CITY 1, N.Y. 


157 W. HUBBARD STREET 


CHICAGO 10, ILLINOIS 

















HINDLEY MFG. CO., 





WIRE GOODS 





First » ++ with thosg who |) 
appreciate kept préthises! 
What we say - - we do! 


Try us first for all kinds of Wire Hard- 
ware, Cotter Pins, Plumbers’ Special- 
ties, Flat Spring Keys, Riveted Keys, 
etc. We'll do our usual best. Send for 


our latest catalog. 


60 JOHN ST.,-VALLEY FALLS, R. !. 











BRIGHT 2 BRASS 





Tes have to go back 15 
years to the origin of precisio 
and unmatched quality whic 
has marked every Snell Augd 
Bit. The remarkable workma 
ship of those days has va 
steadily matched by every sud 
ceeding generation of Sne 
craftsmen and by modern im 
proved machinery and equip} 
ment. When Snell Auger Bit 
are once more released to you 
they will meet these same high 
standards. 

As long ago as the War of 
1812, the U. S. Navy had firs 
call on Snell Wood Boring Tools! 
Both the Navy, and the other 
branches of the service continue 
to come first, today. 























“BITS THAT REALLY BIT 


SNELL MANUFACTURING CO., FISKDALE. MASS 


GENERAL SALES AGENTS — JOHN H. GRAHAM & CO., Ini 


105 Duane Street, New York 8, New York 
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Users are 
store as |! 


Kay-Tite 
A 10 Ib. cz 
Write for 


KAY-T 





Type 2 
The ¢ 


result 
sixty ' 
the fi 
Our | 


harms 


hardy 








NOVE) 





| «our Store 
(W .egproofing Headquarters 


You can stand | 
souarly back of 


KAY-TITE | 


It’s guaranteed t« 


do the job. 
Any one can apply 


' it. Goes on like 
on. hike 
For— 


Cellar Wallis and Fieors 
c Ma 


~ 


a 








ho |: 
as! 
o! 











Cement oie Walls 


===~ | MID-STATES 


Shacce, Sm Surfaces 
Pump, Seller and Elevate 
Pits 


Reservoirs 
Silos 
Field and Quarry Stone 


also can be used as a mor 
tar for pointing up brich 
and masonry, also to patch 
concrete. 

Users are alwaye enthusiastic boosters. They will boost you: 
store as the place to get rea] waterproofing satisfaction. 


} Kay-Tite is packed in 10 lb. cans. It comes in Grey and White. 

















A 10 lb. can will waterproof 100 to 150 sq. ft 
Write for complete information. Send your Jobber’s name. 








@ Ask any Mid-States Dealer. He'll tell 
laieecil KAY-TITE COMPANY, West Orange, N. J. you Mid-States has always manufactured 
a uniformly good line of fence, wire and 
# goa other steel products for the farm. 
ality whic He’ll tefl you that Mid-States has always 
Snell Augg maintained a high standard of service— 
> workman 3 me 
: hose even under trying conditions. 
/ every sud He’ll mention the Mid-States policy of 
Bod square shooting . . . for he knows Mid- 
and equid States products are sold only through 
Auger Bit dealers, and each dealer receives his fair 
7 hid share of production at all times. 

In planning a sound, aggressive sales 
he War of program, your first step should be to talk 
Y had firs to any Mid-States dealer. 
pring Tools, 
| the other MID-STATES STEEL AND WIRE COMPANY 
ce continue Crawfordsville, Indiana 

Spring Hinges 





be Type 2001 The "Triplex"’ of Qua / ! ty 


The quality that is built into Chicago Spring Hinges is the | | 
result of experience and knowledge acquired during more than 

sixty years of sincere effort and honest endeavor to produce 
‘] the finest line of Spring Hinges obtainable. 


Our “Triplex” Spring Hinges combine quality and design in 
harmony with the most modern requirements in builders’ 
hardware. 


Chiragos Spring Hinge Co. 


Barbed Wire + Steel Posts * Steel Braced Wood Gates 
C H l C A U.S. A. N E Ww YO R 4 Blue Ribbon Bale Ties aadedine pete uel for the farm. 
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MASS 
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pure OlL couors 
. eG) les triple ground in 


pure linseed oil. 30 
standard colors. In 3 
sizes of lithographed 
tubes, also cans. 


Beautiful Metal Dis- | LEVERMATIC NO. 25-S — DOUBLE ACTION KNIFE 

















$M» play Cabinet FREE. | SHARPENER 7 in. iong No. 19 without 
4 Sheffield Makes Now selling fast (with handle) at 2 5¢ handle—4 Qe 
. 40 | Wanted: Jobbers-Agents U.S. & Export 
Fast Sellers LEVERMATIC CORPORATION 
= ¢ Write for catalog and prices 174-176 FRIEND ST., BOSTON 14, MASS. 
The SHEFFIELD BRONZE PAINT CORPORATION All prices O.P.A. approved 
‘UR CLEVELAND, OHIO 

















The name WRIGHT has for 
three generations meant 
top quality in woven 
wire products. Wright 
hexagonal netting is 
identified by the 
famous, colorful 


Rooster label. 





Qar close supervision 
every detail results 





of 


wality 
gloves are the product of one me anexcelled 4 
{ America’s largest neal _durability—econe™™ 
° ’ 
. Riegel-controlled A | 
mills. They are 
—in one plant—from raw ¢ “The Right Glove 





GE WRIGHT svieeco 


WORCESTER =: MASS. 














This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 


GRASS AND HEDGE SHEARS UNAVAILABLE 


Distributors until the war effort is served. 


JOHN H. GRAHAM & CO., Inc. 
105 Duane St., N. Y. City SEYMOUR SMITH & SON, INC., 900A MAIN ST., OAKVILLE, CONN. 


565 W. Wash. Bivd., Chicago Specialists in Garden Shears tor Three Quarters of a Century 
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ment, gara 
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Handy He 
householder 
hang it afte 











NOVEMBE 





UMI 








~}J a Backero 
te y available in limited quantities ... but be assured that when victory is 
19¢ Be cy ours, we will be better equipped to meet your every need. 


=e Ree: = 88 ' @aae: “. Fer 


The Handy Hose Hanger 
e Lengthens Life of Garden Hose 
e Keeps it in Coiled Position 
The ideal, inexpensive method of 
holding garden hose. Handy Hanger 
can be hung conveniently in base- 
ment, garage, or any other suitable 
place. Hot sun and kinks in hose 

<= 
























BOMMER 
GRAVITY PIVOT-HINGES 
ARE THE BEST 








cause it to wear out quickly— 
Handy Hanger encourages 
householders to coil hose and 











hang it after use. SINGLE DOUBLE 
ACTION ACTION 
vision 
esults 
ea FEATURES 
nomy- Holds 75 ft. of garden hose. TYPE 1331 
Heavy steel construction. 
12" wide by 13" high. FOR LAVATORY DOORS ON MARBLE, SLATE, 
a Faish attractive | GLASS, METAL OR WOOD PARTITIONS 
Comes knocked down with | Bommer Gravity Hinges are simple in con- 
bolts for quick attachment. | struction: the ball-bearing hardened steel 
One dozen per carton. Ship- roller secured to the pintle in operation has 
ping weight 25 Ibs. continuous contact with the broad cam which 
Send for details practically eliminates friction and reduces 
1.01. wear to a minimum. 
Vi The adjustable pintle permits aligning and 


setting the door to close or hold open in any 


THE METALOID CO. desired position after the door is hung. 


Se BOMMER SPRING HINGE CO., INC., BROOKLYN 5, N. Y. 
‘ CHICAGO SALES OFFICE: 180 N. WACKER DRIVE 





























HAND AND POWER VISES 

TOOL GRINDERS SKATE SHARPENERS 
um- SICKLE GRINDERS pieaaicaiecen ob LAWNMOWER SHARPENERS 
¥ GRINDING. WHEELS lit and GARDEN TOOLS 
nly SHARPENING STONES Quality a RAKES 

ond GRASS CUTTERS 

BLE ABRASIVE FILES mnie Hardware — WEED CUTTERS HOSE REELS 
NN. GENERAL HARDWARE COMPANY 
d 3618 W. PIERCE STREET MILWAUKEE, WISCONSIN 
i ES 
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“LOGAN” ELECTRIC ALARM 
by WESTCLOX 





Newest member of the famous Westclox 


family—and first electric off the West- 





clox production line — is this attractive 


self-starting alarm! Beautifully de- 








signed. Moderately priced. Westclox 





built for long dependable service. 





Westclox products are coming off the 
line in ever increasing quantities—how- 


ever, for a considerable period the de- 





mand will exceed the quantity we can 





make, so it will be necessary to allot the 





available supply among our wholesalers. 





They, in turn, will undoubtedly follow a 





similar procedure and will not be in a 





position to fill your full requirements. 








WESTCLOX, LA SALLE-PERU, ILLINOIS 


Pontacis of GENERAL TIME Instrumente Cone 











| 




































The Pace 
Hand [I 
Lawn JN 





SEND FOR 
NEW ILLUSTRATED 


SUPERALEEN PRICE List! 


Yes, pure bristle brushes are back—in limited quantities 
and sizes... 344" clear on Varnish Brushes, 274" clear | 
on Wall Brushes. No priority required. 


yLABle Certain sizes of Pure Bristle Brushes, 
ane ow! also a line of 45/55 Formula, and 


Pure Horsehair line. 





See illustrated price list for details. Send for your free 
copy today. Also, while they last . . . Brush Brevities, 
Devoe’s interesting, informative news bulletin on brushes 
and bristles! 






ANOTHER 


DEVOE 


PRODUCT 


SUPERBLEEN 
BRUSHES 















* We are 
fast as pos 
modern m 
the same 


“Coldwell 


Sample 
dealers an 
effect to s 
the south ; 
be made t 
and summ 


Meanwl 
are lookin 
for the us: 
Coldwell is 

For inf 
and prices 

Division, 





DEVOE & RAYNOLDS CO. Inc. 


Brush Division 
PRINCETON, INDIANA 
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Torchy Turner reminds you... 


WHAT EVERY DEALER 


aimee 


OUGHT TO KNOW 



















re ee Eee | 









The Pacemaker 
Hand Driven 
Lawn Mower 











TORCHES 


All key parts on Turner Torches must 
undergo special tests during production. 
For example: tanks are pressure-tested 
under water to detect the slightest leak; 
pumps are tested for stroke and effici- 






















ency; joints are fire-tested. 

















isT! 


; After final assembly, every Turner Torch 
*% Weare making Coldwell Lawn Mowers just as yee 


. . . . must pass an actual burning test under 
fast as possible, using our new plant equipment and 








aNtities | modern mass production methods, yet maintaining regular operating comma 
3" clear | the same high quality that has always identified 
“Coldwell.” Superior features of Turner Torches in- 
rushes, Sample models have already been shipped to our clude: blow-proof pump’ construction; 
la, and} dealers and regular distribution plans are now in *  double-rolled and soldered ‘safety seam 
effect to service the immediate consumer needs in which locks the bottom to the tank shell; 
the south and the west coast. Further shipments will socket-weench construction of the ogiand 
wd wed be made to all other points well before the spring | gon feed pipe inlet which makes turning 
EVIties, ia aula ania. | impossible and guards against leakage. 
rushes 


Meanwhile . . . Coldwell designers and engineers 
are looking to the future—preparing new designs | 
for the use of the new lightweight, strong metals. | 
Coldwell is the leader today and will still lead tomorrow. 


THE. TURNER BRASS WORKS, SYCAMORE, ILLINOIS 







For information regarding the Coldwell Dealer Franchise 
and prices, write to Coldwell-Philadelphia Lawn Mower 
Division, Dept. 14, Newburgh, New York. 












N M 

aBle proou ; 
302 North Water 5S? 
NEWBUKGH NEW YORK 
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WILL GO “LIKE HOT CAKES” 
FOR YOUR HOLIDAY TRADE f) 
] 


t | 
alae 


DIAL TELEPHONE 
and Money-Bank for Children 


PLASTIC HOUSEHOLD UTILITIES 
FRUIT JUICER BABY TRAINER ' Looks like regular telephone. Has NUMBERED and 


New design. No sharp fertable. Hol 
edges to cut fingers. No- premmnyaeerron pone: LETTERED Spring Dial. Works like the real thing! 


Oetp Lip. Pours freaky. sanitary. Dees not chip. Comes in individual carton attractively decorated 
Keeps out seeds. Light. - : 
Easily cleaned. Colorful $ in colors ... A GIFT TO DELIGHT ANY CHILD 


Easy to clean. Handsome h tte 
individual container. wes. Individual cartons. Areal novelty with educational values. Teaches 





children home telephone numbers. Makes out- 


SINK STRAINER Clothes Hooks oe 
standing window or counter display. Feature ther 
Amerline “ Drain-More” Steel-Reinforced. 2 
“pone 8 ... and see them go! 
300 percent more drain- Ample strength. 
ing area. Does not stain Assorted colors. PHONE, WIRE OR WRITE FOR ILLUSTRATED BULLETINS 
nor mar sink Non rust Mounting screws 3 DETAILS. PRICES FOR PROFITABLE RESALE 


ing. Easy to clean. furnished. 
——————— Ga 
0; 
ELECTRICAL TESTER 
Indicates 90 V. DC, and 60 V. AC to SOOV. AC or DC WAU Ulkczs 


Hos genuine GE ncon glow lamp 1758 N. HONORE STREET, CHICAGO 22, ILL. 
PHONE ARMITAGE 3045 


Plastic and Wetal Specialties 


Acme ws. 





“Armes’”’°—temporarily withdrawn from 
the market when Uncle Sam went to 
war,—are again available. 





These modern, streamlined casters roll 
on balls easily and quietly in any di- 
rection. 


Increase sales and profits with “Arme” 
Ball Bearing Casters. 


THE SCHATZ MANUFACTURING COMPANY 
POUGHKEEPSIE, N. Y. 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower—26 + Cleveland: 492 Swetland Building—15 
Chicago: 902 S. Wabash Ave.—5 + Los Angeles: 5410 Wilshire Blvd.—36 
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| 
A, LE 
= “S: WMV ZZ, 
mower SpA SGM 


ee LT «W's really true! Decoware is coming back—a 
ones Ben. ba) mm:\ 7 inc; fast-selling item backed by Continental Can Com- 
Sa pany, planned in detail to be a record-making 
ie So eee sales-builder! Continental’s resources and facilities 
_ HEADQUARTERS: Chrysler Building and merchandising promotion will make Decoware 
| _ New York 17, N.Y. , a greater favorite with your customers than ever. 
. LCOWARrL..= — mreCtwC~—Cti“‘’SC #SOUWrite for new free booklet, “Date with Decoware”’ 
DIVISION - DECORATED METAL HOUSEWARES + SPECIALTIES —it’ll tell you WHY you can expect larger and 
BOXES + NOVELTIES - PREMIUMS - DISPLAYS faster profits from Decoware than you ever had 

Se oe = 2 * TS maa | from any metal houseware line. 


Er aoe 
Tune in: “Report ro tHE Nation” every week over coast-to-coast CBS Network 
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Distributed by 
Leading Hardware 
Tare! Plumbing Job 
bers Everywhere 


7 
UNITED GiLSONIT¢ 
LABORATORIES 
Scranton, Pa 


DRAIN ACTION! \ 
SALES ACTION! N 








SELECTED FROM THE HAGN MERCHANDISER 
AS A CURRENT VALUE LEADER 
BROWN or BLACK leather, embossed grain. Semi-stitchless 


type construction. (No exposed stitching to deteriorate.) Has 
bill divider, 2 utility pockets, replaceable 8 dow card 


pass 
holder. No. 412L155 new low victory price $7.80 per dozen. 





WHOLESALE DISTRIBUTORS SINCE 1911 
217-225 W. MADISON STREET « CHICAGO 6 








For three generations Brownie Clamps and Turnbuckles 
have proven their high standard of quality ... in types and 
sizes for almost every shop need, for assembling operations 
er tool, die and pattern work. They're designed for maximum 
strength, durably finished and fitted with accurately ma- 
chined screws. Typical Majestic quality] 


Available Now — See Your Distributor 


. Huntington, Ind. 


the Majestic Company, . 





QUICKE the new 


HAND CLEANER 
that removes GREASE, GRIME, PAINT 
without the use of water! 


Gentle. Quick acting. 
Fortified with Lanolin 
and Vegetable Oils. 
Prevents chapping. 


Territories open for 
live-wire representa- 
tives. 


TRY IT YOURSELF! 


Mail this coupon to us for a free sample jar of Quickee. 
TUDOR PRODUCTS, INC. 
305 East 43rd Street. New York City 


Your Name 


Address 





STEEL-FASHIONED 
HOME EQUIPMENT 





The list of stores that stock 
Walters Steel-Fashioned line is 
a blue book of many of the lead- 
ing merchants of the country. 

The home owners who are 
influenced by this deluxe line 
are the high type of trade that 
makes leaders of stores. 


ABH AY 
iii 











For PEACE 





and PROSPERITY 


BUY BONDS 
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You have TWO Kinds of Decorating CUSTOMERS 








SHE LIKES 


a L 


COLORS 


ol 
3 
rg. 





SELL THEM BOTH WITH MARTIN-SENOUR’S 


NEW We MNON AND Loarelated covors: 


Martin-Senour will soon bring you the greatest advance in paint 
merchandising — ‘‘Companion”’ and “Correlated” colors! They 
provide a wide range of smart, popular colors, each available in 
flat, semi-gloss, high-gloss finishes and enamel that match .. . and 
colors so related that they contrast with each other harmoniously! 
Thus they meet the varying needs of exterior surfaces, interior 
walls, floors, woodwork, and furniture for all of your customers 
— those who prefer matching colors and those who prefer con- 
— f trasting colors! Watch for these amazing new colors — your 
Martin-Senour Jobber will have complete details soon. Or write 
The Martin-Senour Co., 2520 Quarry Street, Chicago 8, Illinois. 


TT sear SM enna — wom MARTIN-SENOUR 
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Everything You Should Know About 
BUILDERS HARDWARE 


Easy to read and easy to understand in the only 
up-to-date and complete text book on all phases 
of this important and profitable basic hardware line. 


“TAKING THE MYSTERY OUT OF 


BUILDERS’ HARDWARE” 


WAS $3.—NOW ONLY $1.50. ORDER YOURS TODAY 


The Deluxe Cloth-Bound Edition, Which Originally Sold for 
$3 Per Copy, Has Just Been Reduced in Price to Only $1.50 
—Just One-Half of Its Cost When First Issued. 


Also, A New Paper-Bound Edition Has Been Made Available 
At Only $1 Per Copy. 


USE THE ORDER BLANK BELOW 






owen ta 
Complete 
Sale oun MAROWARE 


| Published by WARDWARE AGE- 








If you are one of the many hardware men who have always 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 


220 pages—page size 8/2 x Il‘ inches— 
sturdily bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you 
how to match different items. 

A working Blue Print, size 25 x 11/2 inches, 
Glossary of more than 300 Technical 
Builders’ Hardware Terms, Cross Refer- 
ence Index, etc. 

Over 600 Illustrations, Charts and Diagrams. 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms. 








wanted to know more about Builders’ Hardware—and how to 
make more profit from its sale—but could not because of the lack 
of information on this subject—"“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE” is the book for you. 


You will get the benefits of the author's, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all 
the needs of your community. 


You'll also be shown how to read blue prints, and to specify 
jobs; how to work with property owners, contractors and archi- 
tects; how to use Builders’ Hardware to increase sales in your 
other departments. 


The experienced architectural hardware consultant will want 
this book for its use as a handy reference work. The beginner will 
want it as a text book to use as the only complete home study 
course in this subject ever published. 


Your clerks, too, should have this new book. They will become 
more valuable to you and more valuable to themselves by read- 
ing and studying it. 


MAIL THIS COUPON TODAY! 
Hardware Age, 100 East 42nd St., New York 17, N. Y. 

Please send me .... copies of the Deluxe Cloth Bound Edition “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell. I will pay the postman $1.50 each, plus a few cents post- 
age. (Canada and Foreign Countries $2.00). If you prefer the paper-bound edition, please check here 

.., its price being $1 per copy, plus a few cents postage in the United States, and $1.50 per copy 
in Canada and Foreign Countries. 


([] Check here if you enclose payment, in which case we pay postage. 
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B a spectacular Toy job, but now with 
ver freed, you naturally are looking for 
rom NOMA... And they're on the way! 


sational toys—direct result of the nationally- 
ised NOMA TOY FUND. 


Snger-Than-Ever Advertising Support in National Magazines, 
eading newspapers, on the air and at point of sale. 


@ Dynamic Merchandising Plans— certain to mean bigger 


profits for toy dealers. 


ELECTRIC CORPORATION 
55 West 13th Street, New York 11, N. Y. 


AKERS OF THE WORLD FAMOUS NOMA LIGHTS 
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Cres-Lite SYNCHROME is a quick-drying, 
PLEDGE 
OURSELVES synthetic resin, oil paint. It contains 
325 mesh pure aluminum pigment. 
to limit the One coat of SYNCHROME completely 
production of covers most surfaces with a chrome-like 
SYNCHEOMS finish unsurpassed for its resistance 
Aluminum Paint, ~ v to heat, moisture, fumes, weather and 
rather than reduce : A D e@ corrosion. 
the quolit . . 
aes of Os, #0 : Its high hiding power and durability 
MENT or SYNTHETIC 2 * make it the best protective coating for 
RESIN used in it. tanks, stacks, roofs, metal, concrete, 
0 


brick and other types of structures 
and equipment. 


CRESCENT BRONZE POWDER CO. 


116 W. ILLINOIS ST., CHICAGO 10, ILL. ° 1841 S. FLOWER ST., LOS ANGELES 15, CALIF. 





“WRITE FOR YOUR FREE COPY OF ‘‘A GUIDE TO USING ALUMINUM PAINT” 
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THERE'S A NAME THAT PEOPLE 
ARE LEARNING TO 2eZeud Ou/ 


Consistent Advertising Is 
Building Consumer Goodwill! 





: Stove Pipe is advertised in Stove Pipe prominently. Its attractive 
leading Farm Magazines reaching St. Louis Blue Tempered Steel gives it 


millions of readers. Many of these added sales appeal. 





readers are potential customers of 


yours. The goodwill we’re building for = nile AMR Tie GLE — 
GAS HEATERS 


Due for Brisk Promotion 





JEMCO becomes goodwill for your 


store, when customers find you featur- 





ing this widely advertised, well known 


quality product. 


So be sure to display your JEMCO 





As soon as we are able to make ied | 
HEARTH GLO Gas Heaters in suf- 
J A C * F S ay N S M ab C 0 ficient quantities, we are going to 
i ‘ ‘ Promote them in every major area 
“au in the country where they are used. 
SGtmr £Onrs 15, MISSOURI f Ask your Jobber about HEARTH GLO Gas 
Heaters. He'll tell you when they’re ready. 
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MONKEY 


CLARKE RENTAL SANDERS ARE 
RUGGED, EASY TO HANDLE AND | 
FOOL PROOF 


& CLARKE POLISHER, 
: SCRUBBER, 
STEEL WOOLER # 









CLARKE 
“V-5" EDGER @ 


IGET WEIGHT 
SANDER 


NEW RENTAL PROFITS WITH 
THE INEW CLARKE EQUIPMENT 


Rental profits depend on the Production and Trouble Free 
Service of your machines — the NEW Clarke equipment has 
both, plus smart, eye-catching appearance and handling ease. 
Designed for Rental by 
leaders in Rental field. 


SEND FOR FREE BOOKLET 


THE CLARKE RENTAL PLAN — let us help 
you set up a real merchandising plan 
proven by thousands of successful dealers. 


Cheefe SANDING MACHINE ee 
Pioneers in the Rental Gield 


30 CLAY AVENUE © MUSKEGON, MICHIGAN 
232 


MO HEAVY DUTY SANDER 
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MORE and MORE! 


Shipments are improving daily on 
the new post-war Sanettes. Soon we 
hope to be able to supply all your kit- 


chen can requirements. 


Your patience will 
be well rewarded because 
this is the finest Sanette 
ever made. It's improved, 
brilliantly white enamel finish and its 
leakproof, rust-and-acid resisting, gal- 
vanized pail are just two reasons for 
Sanette’s greater-than-ever leadership. 


MASTER METAL PRODUCTS, INC. 


Buffalo 4, N. Y. 


321-L Chicago St. 
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JOHN H. GRAHAM & CO. INC. 


MANUFACTURERS’ 


1870—a year of significant beginnings . . . the first railway car to 
travel all the way by rail from the Pacific Coast reached New York... 


the first storm warning, telegraphed to more than a score of cities, 


inaugurated the U. S. Weather Bureau . . . a year of promise for the 


prosperous eras that followed. 


That was the year the business of John H. Graham & Co. Inc. was 


founded. Founded on the principle of Service . . . devoted to exclu- 
sive sales representation of manufacturers in the fields of general 


hardware, mechanics’ tools, farm and garden tools, sporting goods 
and cordage. 


The Graham organization gives complete sales coverage in the 


U. S. A. and the principal markets of the world. 


DIRECT REPRESENTATIVES 


Established 1870 


105 DUANE STREET, NEW YORK 8, N. Y. 


DOMESTIC IMPORT 


NC. 
a 
a EXPORT 
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N its colorful, sales-producing carton 
Weldwood Glue actually sells itself to | 
your customers . . . customers who, otherwise, might leave 





your store without buying all they need. 

Weldwood is a modern plastics glue . . 
tremendously strong . . . and permanent. 

It’s a popular, fast- oclling glue that’s making new friends | 
every day. ;Many dealers report that Weldwood outsells other | 
glues as much as five to one. 

Available in 10¢, 25¢ and 50¢ cans in the counter display | 
cartons. Also packaged in 1 Ib. (85¢) and 5, 10 and | 
25 Ib. cans. 

Ask your jobber about Weldwood Glue, or send the | 
coupon below. And when you get it... put it to work. | 
Put it on the counter. | 


+ Casy to use. 





7500, “Best in the Joint—“ 


WELDWOOD 


PLASTIC RESIN 


WATERPROOF GLUE 





eS Ee SY cS ee ee Celli | 


I UNITED STATES PLYWOOD CORPORATION, Weldwood Glue Dept. 163 | | 

















55 West 44th Street . I 
i New York 18, N.Y. Name 1 
| Please send literature, prices, | 
discounts, samples and informa- 444ress 
I tion on WELDWOOD GLUE " 
j Dealer Plan. My jobber is l 
Ls 2 eS SEN Ye Yee ce " 
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WATERBURY HANDY PLUGS 


are available again! 





TO ASSEMBLE SIMPLY INSERT WIRES AND SCREW ON CAP 
. © No Bare Wire—No Short Circuits 


@ Easy to Attach 
@ Uninterrupted Service 


® Safer for Public Use 
Write for complete Information 


WATERBURY COMPANIES, INC. 


FORMERLY WATERBURY BUTTON CO., EST. 1812 
SUPERIOR AVE., WATERBURY, CONN, 








Millions Will Be Reminded to 


| “STOP Under-Door DRAFTS’ 
“SAVE FUEL’ 
by Vhermal-Guard 


NATIONAL MAGAZINE AND LOCAL 
NEWSPAPER ADVERTISING. 


See your THERMAL-GUARD jobber 
now to share in this profitable 
and desirable business. 


*139 1 *469 


To fit ALL inside 
and outside doors. 












> R A REFUND 

= ae LP 
tl by 

Sas 

Rint coca 
i a. 








PMUb dels lohaiam Okeke) mm -Tohadedas 
““AUTOMATIC WEATHER-STRIPPING FOR DRAFTY DOORS’ 


HARDWARE AGE 














GARDEN 


Ogden BI 














NOVEM 





...Now Again—Enjoy the PROTECTION 


“Double Locking” 


Sales Advantages Only 


CHICAGO LOCKS 


assure you 


In the meanwhile, please re- 
member — ALL CHICAGO 
Lockse—lock BOTH SIDES of 
Shackle ... . This ‘Double- 
Locking — Double Security” 
Promotes quicker, easier sales 
—with every sale winning ex- 
ore Good Will—for 
0! 


LUGS 


in! 








There's a "CHICAGO" 
Lock for Many Needs 
Padlocks, *‘Ace’’ Locks, Cyl- 
inder Locks, Single, Double 
Bitted Locks for Burglar 
Alarms and Airplanes. 


; 











Drawer Lock No. 1970 
Shown Half Size 
Zone 14 


CHICAGO LOCK CO. ?72.i2205"60"" 





Out Open View, Actual Size 








3 MILLION FURNACE REPLACEMENTS will be made 
—now, and during the first five years following the 
war. Your community will share in this highly re- 


INC 








: ONN munerative business, and you can profit directly—both 

: from installing new furnaces and from the sale and 

enna - - - e 

mA installation of “A-P” 3-Piece Automatic Regulator Sets. 
a ERE Sao EVERYONE wants automatic heat control for hand- 

to fired furnaces—and you're the one to supply your 


trade with this modern efficient ‘“‘A-P” Automatic 
3-Piece Regulator Set: 


1 ADJUSTABLE Shelving 


costs no more than page? 
fixed shelves when made wit 


CARCY 


PILASTER STANDARDS and BRACKETS 


rs’ 


“A-P" WALL THERMOMETER 


Controls room temperature to a de- 
gree above or below setting. Easy to 
install. Attractive cover contains ac- 
curate ther + ient 
manual setting controls steady heat. 








CAL 


“A-P" LIMIT CONTROL 


|69 


ide 
rs. 





AGE 


* Shelves adjustable 
every ‘2 inch... 
raised or lowered 
instantly. 

¢Brackets snap in 
or out at a touch, 
yet will not budge 
under the heavi- 
est load. 

*Slots numbered— 
easy to line up 
shelves. 

*Saving on car- 
pentry pays for 
hardware. 




















GARDEN CITY PLATING 


NOVEMBER 22, 1945 





eEqually at home 
with fine cabinet 
work or heavy- 
duty stock shelves. 


Write for Bulletin 40-50 


& MEG. CO., INC. 


Ogden Bivd. & S. Talman Ave., Chicago 8, Ill. 








CGE: a Pest fe 


—prevents built-up furnace heat from 
making room temperature greatly ex- 
thermostat setting. 
~ Set dial according to sea- 

son and outside tempera- 
ture—stopping overheating and waste 
of fuel. 







ceed 





AUTOMATIC PRODUAS 
COMPANY 


2442 -C N. THIRTY-SECOND STREET 
MILWAUKEE 10, WISCONSIN 


“A-P" DAMPER REGULATOR 


with unusual lifting power. A 
sturdy unit—corrosion resistant 






for basement installation — 
needs only once-a-year oiling. 
Automatically relatches at next 





10 Cov 
ated Bulletin 
Write for Muster d Installation 


jfications 
ering Specifi 


Instructions. 


DEPENDABLE (oxizols 


FOR HEATING ¢ AIR CONDITIONING e REFRIGERATION 


+ 





operation after stoking fire. 





eer 
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Simplify Your Stock Taking with the 


HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 9¥ by 12 inches over all; writing area 
B'/ by I1'/ inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $1 
for 200 sheets (400 pages) plus 25¢ mailing charge. 

















You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 


us design. 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 


for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 


and handy to use. The WHITE INVENTORY SHEETS are 








the best ever—-they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thow 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


enecsensessensasescesssesssacessUSL THIS COUPON nccccccccnsescsccccnnssccescessd 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
Gentlemen: 

Here is my $............. Please send me 


charge). Also send me..... 


11-22-45 


hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 


....Binders (50¢ each). Send these to me by return mail. 


PRE ee eC TE OCT Ee OS FIRM NAME 


ADDRESS 
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@ Jobbers who have not already placed their quantity commit- 
ments for SPRAYIT Paint Spraying Equipment are urged to 
do so immediately. Orders will be filled just as fast as pro- 
duction conditions permit and in the order in which they are 


received. DEALERS are asked to keep in touch with their 


Jobbers regarding expected initial delivery dates. If you do not 


know the name and address of your nearest SPRAYIT Jobber, 


write and we'll gladly send this information to you at once. 


NOVEMBER 22, 1945 


PAINT SPRAYING EQUIPMENT, 
AIR COMPRESSORS, SPRAY GUNS, 
PUMPS, AIR TOOLS, INSECTICIDE 
SPRAYERS, SANDERS AND AL- 
LIED FINISHING EQUIPMENT. 


cas 


ELECTRIC MOTORS, GENERATORS, 
VALVES, PUMPS, HYDRAULIC 
CYLINDERS AND CONTROLS FOR 
AIRCRAFT, AUTOMOTIVE AND 
OTHER INDUSTRIAL APPLICATIONS 























Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $5.00 
All capitals, maximum 50 words..... 6.00 
Each additional word......... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
TD GOED cnccdccccccccesscescees $2.00 
Each additional word......... .05 


Allow Seven Words for Keyed Address 
or Your Addres# 








BOXED DISPLAY RATES 
$8.00 Per Column Inch 








DISCOUNTS FOR CONSECUTIVE INSERTIONS 
5% discount for 4 or more insertions 


Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Cata- 
logs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


HARDWARE AGE is published every 
other Thursday. Classified forms close 15 
days previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 








| 
HARDWARE MAN WITH 15 YEARS’ EX- 


PERIENCE Seeks Position with Reliable Con- 
cern. Thoroughly experienced in hardware, 
paints, plumbing and electrical supplies. Thor- 
oughly experienced in both table and floor ap- 
pliances, such as washing machines, refrigerators, 
gas ranges, etc. Address Box K-341, care of 
Harpware Ace, 100 East 42nd St., New York 
7, B. ¥ 


TWO ‘RETURNING VETERANS | ‘WHO 
CLOSED THEIR HARDWARE STORE to 
enter Service wish to purchase a hardware store 
in a good, thriving community. Have sufficient 
capital to make any reasonable purchase. Write 
the Chicago Retai] Hardware Association, 1416 
Merchandise Mart, Chicago 54, Illinois. 


MAN WITH TWENTY-TWO YEARS’ EX- 
PERIENCE in hardware, plumbing supplies, 
tools and mill supplies. Six years rgad experi- 
ence previous to war period, would like connec- 
tion with reliable jobber representing any of 
above lines in Mid-Atlantic or New England 
territory. Address Box K-347, care of Harp- 
7 Ace, 100 East 42nd St., New York 17, 








POSITION WANTED WITH RELIABLE 
MANUFACTURER as Production Supervisor 
or Sales Representative. Foreman and general 
shift foreman in war plant three years. Experi- 
enced in plumbing and heating. College graduate, 
technical background. Married, age 39. Refer- 
ences furnished. W. L. Stone, 2005 N. Nye 
Ave., Fremont, Nebraska. 





BUYER — HARDWARE 
HARDWARE, twenty years’ 
been with Largest Jobbers in 


AND MARINE 
experience. Have 
New York City. 





Willing to move out of town if necessary. Ex- 
perience covers all branches of above lines. Co- 
operative, energetic, very willing and have best 
of references. Address Box K-352, care of 
Harpware Ace, 100 East 42nd St., New York 
17, N. Y. 

BUYER, 4 YEARS GENERAL BUYING 
EXPERIENCE in hardware, tools, plumbing 
material and equipment, lumber, paints, electri- 


cal lighting supplies and equipment, related con- 
struction items. Knowledge of cost accounting 
and office management. Desire permanent con- 
nection with wholesale or retail firm. Write 
Box K-353, care of Haxpware AGE, East 
42nd St., New York 17, N. Y. 


SALESMAN, CURRENTLY SELLING 
LEADING JOBBERS and Dealers Texas, Louisi- 
ana Headquartering Houston, desires change con- 
nections. Average earning on commission $16,- 
000.00 yearly past 7 years. Wants saleable prod- 
uct preferably one needing developing with ad- 
vancement possibilities and earnings commen- 
surate with ability. Excellent references. Ad- 
dress Box K-311, care of Harpware Aez, 100 
East 42nd St.. New York 17. N. Y. 


EXPERIENCED SALESMAN with Proven 
Successful Sales and Business Record is inter- 
ested in Representing Reputable Manufacturer in 
Southern Territory cn commission basis. Have 
478 active hardware accounts. References. For 
details kindly write Box K-329, care of Harp- 
—s Ace, 100 East 42nd St., New York 17, 

SALES REPRESENTATIVE WISHES TO 
REPRESENT MANUFACTURER of Quality 
Line to be sold to Wholesale Hardware, House 
furnishing and Department Stores in the Metro- 
politan New York and New Jersey Area on 
commission basis, having had 15 years’ experi- 
ence selling this class of trade. Address Box 
K-349, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 


100 
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A DETROIT JOBBER HAS EXCELLENT 
| WITH A WELL-EQUIPPED, MODERN FAC. 


OPPORTUNITY FOR SALESMAN _ BE- 
TWEEN 35 AND 45 YEARS OLD. MAN TO 
CALL ON HARDWARE, VARIETY, AND 
DEPARTMENT STORES. MUST BE EX- 
PERIENCED IN ORGANIZING A_ SALES 
FORCE. GIVE FULL INFORMATION IN 
FIRST LETTER. WRITE BOX K-348, CARE 
OF HARDWARE AGE, 100 EAST 42ND ST., 
NEW YORK 17, N. Y. 





A HIGH GRADE SALESMAN WANTS to | 


Represent Well Rated Manufacturers in Chicago 
and Middle West on Commission Basis. Prefer 
tested repeat products that can be sold to hard- 
ware jobbers, catalog houses, electrical supply 
jobbers, houseware jobbers and auto accessories 
jobbers. Twenty years’ experience with excellent 
following. Address John C. McCarthy, 6627 Glen- 
wood Avenue, Chicago 26, Iinois. 


WANTED—ARE YOU STYMIED ON YOUR 
JOB? If so, check with me. I want an Assistant 
Manager .. . a man 42 years old or younger 
who has had experience in the retail hardware 
field. This man could easily be located now in 
a rural community. If you are on the “look-out” 
for an opportunity to advance, write 
Tensen Hardware. Niles, Ohio. 


MIDWESTERN WHOLESALE JOBBER 
HAS POSITION For Young Man with experi- 
ence to manage catalog dep’t, sales promotions, 
and advertising. Write Box K-346, care of 
Harpware AGE, 100 East 42nd St., New York 
17, N. Y., giving work experience and qualifica- 
tions. 
WANTED DESK MAN IN MILL SUPPLIES 
—(not a retail store), capable of taking charge 
without supervision. Write your qualifications in 
confidence or phone for an interview. Lancaster 
Hardware Co., 22-24 Cook St., Jersey City, N. J. 

WANTED WHOLESALE GENERAL HARD- 
WARE SALESMAN. Also Electric Supply 
Salesman for Arizona Territory. Address Box 
K-300, care of Hanpware Acs, 100 East 42nd 
St.. New York 17, N. Y. 

RESIDENT EXPERIENCED REPRESEN- 
TATIVES WANTED NATION WIDE by Old 
Well Established Wholesale Hardware House to 
Call on Retail Trade Handling Hardware. Five 
per cent commission on original orders and di- 
rect repeat orders. No objection to you carry- 
ing non-conflicting side lines. Write Chas. Wei- 
land, Inc., 149 Chambers St., New York, N. Y. 

WANTED SALESMEN CALLING ON 
Hardware Dealers and Lumber Yards to Sell 
Medicine Cabinets as a side line. The following 
territories are open: New England, North and 
South Carolina, Florida, Georgia, Alabama, Mis- 
sissippi, Louisiana, Arkansas, Oklahoma, Texas, 
North and South Dakota. Address Box K-356, 
care of Harpware Ace, 100 East 42nd St., 
New York 17, N. Y 

MANUFACTURER! WE ARE THE REP.- 
RESENTATIVES YOU WANT in Illinois, In- 
diana, Iowa, Minnesota and Wisconsin. Capi- 
talize on the combination of youth and experience 
we 3 men have to offer. Be assured of aggres- 
sive competent representation. Your line will 
not be a sideline to us. Address Box K-313, care 
of Harpware Acg, 100 East 42nd St., New York 
ff F 


MANUFACTURERS’ REPRESENTATIVE 
—YOUNG, AGGRESSIVE VETERAN 10 years’ 
experience in builders’ hardware and allied lines, 
having wide acquaintance with hardware whole- 
salers and other building supply distributors will 
efficiently represent one or two good lines on 
commission basis for State of California. Excel- 
lent references. Address Box K-351, care of 
7 Aczr, 100 East 42nd St., New York 
17, N. ¥ 



































today to. 





SMALL PROGRESSIVE MANUFACTURER 


TORY FOR THE MANUFACTURE OF 
HARDWARE, ELECTRICAL, AND OTHER 
METAL SPECIALTIES, WISHES TO CON. 
TACT COMMISSION SALESMEN WHO 
MAY SECURE AND SELL SUCH ARTICLES 
FOR US. ADDRESS BOX K-344, CARE OF 
HARDWARE AGE, 100 EAST 42ND ST., 
NEW YORK 17, N. Y. 





FOR SALE—NEW STILLSON WRENCH 
PARTS. We offer large quantities New JAWS 
and HANDLES wrench sizes six to eighteen 
inches. Also three hundred sets Beaver No. 41 


Adjustable Pipe Dies threading 2%" to 4” pipe. 
Prices under present ceiling prices. Immediate 
shipment. Marine Metal Supply Co., 167 
South Street, New York 7, N. Y. 





WANTED STAPLE LINES FOR DISTRI- 
BUTION in Baltimore and Washington Terri- 
tory. Our Organization is equipped to actively 
handle retail stores, chain stores, department 
stores and jobbers on a Sales Agency Basis or 


Will Carry Stock. Best references. Address 
Box K-343, care of Harpware AGg, 100 East 
42nd St., New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experience: 
Sales Organization. Well Acqyainted with 
Hardware Automotive, Electric Supply Jobbers 
and Chains. Boston Showroom and Warehousg 
Dun and Bradstreet rated. Address Perkins 
SH#es Co., 610 Newbury St., Boston 15, Mass. 





MANUFACTURERS LINES WANTED. Sell- 
ing Direct to Dealers and Mill Suppliers for past 
23 years, Hardware, Electrical and Cutlery Lines. 
Have a large following in New Jersey and New 
York. Carry some stock. Address Box K-219, 
care of Harpware Acer, 100 East 42nd St. 
New York 17, N. Y 





MANUFACTURERS’ REPRESENTATIVE 
WITH »16 YEARS’ EXPERIENCE Centered 
Upon Hardware Jobbers & Chain Stores in the 


—_—- --- 
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following States:—Missouri, Kansas, Oklah 

Texas and Arkansas seeks Additional Major Line 
or Lines of Staple Hardware on commission basis. 
Also established with Department Store Trade. 
Excellent References. Address Box K-315, care 





of Harpware Acz, 100 East 42nd St., New York 
BV. 
DISTRIBUTOR WANTS LINES for New 


Mexico, Arizona and Imperial Valley of Cali- 
fornia. We sell hardware, furniture, feed and 
variety stores. We will purchase major and small 
appliances, gas and oil heaters and stoves; metal- 
ware; specialties; lawn-mowers, etc. Address Box 
K-357, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y 





MANUFACTURERS AGENT. COVERING 
OHIO, WEST VIRGINIA AND KENTUCKY, 
Desires One Good Line for the Hardware, Lum- 
ber and Builders’ Supply trade. Twenty years’ 
experience. Choice clientele. Commission only. 
Address Box K-355, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 


ATTENTION MANUFACTURERS—EXEC- 
UTIVE BEING RELEASED War Industry. 
Opening Aggressive Sales Office Contacting Out- 
lets in Tennessee. Have valuable connections in 
this fast growing territory. Commission basis. 








References. Write Box K-330, care of Hans 
ware AcE, 100 East 42nd St., New York 17, 
nm. ¥. 
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DISTRIBUTORSHIP WANTED 
RESPONSIBLE DETROIT JOBBER 
Adequate Capital Seeking Distributorship of 
Commodities. 
Will Provide Sales Warehouse and Distribu- 
tion. Facilities necessary. 


KINDRA AND SON 
355 E. Woodbridge Detroit, Mich. 


MANUFACTURERS’ REPRESENTATIVE | 
COVERING MISSOURI, KANSAS, IOWA, 
NEBRASKA AND OKLAHOMA CALLING 
ON MILL SUPPLY DEALERS, WHOLE- 
SALE HARDWARE  JOBBERS, ° CHAIN 
STORES WITH EXCELLENT ‘CONNEC- 
TIONS WANTS ADDITIONAL LINES. AD- 
DRESS BOX K-340, CARE OF HARDWARE 
—_ - EAST 42ND ST., NEW YORK 





DISTRIBUTORS WANTED 
if You Want An Exclusive State or County 
Sales Franchise for Popular $3.00 Fire Ex- 
tinguisher and Can Purchase Moderate Supply 
of Very Profitable Merchandise; and If You 
Have The Ability to Organize a Sales Force 
or Else Sell Many Kinds of Dealers Yourself, 
Write or Wire 

FIRE-KILLER MANUFACTURING CO. 

106 North Franklin St., Syracuse 4, N. Y. 








REPRESENTATIVES WANTED BY 


LEADING PLASTIC MANUFACTURER 
Of Injection Molded Hoysehold Articles and 
Novelties. ° All Territories—Straight Commis- 
sion. Write full details, stating age, territory 
covered and other lines carried. 
Strict confidence assured. 
Box K-354, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y 











SALESMAN WANTED 


Calling on Hardware Stores and Lumber Yards te 
Handle as a Side Line, Paint Brushes, Builders’ 
Hardware, Ladders, Ladder Accessories and Special- 
ties. We handle our own billing. Territory Open: 
South Eastern States, Pennsylvania and Ohio on Com- 
mission Basis. When Replying Specify Lines Now 
Handled. This is a Good Opportunity for Workers. 
Address Box K-318, care of hn ae AGE 
100 East 42nd St., New York 17, N. 








SALESMEN-REPRESENTATIVES 


We Require Representation In All Territories. Sales- 
men Calling On Wholesale Hardware Trade, Fer a 
Line of Men’s and Ladies’ Soles, and Leather Strips. 
Liberal Commission and Protected Territories. Only 
Those With a Good Following Need Apply. 


OSTER LEATHER COMPANY 
87 Frankfort Street New York, N. Y. 





ESTABLISHED EXPORT HOUSE WITH WORLD- 
WIDE DISTRIBUTIONAL FACILITIES IS WILL- 
ING TO REPRESENT MANUFACTURERS OF 
HARDWARE ITEMS. ALL MERCHANDISE 
PAID FOR IN NEW YORK. VOLUME BUSI- 
NESS ASSURED. IF INTERESTED REPLY TO 
BOX K-345, CARE OF HARDWARE AGE, 100 
EAST 42ND STREET, NEW YORK 17, N. Y. 








‘DIRECT FACTORY REPRESENTATIONS 
FOR CHILE ND BRAZIL 
Manufacturers S hd ct a enamine estab- 
lished 1917, highly introduced A-1 clientele, desires 
exclusive representations all lines of HARDWARE 
and kindred trades including Builders, Cabinet, Trunk 
& Suit Case, and Marine Hardware, Cutlery, Wire & 
wire products, electrical appliances, lamp ures, 
fluorescent lighting d d electric 
bulbs, radio tubes. Hand boy etc. Chief Executive 
now in New York. Write te Box K 299, c/o HARD- 
WARE AGE, 100 E. 42nd St., New York {7, N. Y. 











25 YEARS 
PERSONAL CONTACT 


Selling to Leading Jobbers Met. New York. Strong 

Following. Keen Merchandiser. Desires Sales Repre- 

sentation Additional Advertised Lines of Hardware— 

Housefurnishings. Served. Throughout War as Chief 

Pur. Agent tmportant Government Agency. 
EDWARD WEINGARTEN 

36-40 Bowne Street Flushing, N. Y. 





FRENCHMAN, EXPERIENCED IN STEEL AND 
HARDWARE SALES in France and Other European 
Countries, Wants to Represent American Lines of Steel 
Products, Especially Light Metals, Containers and 
Kitchen Equipment. Well acquainted with American 
Business Methods. Very Live, Smart, Stand-Up Free 
Frenchman Whom | Met When | Was Newspaper War 
Correspondent. For details, write me, Herb Graffis, 
Daily Times, Chicago, or direct to Roger Lavarde, 8, 
Rue de Belloy (XVle), Paris, France. 








TO MANUFACTURERS 
OF HIGH STANDING 


A Ready Made Efficient High Speed Sales Organ- 
ization Covering All Or Any Part of The Pacific Coast 
Is At Your Service. For Action, Address ALAN P. 
CLINE AND ASSOCIATES, 116 New Montgomery 
* Francisco 5, Calif. Manufacturers’ Repre- 
sentatives Covering the Wholesale Automotive, Hard- 
ware and Chain Store Trade. 








WILL PURCHASE FOR CASH 


Highly Rated, Going, Hardware Company, is Ex- 
panding. Will Purchase for cash Several Retail 
Stores or a Wholesale House, New York City Area 
or New Jersey Preferred. Stores must have $100,000 
minimum volume. What have you to offer? Replies 
treated strictly confidential. Write fully. 
Address Box K-358, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Distribution—Present and Postwar 
Established—Reliable—Aggressive 
Selling Agents 
ANCO CORPORATION, Pittsburgh, Pa. 
Branch Offices 
New York - Phitadelphia - Detroit - Chicago - Cleveland - Louisville 
Covering all classes of jobbers. We will carry the 

accounts or you can bill direct. 
Write for further information and references 








EXPERIENCED HARDWARE BUYER 


and Merchandise Manager seeks Position with re- 
sponsible jobbing house, in the Middle States, West 
or South. Has had long, successful e: perience selling 
and buying heavy, general agricultural hardware and 
plumbing goods. Age 45, married, good health. Ex- 
cellent references. 
Address Box K-350, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SIDELINE SALESMEN WANTED! 


We offer prompt shipments on 
METAL MEDICINE CABINETS 
WASTE BASKETS—PINUP LAMPS 
SHOVELS—DUSTPANS, ETC., ETC. 


The Walter S. Kraus Co. 


Woodside New York 








AGGRESSIVE SALES ORGANIZATION 
Capable Producing Volume Business from RETAIL 
LUMBER YARDS, LINE YARDS, RETAIL HARD- 
WARE trade In | 

MISSOURI (Rural) 
KANSAS (Rural) 
OKLAHOMA (All) 
ARKANSAS (Alli) 
We Need One or Two Good Lines. Will Finanee er 


Sell on commission. 
Address Box K-316, eare of HARDWARE AGE 


100 East 42nd St., New York 17. N. Y. 








ESTABLISHED PACIFIC COAST 
EXPORT HOUSE 


Sending Experienced Field Representatives 
January Ist to Philippines, China, also Mexico, 
Central America, West Indies, North Coast of 
South America and Brazil, desires contact 
manufacturers quality lines; radios, furniture, 
electric appliances, hand tools, canned foods, 
cosmetics, builders hardware, plumbing sup- 
plies, electric water coolers, C.|. soil pipe, 
who are interested in establishing sound ex- 
port trade. 


ASSOCIATED DISTRIBUTORS, Inc. 


EXPORT DIVISION 
458 South Spring St. 
Los Angeles 13, California 











TWO GOOD HARDWARE 
SALESMEN WANTED 


Here’s opportunity for two experienced sales- 
men who can build business for an established 
line of home and farm kitchen items sold 
through housewares depgrtme nts of hardware 
jobbers and department ‘stores. 


One territory is in New England and the East, 
the other is in the Southeast. The men should 
be between 30 and 45 and must measure up 


to the very strict requirements as to character 
and dependability. 

We do not want men who have 
Want men on the way up. 
Chance for advancement is good for both men. 
One of the men will get a divisional sales 
Manager job as soon as he proves he can 
handle it. 

This advertisement is by an old established 
company well known in the hardware field for 
eighty years, located in eastern Pennsylvania. 
Replies will be handled personally and con- 
eae by the Vice President in charge of 
sales. 


‘“‘arrived’’—we 


Interviews will be arranged with those men 
whose reply indicate that they have the quali- 
fications required and have reasons for being 
interested in these particular jobs. 
Write Box K-342, eare of HARDWARE AGE 
100 East 42nd St, New York 17, N. Y. 














WANTED—REPRESENTATIVE 
To Sell Jobbers, Chains and Department 
Stores on Fast Selling Toys and House- 
ware Items, and Liquid Soap. Advise Ter- 
ritory you cover. 


Address Sales Manager 
301 Forest Avenue, St. Louis 19, Missouri 








WILL PURCHASE FOR CASH 
ENTIRE STOCKS 
HARDWARE — PAINT — TOOLS 
We also buy and sell Hardware Fixtures. 


WILLIAM BROUDY 
72 Sumner Ave., Brooklyn, N. Y. 
Tel. Evergreen 8-2547, &-1729 








Here's a HOT item! 


DeLuxe Stand especially designed for Xmas trees 
but has many other household uses. Holds any tree 


to 3 in. diam. Hardwood and metal, 2 piece, easy 
set-up, small storage. Painted silver. Fast seller, 
good profit. Dollar bill for sample, folder and prices. 


C & J NOVELTY CO. 


917 S. Eighth St., Alhambra, California 





MICHIGAN 


Our business is selling — not just order 
taking. 

One salesman had 3 years of general 
Hardware and 4 of mill supplies, the bal- 
ance have had shop experience. All have 
been selling for years. 

No salesman handles more than three 
lines and then not always to the same in- 
dustry. 

Have acted as manufacturers’ representa- 
tives but will now consider consigned stock 
or will be a wholesaler if we have the line 
exclusive in our territory. 

We contact Architects, Heating and 
Plumbing Engineers and sell production 
items to manufacturers, specialities to job- 
bers of plumbing materials, HARDWARE 
MERCHANTS and others. 

Do not handle competing lines nor de we 
act as brokers. 

Prefer quality items in tools, cutlery, etc., 
but will consider anything of merit espe- 
cially if sold to the independent Hardware 
merchant. 

What do you want sold and how do you 
prefer the accounts handled? 

Address Box K-291, eare of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 

















We Have Aggressive Agents 
in all the South American 
countries, also Africa, the 
Middle East, India, Europe, 
the Philippines, and we expect 
shortly in China. Conse- 
quently we are equipped 
to provide broad distribution 
of American manufactured 
products, particularly hard: 
ware, tools, etc. Accordingly, 
we would like to hear from 
manufacturers who are pre- 
pared to grant us exclusive 
foreign representation. 


VERMILYE COMPANY 


155 East 44th St. 
New York 17, N. Y. 
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BY-CHEMICAL PRODUCTS COMPANY 
750 Natoma Street, San Francisco 3 
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) - Oeecars 
eReaw.| SIGNS 
Foe LAROER SITES FOR 90% LESS 
4 with 
ATTRACTIVE 
WEATHERPRUF 


EASILY APPLIED 
D-O Decal Letters & Numbers 
LUSTROUS BLACK BORDERS AROUND GOLD 
DISPLAY CARDS & DISPLAY LOOSE LEAF 
STOCK BINDER FREE WITH 1376 FIGURES 


Six Sizes for $20.22 — Sells for $33.70 


SOLD DIRECT OR THRU JOBBERS 


D-0 DECAL CO., 462 E. Fordham Rd., N. Y. 58, N. Y. 


DEPENDABLE SALES AGENTS WANTED 














SLAYMAKER LOCK COMPANY 


SINCE 1888 e LANCASTER, PENNA. 








Genuin’ DOMES o SILENCE 







- SOFTLY - SMOOTHLY 
~ SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
**Domes of Silence" 


SILENTLY - 








For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and all furniture. 
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BACK IN PRODUCTION! 


NEW PLASTIC MAIL BOX 


New Beauty 
New Convenience 
Wanted by Millions 
Available in Colors— 
Black, Brown, Green, Blue 


* 
WRITE FOR FULL INFORMATION 
* 


ACME PRODUCTS CO. 


406 N. Van Buren St. Green Bay, Wis. 
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IT’S TIME FOR STORM WINDOWS AND... 

















HANGERS 


Special guide flange and large “eyes” make 

them handiest of all hangers. One set of 

hooks serves for both storm sash and 

screens. You can get extra eyes or lower 

halves packed separately. Cash in on the 

growing popularity of storm windows. They 
save fuel. 


F. D. KEES MFG. CO. 


(Established 1874) 


BOX K-8 _ BEATRICE, NEBRASKA 
DISTRIBUTED THRU WHOLESALE HARDWARE TRADE 


KEE GOSSETTg 





KEES 
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A Hole 


that has saved | Busands of dollars 


It's hard to picture a hole. But, nevertheless, the two holes that the carpenter drills in a 


door to install a DEXTER-TUBULAR have saved thousands of dollars. 


Yes, just two holes, quickly drilled with the aid of the Dexter Bit Guide, saves over half 
the installation time. This speaks a language that contractors understand; that sells for you. 


Dexter-Tubulars are the original tubulars. Behind them is the specialized experience of 
over 20 years—their quality and performance are backed with a written Lifetime guarantee. 


With building on the threshold of the big post-war boom, now is the time to get set with 
the complete DEXTER line. Write today to the factory in Grand Rapids to have our factory 
representative who covers your territory call on you. No obligation. 





ayant 


A 


\ if iti 


Yj 
My 


Illustrated: TYPE "E"' Five-Pin Tumbler 
Cylinder Night Latch for grade and 
rear doors (better appearance than 
rim lock, installs into—not onto—the j 4 
door). May be Master Keyed or Keyed 
Alike with Dexter front door sets. | 


a 

CY 
G 
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NATIONAL BRASS COMPANY, Mfrs. 
Grand Rapids, Michigan 


Sales Representatives in NEW YORK BOSTON MILWAUKEE COLUMBUS, Ohio 
TAMPA DETROIT PORTLAND, Ore. ST. LOUIS BALTIMORE FORT WORTH 
CHICAGO PHILADELPHIA LOS ANGELES KNOXVILLE 





MAKERS OF BUILDERS, CABINET, SCREEN DOOR AND SHELF HARDWARE 
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ARE YOU FOLLOWING THIS TREND 
TO SIMPLIFY BUYING? 


MACHINE CAP SCREW STOVE BOLT 
SCREW 


» | 


We 


Nuaad 
i WAAR 


SCO COCCCCCOCKT 


tlibdtibi i dbbe| 





MACHINE 
BOLT 





SEMI-FINISHED NUT ay CARRIAGE 
<%= BOLT LAG SCREW 


The trend is growing in the hardware trade to concentrate 
purchases with one source of supply as much as practicable, 
rather than to buy from many different sources. This has 
many obvious advantages for both buyer and seller. 
When it comes to fasteners—bolts, nuts, screws, tacks, 
cotters, etc.—‘‘National” makes the most complete line 
produced by one manufacturer. We are, therefore, in a 
position to furnish an exceptionally broad service to our 
customers and to simplify their buying on this class of 


products. 


THE NATIONAL SCREW & MFG. CO., CLEVELAND 4, 0. 





MIRRO-MATIC CON- 
TROL gives you 3 
Pressure selections 
5, 10 or 15 pounds, 





MIRRO-MATIC GASKET 
- . « Automatically 
seals and locks 
cover under operat- 





MIRRO-MAT 
PATENTS PENDING CAPACITYdometonee 
FULL 4-QUART CAPACITY adds cooking space 
for bulky foods. 
Full 4-qt. capacity. 





IT WILL PAY YOU TO TIE IN WITH 


MIRRO-MATIC 


THE PRESSURE PAN WITH MANY 
EXCLUSIVE FEATURES MATIC operates at 


the 10 pound 
sure recommended. 





For PERFECTED SPEED COOKING — it’s the Holds 3 one-pt. jars, 
new MIRRO-MATIC Pressure Pan. Made of thick 
gauge, new special hard aluminum alloy, finely fin- 
ished. Fair Trade retail price $12.95 (West $13.95). 
Ask your Jobber for Additional Information. 


For FROZEN FOODS 
M MIRRO-MATIC can be 

operated at the 5 

Pound pressure rec- 


THE FINEST ALUMINUM oot 














MIRRO has never stopped National Consumer Advertising 


Vat i ienymerele emul lg vated lem sel ll, a MANITOWOC, WIS. 


200 FIFTH AVENUE, NEW YORK 10 @ MERCHANDISE MART, CHICAGO 54 
WORLD'S LARGEST MANUFACTURER OF ALUMINUM COOKING UTENSILS 
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